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Cars in Spotlight— 


managers of the auto factories met with NADA officials in Detroit last 
fo distuss the used-car consultation area for next year's NADA convention in 
pn. Left to right, seated: Clarence J. Stavfenbeil, Cadillac; Frank M. Arnold, 


Corp.; James C. Moore, executive vice-president, 
area NADA chairman; Harry E. Cardoze jr., 
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| 1 a NADA Goes 


NADA; Al Long, (Ford) 
American Motors; C. V. Toussaint, 


division; standing, Everett W. Lawrence, editor NADA Official Used Car Guide, 
also was discussed; J. P. Love, Chevrolet; Elwood Dalton, Studeboker-Packard; 


& Ellison, American Motors; 
, Pontiac; Lawton Davis, 


ft 


W. P. Palmer, 
Willys; Jack Weed, Automotive News; 
manager, NADA; Godfrey Miller, Sheraton Corp. (Story on Page 6.) 


Arndt-Palmer Laboratories; John S. 
Roy Smith, 





evy, Ford Again Taking 
ver Half of Car Sales 


By Maynard M. Gordon 


News Editor 


the second time in history, 


ty, the Chevrolet-Ford 


has crept upward 


gradually 


the introduction of ‘59 mod- 
But Plymouth’s surge this 
has not driven back the 


Chevy-Ford 


penetration 


50 percent mark reached 


ORD and Chevrolet accounted 
for 486 percent of total 1958 
. sales—a setback from 
49.3 percent. Their slice, how- 
expanded to 49% percent in 


Make 


Ford 


eunaebaeGentl 
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i 
i 


this year before sweep- 
past 50 percent a month ago. 
the market depth 


before 1954 “had the 
Ford total exceeded 43 


Tep Cars 


‘New-car registrations for two 
oe plus seven states for 


1958 
Pos. 


Chevrolet 203,921— 1 


158,424— 2 
56,372— 4 


percent. Ford’s sudden burst 
sales — its penetration 
nearly 20 percent in 1953 
1954 — of better 

25 percent — which it has not 
cuieiie’ « =a this year. 

Chevrolet and Ford have built 
approximately 52 percent of all the 
cars assembled in the U.S. in 1959. 
This levelled off to 50 percent in 
April, but current sales are reflect- 
ing little softening below the mid- 
point. 

In early reporting Columbus, O., 
for example, 267 Chevrolets and 
261 Fords were registered during 
the Apr. 1-15 period. The combined 
sum of 528 cars came within three 
units of the 50 percent mark for 
the city’s entire registry of 1,062. 

7 ” > » 
UBTEDLY, Che\rolet-Ford 
penetration has ballooned in 
1959 because of Ford’s cimeback. 
Ford has again been selling yne out 
of four cars delivered in the\U. S., 
(Continued on Page 4, Col. 3) 


Increased Profits 
Are Reported 
By Auto Makers 


LL OF the five auto makers 
were communicating with 
stockholders last week. 


Ford Motor Co, reported that 
its profits were at a record level 
for the first quarter, totalling 
$134.8 million. Ford also reported 
in a proxy statement on the com- 
pensation of its executives, 

L. L. (Tex) Colbert, president of 
Chrysler Corp., told stockholders 
last week that sales and earnings 
in the first quarter outstripped any 
1958 quarter is: spite of the glass 
strike. However, stockholders gave 
Colbert a hot-and-heavy 90 minutes 

of questioning. 

General Motors is due out with 
its first quarter financial report 
this week. Last week it revealed 
that it had trimmed remunera- 
tion of executives substantially in 
1958, 

Studebaker-Packard reported a 
record profit of $7,754,991 for the 
first quarter. 

American Motors reported six- 
month earnings of $33,516,161, and 
declared a quarterly dividend of 60 
cents a share. 
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As 69 Pet/in Poll Favor 


Permissive Legislation 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—Almost 70 per- 
cent of members replying 
an NADA poll on territory securi 
want permission to get some kjhd 


of area protection, NADA Prfsi-| 


dent H. L. Galles jr. annouficed 


last week. 
He said the NADA Exefutive 
Committee now will ask 


P 86th 
Congress to pass 
a security bill 
which “is strictly 
permissive and 
does not require 
anyone to do 
anything.” 

The legislation, 
which is ready 
for submission to 
Congress, is de- 
signed to clarify 
the antitrust laws 
to permit manu- i. L. Galles Jr. 
facturers to reins protected- 
territory plans in their contracts if 
they wish, Galles explained, 

> > 
ADA’S new bill jevidently will 
supersede a_ tefritory-security 
plan already introduced by Senator 
William Langer, Nofth Dakota Re- 
publican. 

After disposing af the territory- 
security question, jthe Executive 
Committee outlined specific stand- 
ards for a qualityddealer program, 
and turned them pver to the In- 
dustry Relations ommittee for 


elaboration. 

The security poll, which was 
conducted in I ch by a private 
public-opinion organization, asked 
“Are you for, of are you against, 
permissive legislation which would 
permit an autdmobile manufac- 
turer (if he an@ his franchised 
dealers so desife) to include a 
standard provision in his franchise 
agreements which would increase 
the dealer's incentive to concen- 

ate his sales ahd service efforts 
in, his factory-a ed area of re- 


spansibility ?” 
oo 
c S said 92.5 percent of all 
NADA members registered 
their opinions onj the question. He 
described the ponse as “an ex- 
ceptionally high /percentage of re- 
turns, by al st@ndards.” 
Of those rept , 68.2 percent 
said an favored the proposal 


The poll indicated the otatiiats of 
dealers who favor protected terri- 
tories has risen in recent years. In 
Polls conducted by NADA between 


950 and 1955, the voting was very 
close. 

In 1950 an NADA survey indi- 
cated members were split 50-50 on 
the question, In 1953 about 56 per- 
cent voted against territory secur- 
ity. By 1954 the “ayes” had it, with 
55.8 percent voting in favor of ter- 
ritory security. But by the 1955 
poll, members were split 51 percent 
for, 49 percent against, 

> * ° 


BREAKDOWN of data in the 
latest poll revealed that about 
the same percentage of dealers 
favored territory security, whether 
they were big or small, located in 
cities or villages, or in New Eng- 
land or California. 
For example, dealers selling 
fewer than 149 cars and trucks 


How Dealers Voted 
In 5 Polls Since 1950 


Prior to the March poll, voting 
had been close in four previous 
NADA surveys of opinions on ter- 
ritory | _ Security. Here is the “box 


Pet. 


Pet. 
For Against 


ll 
SSB 





By Martin L. Whitmyer 


Staff Writer 
Wir the highest monthly output 
for the year practically behind 
it, the U. S. auto industry is looking 
forward to production of about 
580,000 cars in May. 
The estimate is based on - 
ports from major suppliers, who 
said orders for May are on the 


With four days remaining in the 
month, it now appears that the 
industry will turn out an estimated 
583,700 cars in April. Greatest pre- 
vious monthly output was in March, 
when the industry assembled 576,- 
085 cars. 


+. * . 
AST week’s output of an esti- 
mated 134,418 cars was 1,516 
units below the previous week's 
135,934 assemblies. 
The 135,934 units assembled dur- 
ing the week ended Apr, 18 were 


Inside Automotive News. . . 
Dashboard lighting goes radical; diesel boom 
begins. Engineering features, Page 14. 

GMAC finds a defender, Page 10. 

Higher Pa. tax exempts tradeins, Page 3. 
Business management series, Page 6. 
Top-level change at Buick, Page 2. 


a@ year voted 67.9 percent in favor 
of territory security. Dealers in 
the 150-349-vehicle class turned 
in a 72.3 percent “yes” vote, and 
72.6 percent of dealers selling 
from 350 to 749 vehicles were in 
favor. 

Single-point dealers—who are in 
areas where there is only one 
dealer of a particular make — 
turned in a “yes” vote of 68.2 per- 
cent, while multiple-point dealers 
were 73 percent in favor. In metro- 
politan areas, the favorable re- 
sponse was 71.6 percent. 

Galles said the “pattern of ap- 
proval” also was fairly constant 
when the data was interpreted 
from such other viewpoints as year 
of earliest franchise, principal 
make, number of franchises held, 
| number of competing dealers in an 
area, and type of dealership loca- 
tion. 

. > > 

OMMENTING on the bill which 

NADA will offer to Congress, 
Galles insisted it is not designed 
|to impose any restrictions on the 
purchaser of a new or used car 
or truck. 

“Tt is not sae 





only 42 units below the 1959 high 
of 135,976 cars built during the 
week ended Jan, 17. 

Chief factor in last week’s de- 
cline was the closing Friday of 
two Chevrolet plants—Baltimore 
and Tarrytown, N. Y.—“to bring 
production inte line with inven- 
tories.” 

Elsewhere throughout the in- 
dustry, car output remained about 
on a par with the previous week. 

American Motors scheduled a 
record-breaking 9,450 units last 
week after the previous high of 
9,441 assemblies a week earlier. 
Chrysler Corp. had all its divisions 
back on five-day schedules, but 
dipped along with GM and Stude- 
baker. Ford Motor showed a slight 


gain. 

Only makers working six days 
last week were Pontiac at its home 
plant; Edsel in Louisville; Lincoln- 
Thunderbird at Wixom, Mich.; 
Rambler, and Ford division at five 
of its 13 assembly units. 

7 . * 


O milestones marked car as- 
sembly operations in the U. S. 
last week—production of the two 
millionth car of the year by the in- 
dustry, and the production of the 
millionth car of the 1959 calendar 
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$134.8 Million in Three Months... 


Ford Chalks Up Record Quarter 


DEARBORN.— Ford Motor Co. 
had a profit of $134.8 million in the 
first quarter, the highest first- 
quarter earnings in company his- 
tory and second only to the second 
quarter of 1955 as the company’s 
record profit for any quarter. 

The profit total compares to 
the $29.8 million earned in the 
first quarter of 1958. The com- 
pany lost money in the second 
and third quarters of 1958 but 
showed a big profit in the fourth 
quarter to end the year in the 
black. 

Net sales in the first quarter 


$7.8 Million Net 
In First Quarter 
Is S-P Record 


SOUTH BEN D.—Studebaker- 
Packard reported Thursday a rec- 
ord profit of $7,754,991 on sales of 
$115,455,806 in the first quarter. The 
totals compare with a loss of $6,- 
294,480 on sales of $35,792,564 in the 
like quarter of 1958. 

President Harold E, Churchill 
told the annual shareholders meet- | 
ing the first quarter profit repre- 
sented a 110.7-percent increase over | 
earnings in the only other quarter | 
in which the company made money | 
since Studebaker and Packard) 
merged. That was in the last quar-| 
ter of 1958 when the company| 
earned $3,680,574 on sales of $88,-| 
651,896, 

President Harold E. Churchill 
credited public acceptance of the 
Lark with making the profit surge 
possible. He said the company ex- 
pected 1959 to be a profitable year. | 
Losses in other years would make 
any S-P profit for all of 1959 tax 
free. 

The company’s sales of cars in 
the first quarter totalled 51,500 
units. This brought to 85,081 the 
number of cars sold since the be- 
ginning of the 1959 mode] run. 








were $1,475.38 million, up from the 
$1,095.8 million for the like quarter 
of last year, Sales of cars and 
trucks to dealers amounted to 548,- 
625 in the first quarter, compared 
to 400,419 in the like period of 1958. 

Meanwhile, Ford mailed proxy 
statements for the May 21 annual 
meeting. Scheduled for consider- 
ation at the meeting are reelec- 
tion of 17 directors, retention of 
present independent accounting 
firm, a change in the supplemen- 
tal pay plan for key executives 
and a proposal that stock may be 
voted cumulatively. 

The change in the pay plan will 
enable the plan to go forward ‘as 
originally set up, despite the 
change in the company’s account- 
ing system. 

Cumulative voting, proposed by 
an individual stockholder, would 
give each share as many votes for 
directors as there are seats on the 
board with the provision that all 
of these votes may be cast for one 
stock nominee. 

In the Ford case, one share could 
give 17 votes for one nominee or 
one vote to 17 nominees or any 
one of the many combinations in 
between. 

The proxy statement listed the 
salaries and fees received by key 
executives during 1958 and the 
estimated annual retirement 
benefits of each, ag follows: 

Ernest R. Breech, chairman, 
$185,000 in salary and fees, $456 in 
pension; Henry Ford II, president, 
$185,000 and $1,243; William T_ Gos- 
sett, general counsel, $125,000 and 
$41,164; Delmar S. Harder, retired, 
former executive vice-president for 
basic manufacturing divisions, 
$120,833 and $16,702. 

Benson Ford, chairman, dealer 
policy board, $120,000 and $75,051; 
John S. Bugas, industria] relations 
vice-president, $115,000 and $49,737; 
Irving A. Duffy, body group vice- 





Shareholders Grill Colbert 
Despite Business Upturn 


By Kenneth C. Kelley Jr. | 
Staff Writer 
A NUMBER of Chrysler Corp.’s 
stockholders were in a hun- 
gry mood when they sat down for 
“the company’s annual meeting at 
noon last Tuesday. 

Result: President L. L. Col- 
bert had an uncomfortable hour 
and a half answering pointed 
questions, but not until he had 
reported that first-quarter sales 
and earnings outstripped any | 
1958 quarter despite the glass 
strike. 

Chief questioner was Sol A. Dann, 





Sqfety-Check Citation— 


Postmaster General Arthur E. Summer- 
field, right, accepts a “certificate of 
achievement" awarded to the Post Office 
Department in recognition of its support 
of the 1958 National Vehicle Safety-Check 
from Charles C. Freed, chairman, Inter- 
Industry Highway Safety Committee. Freed 
commended the department and postal 
employes for their contribution to safer 
travel on U. S. streets and highways. 


Detroit lawyer who, in years past, 
has raised objections against the 
managements of American Motors 
and Studebaker-Packard. 


With AMC operating in the 
black, Dann’s silence was noted at 
that firm’s last annual meeting. He 
has said that the Securities and 
Exchange Commission has forced a 
temporary lull in his campaign 
against S-P management. 

At the Chrysler meeting, Dann 
Was very much in action, He was 
backed up by a number of other 
stockholders tossing barbed ques- 
tions at Colbert. One said he was 
a Plymouth dealer, while another 
said he espoused the interests of 
Chrysler dealers. 

Dann’s first objections came 
during the election of directors. 
He questioned “the qualifications 
of the nominees” for reelection. 
Charging that management had 
made mistakes, he admitted that 
efforts had been made to correct 
some of them. 

The lawyer brought up “what 
happens at other companies when 
even a division goes bad.” Refer- 
ring to the departure of Edward T. 


Ragsdale as Buick general man-| 


ager. Dann said: 

“He might have been a good 
man but, when sales fell off, he 
had to go.” 

Dann cited two specific cases of 
what he considers management 
mistakes at Chrysler, adding that 
he hoped he was misinformed 
about the facts in each case. 

In paying supplemental unem- 
ployment benefits to a number of 
workers (the number was never 
made clear), Dann said Chrysler 
sent 13 individual checks for the 
same amount in 13 envelopes to 
some workers, rather than making 
out one check for the entire 
amount. 

He also charged that the con- 
tract for the St. Louis assembly 
plant was let on a cost-plus basis, 

(Continued on Page 37, Col. 3) 
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president, $115,000 and $599; John 
Dykstra, vice-president for manu- 
facturing and defense products 
group, $115,000 and $24,611. 

Theodore O. Yntema, finance 
vice-president, $115,000 and $29,198; 
Robert S. McNamara, vice-presi- 
dent for car and truck group, 
$106,250 and $57,828, and William C. 
Ford, product planning and styling 
vice-president, $67,500 and $48,701. 

The total salaries and fees of 
directors and officers as a group 
including those listed separately 
amounted to $2,620,257 last year. 

There were no credits under the 
supplemental pay plan from 1958 
earnings. In 1957, Ford officers and 
directors as a group received an 
amount just about equal to total 
salaries in supplemental pay. 

Total 1958 salaries and fees to 
officers and directors ran about 
$200,000 below the comparable 1957 
total, in addition to the elimination 
of supplemental compensation pay- 
ments. 

During 1958 and the first two 
months of 1959, key Ford officers 
purchased the following blocks of 
stock at $21 a share under options 
granted before the stock was of- 
fered to the public: 

Breech, 18,000 shares; Dykstra, 
10,500: Gossett, 15,000; Harder, 15,- 
000; McNamara, 6,000, and Yntema, 


| 12,000. All officers and directors as 


a group, including those listed sep- 

arately, purchased 124,423 shares at 

the $21 price during the period. 
am >: * 


GM Again Cuts Income 


Of 14 Top Executives 


DETROIT.—The total remunera- 
tion of 14 top General Motors 
executives was trimmed substan- 
tially in 1958. It was the third 
straight year in which their income 
has been cut. 

The combined salaries and 
bonuses of the 14 last year 
amounted to $3,502,888, compared 
with $4,509,992 in 1957 and $5,- 
877,744 in 1956. 

Chairman Frederic G. Donner re- 
ceived a total of $373,508 in 1958— 
$174,758 in salaries and fees and 
$198,750 in bonuses. 

President John F. Gordon was 
paid $141,200 in salaries and fees 
and $172,500 in bonuses for a total 
of $313,700. 

Harlow H. Curtice, who retired 
from the presidency last Sept. 1, 
received $154,585 in salaries and 
fees and $159,788 in bonuses for a 
total of $314,373. He also got 952 
shares of stock with an award 
value of $40,212. 

Curtice, who still is a GM di- 
rector, was paid $621,100 in 1957. 

Salaries and bonuses received by 
63 top officers and directors in 1958 
amounted to $8,483,494. The bo- 
nuses, totalling $4,344,735, were 
payable in cash and common stock 
with an award value of $271,265. 
In the previous year 60 officers 
(Continued on Page 37, Col. 3) 





Buick Dealer Council Elects King— 


Edward T. Ragsdale, left, Buick general manager, and Edward C. Kennard, righ, 
general sales manager, congratulates Byron H. King jr., Orlando, Fia., on his election 
|@s president of the National Buick Dealer Council. The council met in Flint just prio 
to the announcement of Ragsdale's retirement. 





Rollert Takes 





| By John K. Teahen Jr. 
| Staff Writer 


| FLINT.—Buick has turned to a 
new man to lead it out of its sales 
slump. Edward D. Rollert will take 

|}over as general manager Friday 
(May 1) succeeding Edward T. 

| Ragsdale, who has retired. 

Rollert formerly headed Gen- 
| eral Motors’ Harrison Radiator 
| division, Lockport, N. YY, An en- 

gineer, he is 47 and has spent 
25 years with GM. 

The change in command, 
nounced by GM President John F. 
Gordon, was not unexpected, Rags- 
| dale will be 62 next month and has 
been anxious to retire. He report- 
edly asked permission to do so two 
months ago. 

Ragsdale’s retirement ends a 36- 
year career with Buick. He has 


E. T. Ragsdale E. D. Rollert 


been general manager since 1956 
and served as general manufactur- 
ing manager for seven years before 
that. 
| Rollert joined AC Spark Plug 
| division in 1934 and became assist- 
ant works manager in 1943. He 
moved to New Departure division 
| in 1948 and, in 1950, was named 
assistant to the general manager 
|of the B-O-P assembly division. 
The following year, he was ap- 
pointed manager of the B-O-P 


Business Barometer 


Automotive News Economic Index — 


102.8 Percent of 
128.5 Percent of 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Barreis .... 

Electric —Kilowatt hours... . 

Barometer ight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index..... i 

U.S. Government Spending 
—Fiscal year to date ........ sobs 

Commercial and Industrial Loans 

Savings pee 

Used-Car Prices-—Average 

Business Failures 


Common 
Stocks Apr. 22 Apr. 15 1959 Range 
35% 43%-25\ 
63% 654,-50% 
62% 644,-50% 


46% 50%-45 


+ 63% 


Last Week 
Like Week Last Year 


135,934 
26,447 
879,275 
129,250 
2,657 000 
247,215,000 
323,387 
7,960,000 
49,765,000 
12,609,000,000 
385,808 

130 


425.4 


$74 664,800,000 
$30,432,000,000 
$28 439,000,000 


105.7 
112.2 
87.9 


$1,089 
304 


Common 


Stocks Apr. 22 Apr. 15 


44 
39% 
12Y% 
46%, 


1959 Range 
45%e-39% 
42%-32Y, 
15-10% 
50% -40Y, 


(Apr. 27, 1959) 


an- 


Over Buick 


As Ragsdale Steps Out 


assembly plant in Kansas City, an 
|he has been general manager ¢d 
Harrison Radiator since February, 
1955. 
Rollert likely will be named 4 
GM vice-presi- 
dent at the next 
meeting of the 
board of direc- 
tors. Ragsdale 
also was a corpo- 
|}rate vice-presi- 
ent. 
| Succeeding Rol- 
lert at Harrison 
| Radiator is Law- 
| rence A, Zwicker, ) 
|formerly director 
of engineering L. A. Zwicker 
and sales for the division, Zwicker 
(Continued on Page 36, Col. 3) 


Economy of U. S. 
Pushing to New 
Record Levels 


EPORTS on business in the 

U. S. last week showed that the 
economy has not only recovered 
from the recession but that it & 
also racing ahead to set new recor 
highs. 

The Federal Reserve Board 
listed industrial production is 
March as 147 percent of the 1947- 
49 average. The figure equals the 
previous record set in 1956 and 
is far above the recession low of 
126 set just a year ago in April 
of 1958. 

The President's Council of Eee 
nomic Advisers reported that Gros 
National Product, the sum of good 
and services produced in the nation, 
set a record in the first quarter of 
this year. 

Stated at annual rates, GNP was 
$465 billion in the first quartet, 
compared to $453 billion in the last 
quarter of 1958 and $427 billion 
the first quarter of last year, which 
was the recession low. 

The flow of personal income i 
creased again in March, the Com 
merce Department reported. Ir 
come was flowing at an annual rate 
of $368.6 billion in March, com 
to $365.4 billion in February ané 
$348.7 billion in March of last yeat 


AMC’s Profit 
Tops $33 Million 
On Record Sales 


DETROIT. — American Moto 
reported Thursday new recoré 
earnings and sales for the siX 
month fiscal period ended March 31. 

President George Romney 
earnings were $33,516,161, after pre 
vision for income taxes of $15,646; 
000. 

American Motors’ directors 4 
clared a quarterly cash dividend ¢ 
60 cents per share, payable May # 
to stockholders of record on May 1. 

Earnings in the second quartet 
(January-March) were $12,463,99: 
after provision for income taxes 4 
$15,646,000, Earnings in the com 
parable quarter of a year ago weft 
$2,380,895. They were $21,052,168 it 

(Continued on Page 34, Col. 3) 
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EN it is difficult to get the 
new-car retailing business in | 
focus. It is a business of many | 
facets. You hear it condemned and | 
jlauded, almost in the same breath, | 
although usually more condemned | 
than lauded. 
Some say turnover is too slow; 
others say it is too fast. Some say | 
dealers are too conservative; others | 
that they are too wild. | 
Some say dealers are reputable | 
merchants; others that dealers 
are essentially carnival operators. 
Some remark that dealers are | 
basically horse traders, and that all 
good horse traders try to let the 
other guy think he got the best 
deal. So they wail in public a lot 
so the public will think they are| 
easy marks and rush to rob them. | 
= + > | 

To a New World 


HERE is an element of leader- 

ship trying to lead dealers away 
from the carny days into a world) 
of respectability—an operation in 
which there is one price, which is 
marked and maintained. One diffi- 
culty they face is that the dealer 
discount has been set with a trad-| 
ing margin in mind, and any men- 
tion of cutting the discount comes | 
under an industry taboo, even 
though it is a rare dealer indeed 
who admits to getting anything 
close to the full markup on new 
cars. 

One or two brave souls have | 
dared to suggest that the auto | 
has ceased to be a specialty item, 
and, therefore, it should take a 
utilitarian discount rather than a 
specialty discount. 

Whatever kind of a business it | 
is, however, it seems to hold a 
fascination for those who have! 
been caught up in the race for any | 


length of time. 
* * * | 


| 
| 


For Men of Guts | 


| 
F YOU think not, talk to the 


veterans who have left it. We 
were chatting the other day with) 
Tiny Farner, who operated a} 
Packard deal in Royal Oak, Mich., | 
for about a quarter of a century.| 
Before that he was with the Buick | 
and Packard factories, having gone 
through the General Motors Tech- | 
nical School in Flint. 

Now 61, Farner is still looking | 
forward to taking another whirl at 
the dealer business. 

“Td advise any young man to 
get into it,” Farner said. “It is 
one of the few businesses in 





N. Carolina Assn. 


Hears Skillman 


PINEHURST, N. C.—Sydney A.| 
Skillman, Studebaker-Packard sales 
vice-president, discussed “Manage- 
ment Enthusiasm for the Job 
Ahead” at this morning’s (Apr. 27) 
convention session of the North 
Carolina Automobile Dealers Assn. 
= three-day parley began yester- 

lay. 

Sharing this morning’s program 
with Skillman was H. L, Galles jr., 
NADA president. Tomorrow, the 
dealers will hear from Benson) 
Ford, chairman of his company’s 
Dealer Policy Board. 
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own, if you’ve got the guts and 
the ability. 

“Of course, if you let them, the 
factory and the public will run 
your business for you, but it doesn’t 
have to be that way. 

“You can be your own boss, and 
set your own prices in the auto 
dealer business.” 

> * = 
Two Toes in Door 


— still keeps two toes in 
the automotive door, He owned 


which you can be truly on your | 





the building occupied by Royal Oak 
Pontiac which burned down a| 
couple of months ago. Now he is) 
rebuilding on his property, which 
includes room for 120 used cars on 
the same location. 

In addition, he is selling Cadil- 
lacs these days, When he leased 
his dealership in September, 1955, 
the Cadillac branch in Detroit 
suggested that he might like to 
come with it and put some of his 
Packard friends in Cadillacs. 

When he closed his own business, 
he planned to take it easy, but, he 
claims, the auto business is too! 


much fun to leave. 
> * > 


Used-Car Confidence 


B* AND large, the public buys 
new cars and service from 
most auto dealers with consider- 
able confidence. 

There is, however, one area 
which would profit from a cam- 
paign of confidence. This is the 


used-car end of the business. 
The used car is a mystery to the 
> * > 


‘ 


|its May 12 issue, Look magazine 
| will urge readers to have their cars 





Confidence Program— 


E. B. Rebhan (center), used-car manager | 
for the M-E-L division, launching a used-| 
car reconditioning training program which 
may result in franchising of used-cars. 


average person, He simply doesn’t | 
know what he is getting for his| 
money. 

The potential here was indi- 
cated by the rapid spread of the 
used-car warranty companies a 
few years ago—until the strong 
insurance agents’ lobby began to 
give the warranty companies a 
hard time. 

Another approach toward inject- 
ing confidence in used-car buying 
was suggested the other day by 
Gene Rebhan, M-E-L’s used-car 
manager. Rebhan is exploring the 
idea of franchising the division’s 





| dealers to handle “Safe-Buy” used 


cars, just as they are franchised 
to sell new cars. 

The idea would be to maintain 
mechanical and appearance stand- 
ards for the “Safe-Buy” brand. 
This sounds like a program with a 
profit potential for the dealer and 
as such is likely to find strong sup- 
port. 

As a start, the division is train- 
ing used-car reconditioning men to 
take the program to dealers, Reb- 
han says that cost figures indicate 
that the average car selected for 
the brand can go through the me- 
chanical routine for about $10 and 
the appearance for $15, materials 
and labor included. 

This adds $75 to $150 to the retail 
value, according to the studies. 

Such a program, if carried out 
conscientiously, would benefit both 
buyer and seller. 


| the drive. 


| Dealers Display Their Wares in S. C. Capital— 





These new cars were gathered at Memorial Stadium, Columbia, S. C., to show the different makes of cars available in 
Columbia. The promotion was staged by local dealers during the recent “live better by far in a brand new cor” sales cam- 
paign. In the picture, not in order, are the following makes, with the dealers who displayed them: Imperial, Chrysler, Plymouth, 


Fiat—Oliver Motor Co.; Volkswagen—Gibbes Machinery Co.; Renault, Peugeot, 


Lancia, Alfa-Romeo—Palmetto Foreign Motor 


| Sales; MG, Jaguar, Morris, Austin- Healey—Martin Motors; Pontiac, Vauxhall—King Pontiac Co.; Mercury, Lincoln, Edsel, English 
Ford—Nelson Motors; DeSoto, Plymovth—Morion Burnside; Chevrolet—Central Chevrolet; Buick, Opel, Prinz, Hillman, Sunbeam 


—Hancock Buick Co.; Ford—Pulliam Motor Co.; Volvo—Southern Auto Sales; Dodge, Plymouth, Studeboker, Simca, Mercedes- 
Benz—Hampton Motors; Cadillac, Oldsmobile, Willys—Mutual Motors; Rambler, Ambassador, Metropolitan—Yosh Nash Motors. 


State Courts Curbed .. . 





Peaceful Picketing 
Wins in High Court 


By Frank Gawronski | 
Staff Writer | 

THE U. S. Supreme Court last/| 
week barred state courts from) 
assessing damages against a union | 
for peaceful picketing even if the) 
picketing violated the Federal labor | 
law. | 
The ruling is expected to have a} 
crippling effect on dealers and 
their fight against future union or- | 


Look Is Urging 
Readers to Join | 


Auto Safety-Week | 


NEW YORK.—In an article 





in| 





inspected during the sixth annual) 
National Vehicle Safety-Check | 
campaign starting May 1. | 

The two-month program in the | 
34 states which do not require ve-| 
hicle inspection will be cosponsored | 
by Look and the Inter-Industry 


Highway Safety Committee. | 


The committee reported that at 
least 831 communities have an-| 
nounced they will participate in| 


In the Look article, Siler Free- 
man, business editor, points out 
that the leading factors in highway 
safety are the skill, care and cour- 
tesy of drivers, plus the safe me- 
chanical condition of their vehicles. 

The theme of the 1959 campaign 
is: “Check your car. Check your 
driving. Check accidents.” It will 
center on these 10 “danger points:” 
Brakes, front and rear lights, steer- 
ing, tires, exhaust, glass, wipers, 
mirror and horn. 

Freeman estimates that more 
than nine million of the nation’s 
68 million registered vehicles may 
have mechanical defects. 


Ark. Opens Series 
Of Local Parleys 


LITTLE ROCK, Ark.—The Ar- 
kansas Automobile Dealers Assn. 
has announced plans for a series 
of regional meetings, George Ben- 
jamin, executive vice-president of 
the association, will be in charge 
of the informal one-day. discussion 
sessions. 

Dates of the meetings are: Apr. 
28, Ft. Smith; Apr. 29, Fayetteville; 
May 7, Hope; May 8, El Dorado; 
May 12, Blytheville; May 13, Pine 
Bluff; May 15, Searcy. 











| not leave the states free to regulate 
|activities they would otherwise be 
| prohibited from regulating, 

The failure of the NLRB to 
determine whether a particular 
activity is protected or prohibited 
by Federal law still does not 
give the states the right to gov- 

| ern. 

Justice Frankfurter made only 


tot ; : |}one major exception to exclusive 
as ae —_ vate me, | Federal control—cases of violence 
Court vote was 5 to| “imminent threats to the public 


: | order.” Because of their compelling 
cal tah ame interest “in the maintenance of 
the decision as a | domestic peace,” the states should 

|retain power to deal with such 


landmark in the) 
ae : t flict | #ctivities, he held. 
continuing difficult field of conflic The case that an tine 


between Federal and state power was making its second trip to the 


oe a as n. delivered | SuPreme Court. In 1957, the court 
Seaten Fenx eaais loads dissolved a California court injunc- 
auaahe mited the power granted — blocking a San ae building 
the states by earlier Supreme} — tan pp PS er 
Court decisions. a“ = oe 


as = gay ~~ ¥4 — Tt! California supreme court, 
e si e nevertheless, upheld a $1,000 
damages against unions because | aoenage levy against the union, 
their picketing was “marked by which appealed to the U. S. Su- 
violence and imminent threats to | preme Court. The California ruling 
public order. |was reversed in last week's de- 
When picketing is peaceful and | cision. 
does not threaten the public order, | The Supreme Court also took 
Frankfurter said, there is no CoOM-| action on two other important 
pelling reason to let states act even! ighor issues. 
though the National Labor Rela-| jt agreed to decide whether a 
tions Board refuses to enter the! ynion which represents a minority 
case. : : .._, | Of a company’s workers can picket 
“The governing consideration,” |t. force recognition by the em- 
the majority opinion said, “is that ployer. 
to allow the states to control ac-| Tt also accepted for review the 
tivities that are potentially subject | question whether workers who are 
to Federal regulation involves too! freq illegally in a dispute under 
great a danger of conflict with na-|the Fair Labor Standards Act can 
tional labor policy.” |} sue for lost pay. 
- * 7 t 
RANKFURTER’S opinion said | Y AGREEING to review the two 
the court previously had de-| labor cases, the Supreme Court 
cided that failure by the NLRB to | indicates it believes a substantial 
assume jurisdiction in a case does! (Continued on Page 36, Col. 2) 


On the House... 


Watch for another FTC crackdown if auto dealer 
advertising continues to veer toward deception of 
the public . . . Our hats’ are off to the nation’s Ford 
dealers, who are doing a masterful job on ’59 
model sales just as the Chevrolet dealers were 
forced to do a few years ago in the face of ter- 
rific odds . . . Tom Abbott, NADA director from 
Texas, has resigned as president and sold his 
stock in Trans-Texas Life Insurance Co. 


Apparently to relieve factory pressure for 
price-class penetration in their own sales areas, 
some Illinois dealers are flouting state law by 

Wemhoft falsifying names and addresses on title or license 
applications. Illinois association warns that penalty is $1,000 fine 

and year in jail, plus possible revocation of dealer license . . . 

Oklahoma dealers are building up a big program to honor Senator 
Mike Monroney May 19... 

Jack Verschoor, former NADA director in South Dakota, is presi- 
dent of a new $5 million securities firm in Pierre; it’s modeled after 
the Montana Corp., now headed by NADA past president Dean 
Chaffin .. . New Jersey dealers will hold. 1959 convention Sept. 20-22 
in Atlantic City. 





—Petre Wemuorr, Editor, 
Automotive News 
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Area Security Bill 
Endorsed by 69 Pet. 


(Continued from Page 1) 


would not prevent a dealer from 
selling a vehicle outside his fac- 
tory-assigned territory, and would 
not guarantee a dealer his profit 
or survival. 

Galles said passage of a terri- 
tory-security bill “would render 
substantial support to NADA’s 
quality-dealer program and be of 





Chevy Promotes 
Averill, Six Other 


Sales Executives 


DETROIT. — L. H. Averill, an 
eastern regional manager, has been 
named Chevrolet assistant sales 
Manager in 
charge of the 
western U, S&S. 
succeeding A. W. 
Famular, who is 
retiring after 40 
years with the 
company. Other 
associated pro- 
motions are: 

R. G. Schulte, 
Great Lakes as- 

sistant regional 
L. H. Averill manager, Chi- 
cago, to replace Averill in the 
region managership at Washing- 
ton; A. M. S. Morgan, Chicago zone 
manager, to succeed Schulte; H. W. 
O’Boyle, Milwaukee zone manager, 
to succeed Morgan. 

E. E. Fross, Fargo (N. D.) zone 
manager, to succeed O’Boyle; T. H. 





great benefit to the motoring pub- 
lic in the areas of sales and serv- 
ice,” 
> > = 
N OTHER actions, the executive 
committee voted to return to its 
recently abandoned practice of 
| holding its winter board meeting in 
| conjunction with the convention. 
It also announced that NADA is 
now a member of the International 
Organization for Motor Trades and 
Repairs and that Galles has been 


| selected to serve as a director of 
|IOMTR and to address the group 





|in Copenhagen next fall, 


| 


Chrysler Outlet 
Plans to Assemble | 


Simcas in Mexico 


MEXICO CITY.—Chrysler Inter- 
national, S. A., announced last week 
that Simca automobiles will be 
assembled and distributed in Mex- 
ico under a new product and man- 
ufacturing expansion program 
reached with Fabricags Auto Mex 
here. 

Lynn A. Townsend, group vice- 
president-International Operations 
of Chrysler Corp., and Philip N. 
Buckminster, managing director of 
Chrysler International, said that 
the international company will 
provide Fabricas Auto Mex with 
technical and management support. 


Auto Mex has been the exclusive 
Mexican distributor of Chrysler au- 


| tomotive vehicles since 1938. The 


|company, which is controlled and 
|operated by Mexican interests, 
|}owns a modern assembly plant in 
|Mexico City that has an annual 
|output capacity of 12,000 cars and 
| trucks. Hitherto, knocked-down ve- 
hicle packs were received for as- 
| sembly here. 

| Auto Mex will start immediately 
|to change over the trim, chassis 
| and final assembly lines in its plant 
|to accommodate Simca production 





A. W. Famular R. G. Schulte 


| 





British Dealer Leader Visits— 


Alfred S. Fosh, right, deputy president, Motor Agents Assn. of Great Britain, began 
a five-week tour of the U. S. last week with a visit to NADA headquarters in Wash- 
ington. Among those who greeted Fosh in Washington were, from left, Joseph B. Paul, 
president, Automotive Trade Assn. National Capital Area, and Senator Joseph C. 
O'Mahoney, Wyoming Democrat. During his tour of the country Fosh will address 


| the annual conventions of the Georgia Automobile Dealers Assn. and the Massachu- 





Chevy, Ford Again Taking | 
Over Half of Car Sales 


(Continued from Page 1) 


main at or near the lofty 25 per- 


while Chevrolet has receded some-| 
cent mark on the strength of the 


what from the record 26% percent} 
it reached last year. new compact models. 

Another contributing factor, be- A year-by-year record of Chev- 
sides Plymouth’s early production| rolet and Ford sales shares since 
lag, has been the decline in Buick} 1950 follows: 
popularity since the first of the | First 2 Months, 1959 
year. Ford registrations also have 
been helped considerably by inelu-| poey et 
sion of the booming Thunderbird 


in its totals, although Chevrolet 48.98% 
has benefitted to a lesser extent! 1958 : 
from the same counting Practice) Chevrolet .o.ccccccccccnccennmen 26.52% 


for the Corvette. Ford 
Help is coming, however, at the | 
low end of the line for both Ford | 
and Chevrolet. Both makes are | 
expected to be retailing the new (Ford .............. 


compact-sized cars under their | Chevrolet .......... 
divisional banners this autumn, 
just in time for the year-end 


Odenbach, Minneapolis-St. Paul 
city manager, to succeed Fross, 
and E. D. Mitchell, assistant sales 
promotion manager, Detroit, to 
succeed Odenbach. 

The promotion returns Averill to 
to the Detroit central office, where 
he has headed both the national 
fleet and metropolitan city depart- 
ments. He also was an assistant 
regional manager in Washington 
and Atlanta and zone manager in 
Columbia, S. C., Jacksonville, Fla., 
Syracuse and Pittsburgh in a 
Chevrolet career extending back to 
1929. 

Schulte started with the com- 
pany in Norwood, O., in 1925. He 
was moved to Detroit in 1934 and 
held a succession of posts before 
becoming zone manager at Omaha 
in 1945. Previous to his Chicago 
appointment in 1956, he was zone 
manager in St. Louis and Minne- 
apolis. 


with current Chrysler vehicles. 

As part of the new product pro-| 
gram Auto Mex will also begin 
planning for the production of a 
Chrysler-designed truck that will 
be new for the Mexican market and 
for Simca trucks and tractors. 


2 Courts Differ 
On Tax Status 
Of Leased Cars 


WASHINGTON.—Federal courts 
have announced two rulings affect- 
ing operators of leasing firms. 

The Tax Court has upheld a 
Government contention that profits 
from the sale of new cars after 
being rented at least six months 
constitute ordinary income and not 


| capital gains. 


registrations shakeout. 











| The court held that Green-Halde-| 
» |man, Los Angeles, thus owes $48,-| 
| 875 in additional taxes for 1949 | 
through 1952. 





Dedler Honors Salesmen— 


Bill Lepper, left, of Bill Lepper Motors 
(Rambler) in Reseda, Calif., has estab- 
lished an honor club for his salesmen. He 
commissioned an artist to sketch those on | 
his sales staff and each month the top 
salesman has his picture placed in the 
honored spot. With Lepper is W. F. Dun- 
lop, American Motors Los Angeles assist- 
ant zone manager, 


The Ninth Circuit Court of Ap-| 
peals in San Francisco upheld a} 
more liberal “useful life” concept! 
for Federal income-tax deprecia- 
tion purposes. 

The court reversed a ruling by) 
the Tax Court in a case involving | 
Robley H. Evans, Seattle licensee | 
of Hertz car-rental system. 

In connection with Evans’ 1950 
and 1951 tax returns, the Govern- | 
ment contended that the useful life| 
of autos for depreciation purposes | 
was the period during which they 
were held by Evans, with salvage 
value equal to the proceeds when 
the cars were sold. 

The Court of Appeals ruled that 


| the standard should be the physical | 


or economic life of the cars, rather 
than the tenure of possession by 
the rental agent. 





Buffalo Meets May 11 
BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. will hold its 
annual meeting and banquet May 
11. 





Industry observers will be watch-| Chevrolet ..... 
ing with great interest the impact) FOr ..............cccsssssseeseneneennsees 
of the compact entries on Chev- 
rolet and Ford big cars—and the 
extent to which the full lines of 1955 
these makes and of the Plymouth, INO «sis istnnseshtcinintensiniesialias 22.88% 
too, gouge penetration out of the| Ford .................. 21.94% 
medium-priced makes. —— 
ae. #1 8 44.82% 
FTER a penetration slippage in 1954 
A the 1955 gold rush, when new- ene = Sas 
car sales zoomed to 7,169,908, first | * OTS srr 25.30% 
Chevrolet and then Ford recouped 50.91% 
losses by upgrading into ——_ 1958 7 
priced territory. The Bel Air, Fair- 
lane 500, Impala and Galaxie series at eenees en 
all have given their parent lines _ 19.45% 
prestige sales at the expense of “42.84% 
—_— brethren. 1952 eae 
e upgrading process, however, 
has left a vacuum at the leader en quenausunesdseteéaneucneataecetedine oe 
end of the Chevrolet, Ford and EET’ eatuidediicnsbadenceteiiuanehuianhennbicucadahnnd 17.61% 
Plymouth lines. Exploiting the lack 
of competition from the Big Three} 1951 38.11% 
volume cars have been—of course | -, let 21.08 
—Rambler, Lark and the imports. m — < stninaiinneaaniiptliasiasiiiiiseneiiaijen 08% 
When the Big Three finally in- WEG ceccccccccscccscccocosccsescossccoescoscsesoce 17.04% 
vade the small-car market, pene- 
tration standings across the 1950 38.12% 
board probably will little resem- Ch j 
ble the current levels. But bar- evrolet qqnchtbbbansseneasenncsssapnebaccesns or 


ring a drastic market reverse, 


Chevrolet and Ford figure to re- | 





Detroit Dealers Eye 
National Auto Show 


DETROIT.— As a forerunner 
to a probable 1960 national auto 
show in Detroit, Detroit Auto 
Dealers Assn. will sponsor a 
mammoth ’60 model “parade of 
transportation” next fall. 

If Detroit’s new Cobo Hall is 
finished in time, a national show 
will be staged there in the fall 
of 1960 with DADA aiding the 
AMA, After the initial show, if 
AMA decides not to sponsor an 
annual exhibition, the DADA 
plans to hold its own Detroit 
Show yearly in the new river- 
front hall. 





| Ford 





40.88% 


















Fadex Cars Top q 
30 Other Imports 


Report on BMW-NSU 
Lists U. S. Registrations 


NEW YORK.—Fadex Commer. 
cial Corp. reported last week that 
combined January-February regis. 
trations of BMW and NSU Prin 
cars, which it imports from West 
Germany, exceeded sales of ® 
other foreign makes in the U.S. 

The report said 746 BMW and 
NSU Prinz models were registered 
in the first two months of the year 
The total included 611 BMW Isetts 
300s and BMW 600s. 

Fadex said the combined total 
of 746 ranked its cars “a close 
runnerup to German Ford” and 
placed BMW-NSU Prinz ahead of 
the following makes: 

Jaguar, 712: SAAB, 551; Goliath 
| 496; Porsche, 488; DKW, 422; Aus. 
tin, 337; Lloyd, 280; Sunbeam, 246: 
Citroen, 241; Alfa Romeo, 233; Toy- 
opet, 141; Riley, 97; Goggomobil, 
96; Skoda, 95; Lancia, 65; Rolls 
Royce, 63; Berkeley, 60; Panhard, 
|60; Datsun, 58; Wartburg, 43: Mor. 
gan, 29; Maico, 15; Rover, 13; 
Bentley, 12; Aston Martin, 8: Mes 
serschmitt, 8; Ferrari, 6; Face 
Vega, 3; Singer, 3; Arnolt-Bristol, 1. 

As reported previously by R. L 
Polk & Co., the top 10 in imported- 
car registrations for January-Feb- 
ruary were as follows: 

Volkswagen, 13,908; Renault, 10- 
147; English Ford, 6,301; Simca 
| 5,088; Fiat, 5,044; Opel, 4,923; Hill- 
man, 3,943; Vauxhall, 3,133; Tri- 
umph, 2,760, and Volvo, 2,718. 


Auto-Lite, Holley 
Appoint Stroh, 
Nyland in Sales 


DETROIT.—Electric Auto-Lite 
Co. and Holley Carburetor Co. am 
nounced high-level sales appoint 
ments last week. 

Edwin R, Stroh 


left Holley to 


E. R. Stroh 
take the newly created.post of vice 
president and sales director for 
Auto-Lite. Holley nated John R 
Nyland to succeed Stroh as auto 
motive general sales manager. Ny- 
land formerly was replacement 
sales manager for Holley. 

James P. Falvey, Auto-Lite pres 
ident, said Stroh will coordinate 
and direct all Auto-Lite sales ac 
tivities, Stroh had been with Holley 
since 1947 and currently is a direc 


4. R. Nyland 


-,tor of the Automotive Electrical 


Assn, 
Nyland joined Holley in 1955 and 
was made assistant sales manager 


of original-equipment accounts 
three months later. Prior to that 
he had been a senior buyer for 
Ford division. 


New Mexico Parley Set 

ALBUQUERQUE, N. M.—The 
30th annual convention of the New 
Mexico Automobile Dealers Assn. 
has been scheduled for May 22-23 
at the Western Skies Hotel here, 
| according to Nelson T, Turner, as 
| sociation manager. 


















Headquarters for Station Wagons— 


This is a view of Wagon Town, the only exclusive station wagon center in Salem, 


‘Ore. The firm is owned by Price Major and Elsner Motors, 
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... they get our 
business exclusively” 


says C. H. RATLIFF, Ford dealer, Live Oak, Florida 


one of America’s most successful small town dealers 


“In the eight years we have operated we have done business with 
several finance companies. Five years ago we tried COMMERCIAL 
Crepit and they get our business exclusively now because we 
have found their service better suits us and our customers. The 
CoMMERCIAL CREDIT people in our area are completely cooperative 
and their company’s flexible policies give us full control of financing. 
Naturally, that’s important. The completeness of the CommMerRcIAL 
Crepit PLAN is stressed by our salesmen because they have found 


it a big help in closing sales.” 


1 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it, today? 


CE 


WO aE 4 A service offered through subsidiaries of the 
peed, fq § Commercial Credit Company, Baltimore . . . Capital 


=’ x, and Surplus over $200,000,000 ... offices in principal 
; Me * cities of the United States and Canada. 





i 
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Service Absorption, Pro & Con... 





‘Good Businessman’ 
Is Foremost Aim 


Eprror’s Notre: This is the 
fourth in a series discussing 
business management in the 
dealership, a series prepared 
mainly for the newer dealer and 
others not familiar with business 
management practices. 

+ * = 


By Kenneth C. Kelley Jr. 


Staff Writer 
7 is no easy road to good 
business management in the! 


dealership. Gimmicks are of little 
value and there is no pat formula 


petual-motion, money-making ma- 
chine.” 


That’s the way one factory busi-| ~ 


ness management 
No. 4 official sums up the 
in a work of managing a 
dealership. Another 
Series compares being a 


dealer with coach- 
ing a professional football team: 

“The pro coach works with his 
team for weeks before the season 
opens and gets them ready for any- 
thing that can happen. But, when 
his team goes out to play, he does- 
n’t go home to watch television. 

“The coach is out there with 
his men, helping them meet every 
crisis.” 

Managing a dealership covers a 
wide range of duties 
from employe relations to deciding 
how much the company should 


give to the local Community Chest. | 


It is not the purpose of this ser- 


everything | 


summed up by still another factory 
official in this way: 

“The best dealer has to be a 
good businessman first and a 
good dealer second.” 

One of the ideas that has been 
kicked around in dealership man- 
agement for years is the service 


| absorption theory. Briefly, it means 


that the parts and service depart- 
ment should aim to produce enough 
gross profit to absorb all the over- 


| head of the dealership. 


| 
for making the dealership a per-| 





ies to discuss salesmanship, sales | 
management and the other activ-| 


ities that directly bring money into 
the dealership. Business manage- 
ment, for the purpose of this series, 
at least, begins when the dealer- 
ship has its gross profit. 


= job of good business man- 
agement is to keep some of the 
gross profit in the form of net 
profit. The importance of this busi- 
ness-management function was 


Chevy’s Small Car 
To Roll in July, 
UAW Aide Says 


OTTAWA, Ont.— Chevrolet's 
compact car will go into production 
in U. S. plants in July for introduc- 
tion in September, according to 
George Burt, Canadian director of 
the UAW. 


This was revealed in a brief Burt 
filed with the Canadian Govern- 
ment asking that it support efforts 
to force American makers to build 
in Canada all the compact cars 
they want to sell here. 

Burt said 15,000 units have been 
scheduled by Chevrolet for July 
production. 

Ford Motor Co. already has an- 
nounced it will offer a compact car 
in the 1960 mode! year “barring 
changes in the market or other cir- 
cumstances.” 

Chrysler Corp. could have a small 
car on the market by next January 
but will be guided by GM and Ford 
moves, L. L, Colbert, president, has 
announced. 

In his brief, Burt said “one thing 
we must all watch for is an attempt 
by the Big Three to bring its small 
cars in ‘knock down,’ or any other 
maneuver which could turn Can- 
adian auto workers into warehouse- 
men and deplete our work force.” 

- - . 


Mills Sees ‘Surprises’ 
In Smaller Ford 


KANSAS CITY.—The compact 
car to be introduced in the fall by 
Ford Motor Co. will have “some 
surprises in it,” according to Ben 
D. Mills, M-E-L general manager. 

“Bor competitive reasons its 
specifications can’t be announced 
now,” he said at a press confer- 
ence. He was in Kansas City to 
address a Chamber of Commerce 
luncheon marking the 50th anni- 
versary of the founding of Western 
Auto Supply Co. 

Mills said the consumer will find 
“many interesting automotive fea- 
tures” in the firm’s small car. 


The dealer who does enough | 


| Service business to have 100 per-| (Oldsmobile), promotion manager; Max McLaurin (Studebaker), Frank Hutton (Ford), | 


cent service absorption obviously 
is in a good profit position—just 


about all of his gross profit on 


| vehicle sales is net profit. 
| * * * 


N 

do not have a big enough serv- 
ice department to handle enough 
service business to produce the 
gross for 100 percent absorption. 

Opponents of the service absorp- 
tion idea say it leads to the belief 
that the dealer can sell his cars 
for little or no profit and still make 
money. 


The sound dealer aims to make 


all the gross he can in each de- 
partment, keeps overhead and 
other expenses down, thereby 
gaining the maximum profit, 

Perhaps, the service absorption 
idea is rooted in the fact that gross 
profit by department is generally 
much higher in the service depart- 
ment than it is in the new-car and 
used-car departments. 

However, the burden or overhead 
expenses that might be charged to 
the service department is also gen- 
erally much higher. For instance, 
the cost of providing tools for 
salesmen is much less than the 
cost of providing tools for mechan- 


ics. 
> a > 


HE value of determining the 

profit of each department in the 
dealership is an open question. 
Some contend that it is essential 
to sound management of each de- 
partment and base the compensa- 
tion of each department head on 
the department's profit. Others say 
that charging expenses by depart- 
ment is a haiz-splitting matter 
which costs money and is of little 
benefit. 

There is little doubt that giving 
the department head responsibil- 
ity for the sales and direct ex- 
penses of his department and 
paying him for expanding sales 
and controlling expenses makes 

(Continued on Page 34, Col. 3) 








A Master Saleswoman— 


Combining household duties as the 
mother of three children and her job 
of selling Pontiacs, Mrs. Marge Benjamin, 
New Brunswick, N. J., has become a 
top-ranking member of Pontiac's sales 
organization. For her efforts Mrs. Ben- 
jamin was named honorary vice-president 
of Pontiac's Master Salesmen's Guild and 
received a diamond-studded wrist watch 
from Frank V. Bridge, right, Pontiac gen- 
eral sales manager, at an awards banquet 
in New York. The banquet was attended 
by 37 other top Pontiac sales personnel— 
all of them men. Mrs. Benjamin is guild 
president of Pontiac's Newark zone and 
is employed by Sheldon Pontiac in New 
Brunswick. Ben Dreli, Chicago, was named 
guild president, and Harry A. Passerini, 


REALITY, many dealerships) 





‘Live Better’ Committee— | 


The Jackson (Miss.) State Times joined members of the Jackson Automobile Deal- | 


| ers Assn. in sponsoring the “‘live better by far in a brand new car” sales campaign. 
Members of the promotion committee include, from left, front row, Bill Bleichner | 


JADA president; Pat Purvis (Chevrolet), and James Fowler (Buick). Second row: William 
S. Waddell, advertising director, Jackson State Times; Collin Lane (Pontiac), Sidney 
A. Robinson (DeSoto-Plymouth), Hiram Walker (Chrysler-Plymouth), John Blakesley 
(Dodge-Plymouth), Vernon Seals (Mercury-Rambler), and Sam Williams (Chrysler-Plym- 
| outh). Another member of the committee, John Sellers (Cadillac) is not pictured. 


Monroney Badgers IRS ce 
On Leasing ‘Tax Pitch’ 


By William Ullman 
Washington Bureau Chief 


WASHINGTON. — Senator Mike 
| Monroney is worried about adver- 
|tisements which suggest that 
| leased automobiles are 100 percent 

tax deductible—no matter for what 
purpose they are leased. 

Recently he clipped such an ad 


from a newspaper and sent it to 


the Internal Revenue Service. This 
led to an exchange of correspond-| 
ence which this correspondent has 
been permitted to see. 

After examining the ad, Internal 
Revenue told the senator: 

“Such leasing expenses as are 
ordinary and necessary to the 
conduct of the taxpayer’s busi- 
ness and directly attributable to 
it are deductible as business ex- 
penses. To the extent that these 
expenses are attributable to the 
taxpayer’s personal use, such as 
driving to or from his place of 
business or employment, they are 


Survey Launched 
‘To Find Exact nese or my 


. | 
Leasing Totals | ‘The senator wasn’t satisfied. He| 
| wrote back to Internal Revenue, 
CHICAGO.—How many cars and| wondering what IRS was going to 
trucks are being operated today|do about ads like that. Was IRS 
under long-term lease fleet pro-| going to let such ads go uncor- 
grams in the nation? What is the! rected and unchallenged? 
dollar value of these vehicles? “It is of little use to advise me 
Complete, comprehensive answers | personally ... that only the use 
to questions like these, plus others| of the car for business operations | 
pertinent to the leasing industry | is deductible,” wrote Senator Mon- | 
are now being sought, A detailed| roney, “while thousands of people! 
research program aiméd at bring-| are being told through advertise-| 
ing up to date many of the statis-| ments that they can avoid the tax 
tics of the long-term fleet leasing | burden by leasing cars.” | 
industry is being undertaken by. Back came another IRS reply 
the American Automotive Leasing| to the effect that Internal Re- | 
Assn. according to Kenneth C.| enue cannot attempt to correct 
Glaser, of Minneapolis, president of| all the inaccurate statements 
the group. | made about the tax laws. 
According to Glaser, the survey In fact, said the reply, it is a 
will be conducted initially among | matter of policy that Internal Rev-| 
members of AALA. To insure re- | enue never comments on interpre-| 
liability and the widest possible | tations of tax laws made by non- 
scope of the findings, question- | Treasury employes. 
naires also will be sent to manu- | Senator Monroney still has his| 
facturers, and non-member leas- | 2dvertisement—and he’s still sore. | 
ing firms will also be asked to | And IRS probably hasn’t heard the 
cooperate. end of it. 
AALA members have regularly | 
participated in a survey based al- 
most entirely on the economics of 
operating a leased fleet. But such | 
important factors as numbers of | 


cars and trucks actually under} ad : ‘ 
long-term lease and the dollar| BEROSs —Appeiiatent of (iam 


value of these vehicles have not| Saaith to the new position of direo- 





GM Announces 


TV Ad Chief 


7 |tor of television advertising for 
been pinpointed in the past. |General Motors was announced last 


week by John F. Gordon, president 
of GM. 

Smith will join on May 15 the} 
staff of William F. Hufstader, GM | 
vice-president in charge of distri-| 
bution. Active in radio and tele-| 
vision advertising and production 
for nearly 20 years, he formerly 
| Was associate manager of adver- 
| tising production for Proctor & 
Gamble Co. 


Surprisingly, Glaser indicated, 
neither the Department of Com- 
merce nor the Interstate Commerce 
Commission has statistics on the 
industry. Recently, in several com- 
prehensive roundups of automobile 
rentals and leasing, national trade 
publications relied on the statistics 
furnished by the AALA—which 
were an estimate because of the 
absence of validated information. 


Membership in the AALA is 
reported climbing rapidly, reflect- 
ing the interest being shown in 
the long-term leasing business. 
The information obtained in the 
research program is expected to 
prove invaluable in the shaping 
of government regulation policy, 
and plans of automobile manu- 
facturers, lessors and the lessees. 


One of the sections of the survey, 
according to Glaser, will cover the 
potential use of the “small car’ in 
the lease field. Of importance in 
this category, he stated, will be the 
projected value of the used “small 
car” two model years after it has 
been put in service, and its impact 
on used-car prices of other late 


Brooklyn, was named honorary secretary.| model cars. 








Late Report... 








Used-Car Chiefs q 
Air Guide Book 
With NADA Aides 


By Jack Weed 
Service Editor 

DETROIT.—NADA executives 
headed by James C. Moore, « <ecy. 
tive vice-president, met with fac. 
tory used-car managers last week 
to discuss how the NADA (Guide 
Book could be improved to meet 
current needs and how to improve 
used-truck listings, which NADA 
expects to extend to ratings up to 
approximately 26,000 pounds GVW. 

This meeting was in accord 
with the policy of NADA execu- 
tives to work with factory offi- 
cials in all areas to assist dealers, 

With Moore were Everett Law. 
rence, Guide Book editor, and Roy 
Smith, manager of the exhibition 
held each year in connection with 
the NADA convention. 

The group also discussed contin- 
uation of the used-car consultation 
area inaugurated at last year’s 
convention. The group felt that the 


| project, even though located in a 
| not-too-accessible s pot, 
| attended and is a valuable service 


was well 


to visiting dealers. 
Smith discussed the ballroom 


| tentatively set aside for a consulta-™ 
| tion area next year if the factories 
want to continue the program. 


He said that while the ball- 
room is on the main traffic lane 
to registration desks and has a 
larger area than last year’s, it 
will be almost impossible to get 
a reconditioned car into the 
room. 

Smith said the used-car man- 


,}agers will have to depend upon 


manuals and other “how-to-do-it” 
literature instead of having a 
partly reconditioned car to demon- 
strate what can be done. 

However, the used-car managers 
felt that inasmuch as practically 
every factory has reconditioning 
teams in the field working with 
dealers on this phase of used-car 
merchandising, the lack of a dem- 
onstrating car would not be a seri- 
ous problem. 

The used-car managers said the 
consultation area served one pur- 
pose hard to achieve even with 
their own men in the field. 

That is the opportunity to dis- 
cuss used-car merchandising 
problems and reconditioning 
with the dealers themselves in- 
stead of the dealers’ used-car 
managers and reconditioning 
people. 

Tentative rules for operation of 
the area were discussed along with 
a theme for the next year’s pro- 
gram. 


Schmidt Stylists 
To Aid Chrysler 


DETROIT.—William M. Schmidt 
Associates last week announced 
that it has received a supplemen- 
tary design study 
assignment from 
Chrysler Corp. 

The firm is 
headed by Wil- 
liam M. Schmidt, 
former executive 
stylist for the 
corporation. A 
Detroit native 
Schmidt has been 
in the industrial 

design field 18 
W. M. Schmidt years. 

He started with Ford Motor Co. 
and became chief stylist for Lin- 
coln. In 1955, he became styling 
director for Studebaker-Packard. 
He left to take the Chrysler post 
in 1957 and resigned that early this 
year to devote full time to his own 
firm. 


Used-Car Market 


The overall average price of used cars sold at wholesale auctions 
last week slipped $3 to $1,089, according to Automotive News’ index. 
The largest decreases were evidenced by ’59s, off $17, and ’54s, off 
$10. A firmer tendency marked ’58s and ’57s after previous losses, 


with each model group up $5. There was no change in ’56s, but ’55s 
rose $2 and ’52s went up $3, while ’53s decreased $7. 

At a group of representative auctions last week, the average con- 
signment of 249.2 units enjoyed a 71.4 percent sale. A week before, 
69.3 percent of 258.5 units were sold. 


Auction reports begin on Page 22. 




























Fadex Commercial Corp. 
takes pleasure in announcing 
their appointment by 
Bayerische Motoren Werke 
as the exclusive 
United States Importer 
’ for the world famous 
: BMW Automobiles 
so 05 DOV 
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a 300, BMW 600, NSU Prinz, NSU Sport Prinz 
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But Dreyfus Is Unafraid of Big Three... 
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Renault Needs Hike to Catch VW 


By Ed Brown 
Staff Writer 


oo shipments to the U.S. 
will have to be stepped up con- 
siderably if the French firm is to 
realize its 1959 delivery goal of | 
100,000 units. 
This is indicated by a first- | 
quarter report showing 18,230 | 
units were shipped to U. S. deal- 
ers. The figures were announced 
by Jack C. Kent, Renault general 
sales manager. 
Volkswagen, on the other hand, 
could achieve its ‘59 retail sales | make. 
goal of 112,000 cars and trucks by! 4. Establishment of a nationwide 
maintaining its first-quarter pace. | system of 15 parts depots, backed 
A spokesman for the German|by a central depot in Brooklyn 
firm estimated that sales in the| which carries a $2 million inven- 
first three months will total about | tory at all times. 
27,551. 5. A $4-million advertising pro- 
: . |gram, of which Renault will spend 
— a Gest a ee million in the next six months, 
69 show Volkswagen leading 
Renault in their personal sales 
race by almost 3,800 units. | 
Volkswagen sold 13,908 cars 
through February, compared 
with 11,095 for the like period in 
1958, while Renault sales had 
zoomed in the comparable peri- 
ods from 4,463 to 10,147. 


Adding a little favor to the grow- 
ing competition between the two 
leading imports is the soon-to-be- 
announced vacation package avail- 
able to Americans through Renault 
dealers. 

Renault will offer two guided Eu- 
ropean tours starting Sept. 5 and 
26. The package includes the pur- 
chase of a Renault. The 30-day 
tours will take visitors to five na- 
tions. 

Air France planes will carry the | 
tourists to Paris, where they will | 
pick up their new Renaults, Each | 
caravan, limited to 26 cars, will be/| 
guided through France, Monaco, | 
Monte Carlo, Italy, Switzerland and | 
Luxembourg by experts from the) 

French Automobile Club. 

The price of the trip is $2,538 and French Visifor— 
includes air transportation to and 
from France, first-class accommo- 
dations and food, the car and serv- 
icing in Europe, and return of the 
car to any Atlantic or Gulf Coast 
port. An additional passenger may 
accompany the driver for $1,100. 

- > > 


TERRE DREYFUS, Renault 


years combined. And the firm’s 
goal is to make Renault “the big- 
gest selling small car in America,” 
he added. 

He cited this five-point program 
aimed to expand sales: 

1, Introduction of the new 
high-performance Dauphine Gor- 
dini and the Caravelle sports car. 
Delivery of the latter will start 

| in the fall, he said. 

2. Improvements in the standard 

| Dauphine. 
3. A network of 800 dealers, which 


ithe outlay. 
At a reception in Los Angeles, 
oo * : 





Pierre Dreyfus, right, Renault president 
who come to the U. S. from France to 
inspect soles ond service facilities, is 
| shown with John Green, John Green Corp., 
Renavit distributor on the West Coast. The 
Green firm will receive approximately 25 
percent of the American allocation of 
100,000 cors during 1959. 


| he called the largest for any foreign | 


with dealers expecting to duplicate | 


Dreyfus said the U, S, has be- 

come Renault's largest single 

market outside France. 

He pointed out that import reg- 
|istrations in 1957 represented 3.4 


| percent of the U. S. total and that|? 


| by the end of 1958 the total had 
| risen to 8.12 percent. 


The uptrend in Renault sales has | 


| continued into 1959, he said, Janu- 
| ary and February sales were double 
| those of a year ago, he added. 

| > * 7 


Rolls-Royce 
ICHARD L. YORKE has been 
named sales vice-president for 
| Rolls-Royce, Inc. New York. He 
| formerly was wholesale sales man- 
lager for Rolls-Royce, Ltd., the 
| parent company in England, Yorke 
|has been with Rolls-Royce 12 
| years. 
| . o 


Vauxhall 


a reported profits be- 
fore taxes of $3,138,441 for 1958, 
compared with a loss of $4,457,126 
|for 1957. The company said sales 
rose 21 percent to total 174,124 cars 
and trucks. Exports totalled 103,- 
411 units, up 22 percent. 


* 


‘|| The company said the proportion 


of exports to North America in- 
creased 22 percent last year, but 
exports to the Commonwealth 
dropped 10 percent and exports to 
Europe were down 11 percent. 

> = > 





Simca 


ORMATION of the six-nation 
European Common Market is 
prompting industry to follow a new 


approach to marketing, according | 


to Henri T. Pigozzi, Simca pres- 
ident. 

Participating in a panel discus- 
sion at the Congress of the Inter- 
national Chamber of Commerce in 
Washington, Pigozzi said effective 
marketing in Europe today, 
“whether it is inside the Common 
Market or within a wider frame- 
work, calls for very close interna- 
tional cooperation ... It also calls 
or useful alliances between busi- 

|nessmen across national bound- 
aries.” 

Pigozzi said the objective of mar- 
| keting in Europe is still “to sell 
what the customer wants.” How- 

‘Continued on Page 38, Col. 1) 





president, has no fear of any 
compact cars which the Big Three 
may introduce. 

“Their compact cars are going 
to help rather than hurt us,” he 
said at a press conference in 
New York. “We can top every 
selling point that they can make: 
Economy, low cost, experience in 
building such cars.” 

The French executive, who was 
in the U. S. to inspect Renault sales 
and service facilities, also said the 

Big Three still aren't awake to the 
growing trend to smal] cars. 

He predicted the small auto is| 
going to take over a substantial 
share of the U. S. market. 

Dreyfus said Renault expects to| “Only experienced specialists in 
sell as many cars this year in the|the field are able to comprehend 

U. S. as it sold in the last three! and interpret the multitude of 


MONTGOMERY, Ala. — Special- 
|ization is the key to success of 
trade associations, according to the 
Alabama Automobile Dealer, publi- 
cation of the Automobile Dealers 
Assn. of Alabama. 

“Specialization on the part of 
association officers and directors, 
committees and executive staff in 
every phase of association work 
is demanded by changing times 
and conditions,” the publication 


Officers of Alabama Association— 


New officers of the Automobile Dealers Assn. of Alabama are, left to right, R. S. 
Hicks, Decatur, president; Charles W. Slaton, Union Springs, first vice-president; 
Blaine Brownell, Birmingham, second vice-president; J. L. Rouse sr., Rouse Motors, 
inc., Montgomery, third vice-president, and Forrest McConnell, Montgomery, secretary- 
treasurer. 


changes and new development to 
the busy dealer who is struggling 
to come out with a reasonable 
profit on his sales and services.” 

Some of the changes and devel- 
opments cited by the publication 
were: 

1. Drastic changes in industrial 
design to supply new marketing 
appeal. 

2. High-pressure competitive tac- 
tics among the major auto pro- 
ducers: 

3. Keenest competition in his- 
tory among dealerships of all 
sizes. 


4. New display methods and) 


trends. 


5. Spectacular advertising and 
promotional campaigns. 

6. Pricing devices ranging from 
traditional percentage markups to 
deceitful gimmicks. 

William R. Lynn, who edits the 
publication, also cited excerpts 
| from newspaper editorials as evi- 
dence of public reaction to higher 
taxes on motor vehicles and their 
owners and operators. 

“If Uncle Sam keeps a sucker 


New Okla. Law Bars 


Auto Sales on Sunday 


OKLAHOMA CITY.—Sale, bar- 
ter or exchange of motor vehicles 
on Sunday are prohibited under 
a law which went into effect in 
Oklahoma last week, 

Violators face fines of from $75 
to $500, imprisonment of not 
more than six months and sus- 
pension or revocation of dealer 
licenses. The law does not cover 
sale of gasoline, tires and auto 
accessories, repairs and towing 
and wrecking service. 


| 
| 
| 
| 


To Warn of Danger Ahead— 


An experimental low-frequency system 


for sending voice signals from roadside 


transmitters to motorists was demonstrated last week by GM. One way if might be 


used is shown. At upper left a patrolman 


at an accident scene records warning mes. 


sage on magnetic tape. The taped message (upper right) is inserted in the trans. 
mitter which automatically broadcasts repeated warning messages to oncoming drivers, 
either through their own car radio loudspeakers or through a portable hang-on unit 


shown beside driver's left ear in lower photo. 
* * 


> 


* * * 


Motorist Warning Device 
Is Demonstrated by GM 


By Joseph M. Callahan 
Engineering Editor 

WARREN, Mich.—An experimen- 
tal low-frequency radio system for 
vocally supplying traffic and safety 
information to passing motorists 
was demonstrated last week at the 
GM Tech Center. 


Named Hy-com (highway com- 


munications), the system was de-| 
veloped jointly by GM’s Delco} 


Radio division and the GM Re- 
search Laboratories. 

The system could report ex- 
pressway traffic jams, detours, 
bridge wash-outs, approaching 
tornadoes, national defense emer- 
gency instructions, expressway 
exits ahead, speed limit changes 
and orders for military convoys. 

Basically the system consists of 
transmitters with antennas spaced 
along the highway and special 
transistorized receivers in each car. 
The receivers could be either sep- 


Specialists Urged for Trade Associations 


list, the U. S. motorist is right 
up near the top,” said the Mont- 
gomery Home News. 

The Anniston Star commented: 
“One thing is as sure as death and 
(gasoline) taxes—-namely, the more 
the motorist has to pay for gaso- 
line, the more he will consider a 
small car instead of a fuel-devour- 
ing behemoth.” 

| “As the taxes are increased,” said 
the Montgomery Advertiser, “it 
| will force many businessmen and 
| private motorists to cut down on 
their driving, thus diminishing the 
| anticipated tax receipts.” 





Flying High— 

This “high-flying” Volkswagen, with just 
the engine and seats removed, is being 
displayed above Catron Motors, Inc. 
(Volkswagen-Porsche), in Pomona, Calif., 
by John H. Catron, dealership owner. 


jarate units or combined with 
standard car radios. Each car must 
also carry a special ferrite antenna 


| GM engineers said the brief vocal 
|explanation produced by Hy-com 
would be far more informative 
than any system of warning lights 
|}or buzzers which might be acti- 
vated by a passing car. 

Hy-com operates even when the 
radio is off. If the radio is on, it 
is muted momentarily until the 
message from the transmitter is 
| completed. 


An important item is that the 
output stage of the radio must 
have at least one transistor, be- 
cause a radio with only vacuum 
tubes would require too much 
time to heat. the tube filaments 
when the radio wasn’t operating. 


Voice messages in the transmitter 
could originate from on-the-spot 
microphones (for reporting an ac- 
cident ahead), from tape message 
repeaters or from a master control 
station using telephone lines. In 
addition, a coded tone generator 
could be used to operate warning 
devices in the vehicle such as lights 
or horns. 

Messages would be transmitted to 
the cars through short-range an- 
tennas placed along the roadside. 
These antennas have a range of 
about 60 feet. 

Thus, between five and eight 
antennas would be needed for 
transmitting a three-to-five-sec- 
ond announcement to a car pass- 
ing at 65 miles an hour. The 
antennas would have to be spaced 
out for 300 to 500 feet in this 
situation. 

Confusion and danger would re- 
sult from this system if its mes- 
sages were picked up by vehicles 
going the opposite way. This prob 
lem was solved by placing a “trig- 
gering mechanism” several hundred 
feet ahead of the transmitter that 
triggers the car radio to prepare to 
accept a message. 

An interesting point is that other 
vehicles between the transmitter 
and a passing vehicle would make 
the message come in louder because 
metal amplifies the Hy-com signal. 

GM has now begun demonstrat- 
ing the system to highway and 
safety officials, who must be sold 
on its economical practicality 
before further action can be taken. 
GM officials said the transmit- 
ters would cost “thousands of dol- 
lars” and that the receivers would 
almost cost as much as a car radio. 
However, Martin Caserio, Delco 
Radio general manager, said that 
full volume production would cut 
the cost of the receiver to about 25 
percent of the radio’s cost. Hy-com 
might become standard equipment 
in all cars—even those without 4 
radio. 

Hy-com was largely the idea of 
Clark E. Quinn, a senior resea 
engineer in GM Research Labora 
tories’ physics department, 











If you want to sell more travel items and services, 
go where every page is full of ideas that sell: 
Better Homes & Gardens, the family idea maga- 
zine. Month after month, BH&G unrolls stimulat- 
ing ideas for family travel and vacations. And 
Better Homes & Gardens families are travelers. 
A recent study" shows that over half of BH&G’s 
readers vacationed away from home compared 


to only slightly over a third of the nonreaders. 


*BH&G- Politz 12-Months’ Study, 1956 


During the year 1/3 of America reads 
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One Witness Finds 
Good Word for GMAC 


By William Ullman 


Washington Bureau Chief 


BBB investigation of insurance 
companies affiliated with finance 
companies, the record of GMAC 
was very favorable. On the whole, 
he testified, they did not participate 
in certain insurance practices 
frowned on by the bureau. Back- 
man was referring, of course, to 
the premium overcharge “mis- 
takes” which were investigated by 
the Senate Auto Marketing sub- 
| committee. 

Backman declared that com- 
plaints against GMAC were few, 


LL’S fair in love, war, and Congressional hearings. As/|both as to unduly high rates and 


a case in point, look at the windup of hearings on two| 


Senate bills to divest General Motors of its financing sub- 
sidiary, General Motors Acceptance Corp. In the first part|of hearings. 


of the hearings, Ford’s finance vice-president, T. O. Yntema, | 
————"_:7:00 nn | 


had delivered a telling argu-® 
ment against divestiture of | 
GMAC. As the hearings 


closed, no less than six witnesses | 
trotted on and off to rebut Ynte-| 


ma’s testimony. 

Main point of the rebuttals was 
that Yntema didn’t mean exactly 
what he said when he opposed | 
GMAC divestiture, or that he failed | 
to reflect the thinking of the rest 
of Ford management. Almost lost 
in the shuffle was a solitary witness 
with something good to say about 
the nation’s biggest auto finance 


company. 

The _ witness 
was Earl Allen 
Backman, ex- 
ecutive vice- 


president of the | 


National Better 
Business Bu- 
reau. Backman 
declined to go 
on record as 
either favoring 
William Uliman or opposing di- 
vorcing GM and GMAC. 


He did say, however, that in a/| personal 


unethical practices. This observa- 
tion was the only kind thing said 


about GMAC during the final phase | 


In looking back at the powerful | 
rebuttals to Yntema’s testimony, 


| nesses stands out. They were Thur- 
man Arnold, former U. S. “trust- 
| buster,” and Donald F. Turner, a 
| professor at Harvard Law School 
who specializes in antitrust law. 


| Both men are distinguished law- 
| yers, and both have another quality 
in common. That quality is a re- 
|markable independence of mind. 
* * & 


‘Own Convictions’ Offered 

| TESTIFYING, Arnold said 
that he represented his “own 

convictions” because he 


Womans eye view of an extra sales point... 


the luxury and practicality 


in upholstery of Du Pont NYLON 


He judges the car by performance. She looks for beauty and value—all yours to point out when 
upholstery is made with Du Pont nylon. Because she knows nylon upholstery in her home, 

she’s ready to buy the same luxurious practicality in a new car. With 3 out of 4 cars featuring 
upholstery of nylon today, you’re smart to talk up its custom-look styling, new colors and textures, 


year-round comfort and its long-wear benefits. You talk, she’s sold, he buys. 


Ninety minutes everybody will be talking about—the ‘‘Du Pont Show of the Month’? — 


BILLY BUDD, May 25, 9:30-11:00 P.M., on CBS-TV. 


BETTER THINGS FOR BETTER LIVING... 


APRIL 27, 


| the testimony of two unusual wit-| 
leredits Yntema with a good deal| View of Lobbyist 


THROUGH CHEMISTRY 


1959 


had headed the Government’s anti-| opinion of the Ford manag 
trust division when the indictments| jis impossible to believe.” 
wore brought against GM, Ford) 1 was an incredible pi:tur, 
But Arnold also said: “I should| Sv°t in." oon happen. There 
disclose that I represent a client Arnold, representing an inter. 
oie a nae rege Hogs 2nd) ested client, but insisting th:xt his 
legal opinion on the question of dan. 2 = aeaaain Sam oma 
ownership of finance companies by spokesman of the Ford Motor Co 
major automobile manufacturers.” | of failing to reflect the views of 
So eo ee is AS-| the rest of Ford management, 

And Dr, Turner testified that | And there was Dr. Turner, « pro. 
while he had been retained by a |fessor at one of America’s mog 
group of independent finance | distinguished universities, offering 
companies who wished to obtain | What purported to be a scholarly 
expert opinion on the auto | °Pinion while he was in the pa 
finance bills, “the views that I |°f companies vitally interested jy 
am about to present are my |passage of legislation before th 
own.’ “ | Senate. 


It is worth noting that 


— 


ment 


* * * 


Arnold | 


of independence, too. 
= 


‘ HIS writer can recall talking 
Yntema to Head Ford Unit 


with a lobbyist who left the 
| Washington scene a few years ago 
ESTIFIED Arnold: “I have no | He was an old-fashioned, two-fistej 
doubt of Mr. Yntema’s personal| variety of lobbyist, who wore 4 
sincerity in giving the testimony | picture of the product he repre 
he did, but he is not an unbiased| sented on his necktie, and had cuff 
witness. He is going to be the} links to match. 
president of the new finance =! In a rare comment on the 
pany (Ford's). ethics of his profession, this lob- 
“It is a challenge to his great | byist once said, “When I’m paid 
ability and I have no doubt that} by somebody to represent him in 
he welcomes it. But that this is the} Washington, I give him his 
money’s worth. As long as he’s 
paying me, it’s my job to fight 
for what HE thinks—not what I 
think.” 
He was a darn good lobbyist, too 


. * + 


Repair Rules Attacked 

FINAL witness in the GMAC 
a hearings was Harold Grind 
representing the Independent Ge 
rage Owners of America. His tm 
marks were addressed to the bi 
offered by Senator Estes Kefauver 
Tennessee Democrat and chairma 
of the Senate antitrust subcommit 
tee which held the hearings. That 
|bill would prohibit car maken 


|from engaging in insuring as wa § 


as financing new cars 

Grindle, who defined an “inde 
pendent” as a repair shop not op 
erating under a dealer's franchise 
complained that insurance com 
panies insist that repair work & 
performed by dealers regardless 
of bid. This, he testified. was unfair 
competition to the independent 
shops. 

Grindle said that very often 
dealers without body shops will 
bid on a body repair job, and 
then sublet the work to an inde- 
pendent garage, They make the 
profit, he alleged, merely by sub- 
mitting an estimate and a bill. 
He also charged that customers 

are sometimes told that the only 
way to be assured of factory parts 
is to go to a franchised dealer 

A subcommittee counsel pointed 

out that passage of the Kefauver 
bill would not completely remedy 
the situation which Grindle de 
scribed. Even if the Kefauver bil 
became law. other insurance com- 
panies would be free to play favor- 
ites with dealers, he said 
> > 


Floor Plan Question 


HE Kefauver subcommitte 

spent little time in discussing 4 
question of the utmost importance 
to new car dealers: What would 
happen to wholesale financing of 
new cars if GMAC were divorced 
from GM? 

A subcommittee counsel 
pressed David B. Cassat, whe 
represented the American Fi- 
nance Conference, for a _ state- 
ment on how AFC feels about 
wholesale paper. 

| Cassat admitted that AFC had 
| discussed the matter extensively, 
| but had reached no conclusion. All 
he would say was that there are 
plenty of funds available—now and 
in the foreseeable future. 
> * = 


Key Witness Dropped 


ENATOR KEFAUVER opened 

hearings last week on a bill to 
require certain industries to submit 
advance notice of price increases, 
and there was a noticeable omis- 
sion in the final witness list. 

In an earlier announcement of 
hearings, Senator Kefauver said 
that General Motors Chairman 
Frederick G. Donner would testify. 
His name was omitted from the 
later list, however. 

ca 6 + 


Loan Hearings Planned 
HOUSE small business subcom* 
mittee will hold hearings Maj 

11-13 on the handling of the Smal 

Business Investment Act by thé 

Small Business Administration. 





8E6.u. 5. pat. OFF 


stuc 


plac 


vert 
com 


Cor 
Rubi 


Corp 


Elect 


Big 
Ge 








re, 
pre 
yas 
eT- 
his 
Dn- 
‘ial 


of 


Pro- 
nos 
ring 
arly 
Pay 
1 in 

the 


<ing 
the 


Sted 
ea 
pre- 
cuff 


the 
ob- 
aid 

in 
his 
e's 


tI 


{AC 
idle, 


ver 
man 
mit- 


kers 


wel ¥ 


nde- 

or 
nise, 
om- 
; he 
lless 
fair 
dent 


will 
ind 


the 
ub- 


ners 
only 
arts 


nted 
uver 
redy 

de- 

bill 
om- 
vor- 


ittee 
ig & 
ance 
ould 
r of 
rced 


sel 
yho 


ite- 
out 


had 
vely, 


are 
and 


oned 
ll to 
pmit 
a Ses, 
mis- 


t of 
aid 
man 
tify. 

the 



















75th with $525,000; National Steel 
Corp., 76th with $513,000; Rohm & 
Haas, 77th with $500,000; Timken 
Roller Bearing Co., 80th with $500,- 
000; Federal-Mogul-Bower Bear- 


Steel Corp., 96th with $444,900. 
* * x 
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GM Third Again ces 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

General Motors placed third 
among 30 advertisers who invested 
$1 million or more in business pub- 
lications during 1958, according to 
figures released by Associated 
Business Publications in its Eighth 
Annual Study of Leading Adver- 
tisers. 

GM also placed third in 1957, 
when 24 advertisers hit or sur- 
passed the $1 million mark in 
business paper promotions, 

The latest ABP study also 
showed that 323 advertisers, 25 
fewer than in 1957, invested $175,- 
000 or more in business publica- 
tions in 1958. 

Collectively, they invested $149,-| 
990,300, or roughly 30.4 percent of 
the estimated $493,400,000 invested 
in business paper advertising in 
1958. In 1957, the collective invest- 
ment of 348 advertisers was $148,- 
982,800, or about 29.2 percent of the 
estimated $509,100,000 put into) 
business publication advertising. 

General Electric Co. led the list, 
as it did in the seven previous 
studies, with an investment of $3,-| 
284.700 in 1958, compared with $4,- 
090,000 a year earlier, while Amer- 
ican Cyanamid Co. took second 
place both in 1957 and 1958. Its| 
expenditures for business paper ad-| 
vertising in 1958 totalled $2,950,000, 
compared with $2,955,000 the pre-| 
vious year. 

GM took third place with an 
expenditure of $2,390,000 last 
year, compared with $2,955,000 a 
year earlier. 

E. L. duPont de Nemours & Co., 
in fourth place both years, spent 
$2,846,000 in 1958, compared with 
$2,800,000 in 1957, while U. S, Steel 
Corp. moved from sixth to fifth 
place, replacing Allis-Chalmers 
Mfg. Co., which dropped to seventh 
place. 

The only car-truck maker, be- 
sides GM, to place among the top 
100 business paper advertisers was 
Chrysler Corp., which finished in 
3ist place with an investment of an 
estimated $990,100 in 1958. 

International Harvester Co. fin- 
ished in 27th place with an invest- 
ment of $1,027,400. 

Other chief suppliers to the 
automotive industry, their rank- 
ing and investment in 1958 were: 

Allied Chemical Corp., eighth} 

with $1,980,000; Westinghouse Elec- 
tric Corp., ninth with $1,930,500; 
Union Carbide Co., 1ith with $1,- 
583,100; Republic Steel Corp., 15th 
with $1.373,800; Caterpillar Trecter | 
Co., 16th with $1,323,000; B. F. 
Goodrich Co., 18th with $1,219,200; | 
Bendix Aviation Corp., 19th with | 
$1,200,000. 
Bethlehem Steel Corp., 23rd 

} 








with $1,110,500; Aluminum Co, of 
America, 24th with $1,100,000; 
Dow Chemical Corp., 25th with 
$1,050,200; Johns-Manville, 29th 
with $1,008,000; Inland Steel Co., 
Mth with $906,000; Goodyear Tire 
& Rubber Co., 35th with $880,- 
900; Minnesota Mining & Mfg. 
Co., 36th with $869,000. 

American Chain & Cable, 38th 
with $854,400; Monsanto Chemical 
0., 41st with $779,100; Kaiser Alu- 
minum & Chemical, 42nd with 
$753,100; Link-Belt Co., 44th with 
$729,800; Pittsburgh Plate Glass 
Co., 45th with $700,000; Sinclair Oil 
Corp. 5ist with $631,800; U. S. 
Rubber Co., 52nd with $625,000. 
Clark Equipment Co., 53rd with 
$614,000; National Lead Co., 54th 
with $607,600; Wagner Electric 
Corp., 55th with $600,000; Texas 
Co., 56th with $592,400: Burroughs 
Corp., 60th with $548,500; Standard| 
Pressed Steel Co., 61st with $544,- 
800; Cities Service Co., 62nd with 
$543,400; Rockwell Mfg. Co., 68th 
with $535,400. 

H. K. Porter Co., 74th with $530,- 
000; Standard Oil of California, 


ings, 81st with $499,500; Carborun- 
dum Co., 82nd with $497,900; Armco 
Steel Corp., 87th with $475,900; 
Electric Auto-Lite Co., 90th with 
70,300, and Jones & Laughlin 





a | Big 3 Tops in Newspapers 


General Motors Corp., Ford 


Motor Co. and Chrysler Corp., in 
that order, were again the three 
biggest national advertisers in 
newspapers in 1958, the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. has 
reported. 

Their expenditures in the me- 
dium last year, respectively, were 
$34,603,336; $20,000,024, and $16,- 
049,691. In 1957, GM’s newspaper 
expenditure was $52,390,306; 
Ford’s $31,533,144, and Chrysler’s, 
$26,144,287, 

American Motors jumped from | 
34th place to 2ist, with a news- 
paper advertising increase from| 
$2,807,997 in 1957 to $4,295,899 last 
year, 

Studebaker-Packard dropped 
from 15th place in 1957 to 39th 
place in 1958 as its expenditures 
declined from $4,804,199 to $2,738,- 
153. 


The Bureau also released the 





final 1958 estimates for newspaper 
expenditures by national advertis- 
ing classifications. 

Automotive, the leading category, 
totalled $159,227,000, down 20.2 per- 
cent from the 1957 figure of $199,- 
578,000, 

In the automotive classi- 
fication, new-car advertising was 
off 31.2 percent from $117,332,000 
to $80,756,000; trucks and tractors 
declined 48 percent from $9,412,- 
000 to $4,893,000; tires and tubes 
climbed 11.7 percent from $7,126,- 
000 to $7,958,000; gasolines and 
oils dropped 5.3 percent from 
$30,224,000 to $28,613,000; aviation 
declined 14.9 percent from $837,- 
000 to $712,000, and miscellaneous 
rose 6.3 percent from $32,331,000 
to $34,365,000. 

The total national advertising 
figure for 1958 was $719,049,000, or 


|a 5.1 percent decline from the 
| $757,401,000 expended for news- 


paper promotions in 1957, 


biggest gains were public utilities, 
up 10.1 percent to $19,849,000; radio 
and television, up 88 percent to 
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$27,117,000, and tobacco, up 23.4/ing agency, Young & Rubicam, 


percent to $34,044,000, 
* * a 


New Ziff-Davis Rates 


A new combination rate card 
has been released for the Ziff-Davis 
Power Group, which comprises 
Flying, Popular Boating and Sports 
Car Illustrated. The rate card 
covers identical advertisements 
running concurrently in the three 
magazines. 

The one-time black and white 
page rate of $2,665 is based upon 
an average net paid monthly cir- 
culation of 500,000 for the Power 
Group, and represents a 10 percent 
discount from the regular rates for 
the individual magazines in the 
group, officials said 

= + = 


3-Dimensional Poster 


A new development in outdoor| 


Chicago. 

It was put into action Apr, 15 
in 21 of the nation’s top market 
areas, with the posting of 847 
Vista auto wax ads, featuring 
plastic cutouts of the Vista can. 
The cutouts on the 24-sheet 
posters are 59 by 40-inch eliptical 
polystyrene forms which project 
eight inches outward from the 
panel on which they are posted. 
Use of cutouts alone is not new, 
Shropshire said, but many of these 
have been flat cutouts made of 
some type of panel board. “To the 
best of our knowledge, none of the 
posters achieving a true three- 
dimensional! effect has ever before 
been mass produced at a low indi- 
vidual cost so that posting on a 
national scale has been practical,” 
he said. 

* * = 


Family Weekly to Move 
Family Weekly is moving its 


advertising — th re e-dimensional | main editorial office to 60 E. 56th 


plastic cutouts designed for mass/| 
production and posting—has been | 
| 


’ ; : : | announced by Simoniz Co. 
Major classifications showing the | 


Robert C, Shropshire, executive 
vice-president of Simoniz, and im- 
plemented by the firm’s advertis- 


ATTENTION: Imported and Domestic Car Dealers: 
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TOMOTIVE ENGINE 


and special service schools provided at Citroen’s expense. 


Sign with Citroen, and your profits start immediately! 


2000 MILE ROA 


F-POSITIVE OF C 


BE A FRANCHISED CITROEN DEALER... 


No other car offers so many powerful sales features. Only Citroen has as standard 
equipment—Air-Oil Suspension ...Front-Wheel Drive... Disc Brakes... Automatic 
Jacking ...33 mile per gallon gas economy. As a Citroen dealer you receive the 
full support of National and Local Advertising, Publicity, and a complete Sales 
Promotion Portfolio...plus Technical Assistance with factory trained engineers 





St., New York. The New York office 
will be headed by Ernest V. Heyn, 


| editor-in-chief. 
The innovation was conceived by | 


Editor Ben Kartman will remain 
in Chicago with an editorial staff 
at the principal publishing and ad- 
vertising offices. 
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On the highway...or in your showroom 
++. @ winner every time! 


For your application and additional 
information, call or write: 


CITRGEN CARS CORPORATION 


(SOLE IMPORTER AND DISTRIBUTOR OF 
3. A. ANDRE CITROEN, PARIS, FRANCE) 


300 PARK AVENUE, NEW YORK, N. Y. 
8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 
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Races Add Note of Urgency: 
Pace Can Get Too Fast 


O’S on First? Who cares? If you get a good deal— 
a clean deal—from your dealer, what do you care if 
he sells 100 cars a month or two cars?” 


This message was addressed to the public. It was part 
of the final ad in a series by the Columbus Automobile Deal- 
ers Assn., designed to restore public confidence in auto 
advertising. 

We think that it might well be addressed to the auto 
industry, for there are growing signs that some in the 
industry may lose sight of good retailing practices in a 
new race for position. 


By and large, everyone likes a contest. It is fun to com- 
pete. And the spirit of the race injects a note of enthusiasm 
into business. 

But when the race for position gets too vigorous, it 
results in deception of the public and profitless prosperity 
for auto dealers. 


In some cases, dealers are advertising prices that don’t 
make sense. They can’t deliver. This fools no one in the 
end. It simply ruins business for all dealers. 


Everyone in the industry will suffer if we have a repeti- 
tion of the mad registration race of several years ago. 


As a veteran sales executive put it: 


“When the giants fight, the rest of us get ground up in 
the middle. And the giants get worn down a bit, too.” 


Coming 
Events 


Dealer Conventions 


Apr. 26-29—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C, 

May 2-4—South Dakota Automobile Deal- 
ers Assn., Sheraton Johnson Hotel, Rapid 
City, 

May 7-8—Joint convention of Missouri 
and Illinois dealers, Chase Hotel, St. 
Louis, 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 10-12—Tennessee Automotive Assn., 
Patten Hotel, Chattanooga. 

May 12-13—Massachusetts State Auto Deal- 
ers Assn., Statler-Hilton Hotel, Boston. 

May 1416—Washington State Auto Deal- 
ers Assn., Chinook Hotel, Yakima, 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19— Texas Automotive Dealers 
Assn., Hotel Texas, Fort Worth. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque, 

June 4-5—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8— Delaware Automobile Dealers 
oan Henlopen Hotel, Rehoboth Beach, 

el. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
pre Destere, Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn, of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 

Mich 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9%i1—Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Sevannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 

Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. i3-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 1415—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
ealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiameshe Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wiscorsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Oct. 1I1-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 

mond. 

Oct. 18-20—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 
ville, 

Oct. 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 10—Connecticut Automotive Trades 

Assn., Statler-Hilton. Hartford, 

Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

es 


Auto Shows 


Oct, 21-25—international Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 
ton. 

Jan. 24-28—1960—international Foreign & 
Sports Car Show, Dinner Key Rodi- 
torium, Miami. 

Feb. 10-13—1960—Automotive Service In- 
dustries Assn. Show, Colesium, New 
York City. 

os ae & 


General 

Apr. 26-30—Annual Spring Meetin 
Operations Council, American 
Assn, Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia, 

June 1419—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 


30 Years Ago... 


Truck 
rucking 








“Look at it this way, folks ... when you get right down 
to if, can you even afford the one you have?” 


Letterbox 


‘Down with Spenders . . - 


readers, and your 


ters but may sign your name with the assurance that it will not be 
oak if ty request. Address Editor, Automotive News, Detroit 7, Mich. 


U. S. Subsidies Blasted 


Our country is spending itself 
bankrupt, Inflation is pauperizing 
millions of people with fixed ‘in- 
comes and pensions. 

The rest of the world is looking 
questioningly at the soundness of 
the dollar and our international 
credit, Our national fiscal policies 
are unsound and bid fair to get 
worse. 

The French franc is worth 1/100 
of its value 40 years ago because 
of unsound national money policies 
and that country is bankrupt to- 
day, and was forced to elect a 
strongman to try to pull it out. 

Read February Reader’s Digest 
article, “What Inflation Has Done 
to France,” on Page 107. Our 
dollar, always the soundest in the 
world, has lost 60 percent of its 
value in only 20 years. We cannot 
go on this way. 

Great segments of our business, 
agricultural and cooperative enter- 
prises are being supported by sub- 
sidies or tax exemptions. The 
necessary taxes to support this 
program are paid by the rest of us. 

The outstanding and most flag- 
rant example of this socialistic pro- 
gram is the agricultural subsidy, 
which costs $7 billion per year. 
Every employed person in the 
country pays over $120 per year in 
taxes to pay for it, plus higher 
prices for the agricultural products 
bought for food. 

The most vicious part of this 
subsidy is that most of it goes 
to great corporate-type farm 
enterprises in the wheat-raising 
group and not to the supposedly 
helpless small farmer. 

Getting an automatic profit 


The Big Stories 


A custom roadster with “rakish new lines and body” was added to 
the Chrysler Imperial line this week in 1929. The body featured a 
“rumble seat, windshield of non-shatter glass and a door in the rear 
of the curb side, permitting easy entrance to this compartment.” List 


price, $2,895. 


Car and truck production in the U. S. and Canada during March, 
1929, amounted to 625,354 units, U. S. accounted for 515,174 cars and 
69,559 trucks to bring total production for the quarter to 1,281,133 


cars and 179,668 trucks. 


Estimated output of automobiles in Italy in 1928 was 67,000 as 
against 60,000 in 1927. More than half of 1927’s output was exported. 
The proportion was considerably less in 1928, numbering 28,280 as 


against 33,312 in 1927. 


—From the Files of Automotive News. 


through price protection and & 
guaranteed market is a very big 
and secure business. 

This subsidy, the largest by far 
of all the special favors granted by 
the Government to powerful minc 
ity groups, is greater than the im 
terest on our debt or veterans 
benefits. 

Eliminate it and at once ou 
budget is balanced and our n@& 
tional economy and credit is se 
cure. 


The reverse of this situation 
exists in the motor industry. This 
gigantic business employs one in 
seven people in the U. S., pays 
fantastic amounts in income and 
excise taxes and all of the welfare 
taxes. Yet this industry is penal- 
ized by a 10 percent excise tax on 
all of its cars and trucks and 8 per 
cent on all the replacement parts. 

The industry that contributes 
more than the farm economy 
and supports more people than 
the farm economy, is penalized 
for its ability to take care of 
itself. 

Five hundred dealers went out 
of business every month in 1958 
That’s very bad but they couldn't 
make a living, so very likely 20,000 
employes were thrown out of work 
each month. A total of 6,000 deale 
and 240,000 employes are looking 
for work. That, too, is bad but it 
is part of the chance you take in 
this business. 

We do not want subsidies and 
we do want to pay our share 
taxes for every necessary govern- 
mental expense, including defense, 
no matter how costly, but we 
not want to pay for subsidizing 
farmers, oil people and tax-free 
co-ops and many others, and espe 
cially do we object to do-gooding 
projects all over the world and at 
home run by wastrel bureaucrats. 

We want our Government to 
economize; stop spending money 
like it was going out of style 
and live within our national in- 
come—just like we as individuals 
must do. If necessary, for a year, 
in order to get solvent, we should 
be willing to pay higher taxes. 

I, for one, am damn tired of all 
these pigs at the public trough, 
getting something for nothing. 

If you believe with me, write t¢ 
your congressmen and senators — 
right now—today. 

If you do or do not agree with 
me, write me, too.—Harotp D. 
Draper, Box 530, Saginaw, Mich. 
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Edsel dealer 
says emphasis on Stainless Steel trim 
accounts for 5% increase in sales 







SELBY MOTORS in Tucson, Arizona, sells about 300 new cars a 
year. Mr. Howard Selby, a former industrial engineer, is President 
and General Manager of the company. Here, he tells why he considers 
Stainless Steel trim an invaluable sales aid. 












“Stainless Steel is a quality metal, and customers 
know it as such. They've bought Stainless Steel products of 
many types, and they've never been disappointed with the 
metal. So, when a customer knows that the Edsel has Stainless 
Steel trim, and when he sees how much Stainless is used, it 
makes a tremendously favorable impression about the entire car. 










“There are people shopping for automobiles that aren't aware 
that the trim is Stainless Steel. The salesman that tells them 























_— and points it out gets the advantage of this strong selling 
ee feature. So everyone of our salesmen is instructed to incor- 
ule r porate the Stainless Steel story into his sales presentation. 
king 

- : “The advantages of Stainless trim are overwhelming. 

It's solid Stainless so it won't peel or chip. And because 
= Stainless is such a hard steel, it resists dents and scratches. 
ea This durability of Stainless trim means that it still looks 
: bright and new at trade-in time, so the car is worth more 
= money. These are the kind of features that add up 
ding to sales, and they have added up for us. We've boosted 
rats. our sales at least 5% by emphasizing Stainless Steel trim.” 
t to USS is a registered trademark 
ney 
tyle 

in- 
nals United States Stee! Corporation — Pittsburgh 
od American Stee! & Wire— Cleveland 
me National Tube — Pittsburgh 
tall Columbia-Geneva Stee! — San Francisco 
yugh, Tennessee Coal & iron— Fairfield, Alabama 

United States Stee! Supply — Stee! Service Centers 

te United States Stee! Export Company 





United States Steel 
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Makers Expect 5 Big Years... 


Diesel Boom Opens 


By Joseph M. Callahan 
Engineering Editor 





| diesel-powered vehicles will have| 1958. In addition, the 25,172 diesel 
'their greatest growth in the next) trucks represent sales of more than 


; : ._ | five years. |$350 million, since the average| : 
HE diesel truck industry is} Looking at the latest sales fig- | diesel truck costs $13,500 and the 


busting out all over. Prac-| ures, an outsider would be at a |@Verage engine costs $5,000 to $8,- 
tically all diesel engine and | loss to explain ~ the —— | 000. Rohe ea 
truck producers have completed or| and optimism. Diesel truc les ; ‘ 
are in the midst of development! by U. S. makers totalled 25,172 in | IERE’S more behind this op- 
programs designed to improve| 1958, This figure is a little less | timism and activity than sales 
their position in the transportation| than 3 percent of the 869,874 | Statistics. There is the strong belief 
|industry in the years ahead. | trucks sold last year. Further- cot the Ramee me apne 4 peer 
These manufacturers may differ) more, this figure is only a modest | fOr cconomy—‘the on sti- 
An electroluminescent instrument cluster)... to their preference ioe two-| 2% percent advance over the | fication for a diesel engine—will 
somewhat like the ones that will be intro- | or four-cycle engine, an individual 24,455 diesel trucks sold in 1957. — an a pene oa 
duced on two ‘60 cars this fall. No bulbs,/ 5, multiple injection system, heavy| However, this 2% percent gain a ory o “a i” rm eae lev t| Ford Plants Gettin 
sockets, individual wires or other normal! or light engines, but they all have| was made in the face of a 21 per- Loe 2. Cee we win > an or : ants 7 8 
pe CO Sy neaeee. \the same burning conviction that | cent decline in total truck sales in| °@*\e im an increasing number 0" | ‘Resident Engineers 
& —_ 7 pase - —EEE = 


New Lighting for 60 Dashboards 


Recent improvements that | 
5 es. Mass.—Electrolumines-| faces and needles will be used on | 













An EL Cluster— 


by Joseph M. Callahan 





and more economical diesel en- | gineers” at each of its 15 car and 
gines have made it eligible for |truck assembly plants to improve 
many more applications in the | coordination of engineering and 
transportation market, Exactly | production. 

what areas the diesel is suitable | The first Ford resident engineers 
for is a hotly debated subject in | were assigned last August to the 


working on EL lighting in 1947, 
|now owns 26 patents in the field 


have resulted in smaller, lighter | ing permanent “resident en- 
hting, revolutiona the instrument clusters. 
a of illumination ts and has applied for 40 other pat- 
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first important appearance in the 
auto industry this fall. Two of the 
Big Three's higher-priced ‘60 cars 
will feature electroluminescent 
(EL) instrument clusters on all 
models at no extra cost. 

By the time the "61 models are 
introduced, this improved form of 
lighting definitely will be on sev- 
eral other cars and possibly a 
majority of them. 

The only previous automotive 
use of electroluminesce 


DF form of illumination, will make its . ae 


= having an unusual and 
attractive dashboard, the mo- 
torist will be able to read his in- 
struments easier. Yet, the low level 


|of the EL light will cause consid- 
jerably less eye strain when he 


looks from his instruments to the 
road. 


Largely responsible for this rev-| 


olutionary lighting advance is the 
Sylvania Lighting Products divi- 
sion of Sylvania Electric Products, 
Inc, This division, which began 


Process with a Future . 


the industry—often between en- 
gineering and sales people in the 
same company. 


ents on Panelescent lighting—Syl- 
vania’s trade name for its system. 

Sylvania, which has been mar- | 
keting s mall electroluminescent 
items since 1951, has greatly ex- 
panded and improved its facili- 
ties for producing the EL panels 
for the '60 cars, Its semi-auto- 
mated plant will shortly have a 


in 1958 were for trucks with GVW 
ratings of 26,000 pounds and over. 
| Since 1953, diesels have increased 


|their penetration of this market 
capacity of 30,000 to 50,000 EL | ¢.5m ig percent to 43 percent this 


pieces a day. | year. 
Behind Sylvania’s progress in the; Little wonder that Dodge will in- 

(Continued on Page 16, Col. 3) |troduce three new trucks in June 
that will be powered by diesel 
“engines built by Cummins Engine 





largest producer of truck 


Actually, almost all the diesels sold | 


i 


control point plants—the plants 
which first receive shipments from 
suppliers and accept or reject the 


The diesel is well established| parts. Since then, it has been de 
among the heavy, intercity haulers.| cided to send them to all plants. 


When the program is completed 
in June, there will be 29 resident 
engineers and nine clerks at the 
15 plants, including the pilot pro- 
duction plant in Dearborn. 

While this is a new Ford pro- 
gram, it’s not new to the auto 
industry, Both General Motors 
and Chrysler have employed 
resident engineers for quite a 
few years. 











1958 when the Rambler switched | diesels in the U.S. Formerly, Ford coordinated en- 
from AC current to DC because e . - Oo Se ee 

transistorized radio the use of “production product en- 
of its Cold Extrusion to Grow 


two '60 cars that will fea- 
lights, the instrument 
clusters — including the speedom- 
eter, odometer, fuel, amperage, oil 
and temperature gauges, radio 
dials and heater and air condition- 
ing indicators—will consist of 
pleasantly glowing green or blue 
faces on which calibrated numbers 
or letters will be painted. 
Contrasting, but equally attrac- 
tive glowing pointers will move 
across the faces, indicating the 
pertinent information to the driver. 
A total of 20-23 electroluminescent 


Wider Criteria 
Urged in Picking 
Top Engineers 


IT.—Engineers need more 

than long experience and 

above-average technical skill to 

manage other engineers, according 

to A. G. Loofbourrow, director of 
engineering for Chrysler Corp. 

“Management is so vital to the 


the 
EL 


success of any enterprise that its| | 


selection cannot be left to seniority 
or some other inappropriate mech- 
anism of choice,” he declared at a 
recent Society of Automotive En- 





OLD extrusion, a money-saving 
manufacturing process that has 
made considerable progress in the 
auto industry since 1956, will grow 
fantastically in the auto plants 
during the next few years. 
That statement was made and 
pretty well documented at a 
panel discussion on “Cold Form- 
ing—Today and Tomorrow” dur- 
ing the National Production 
Meeting of the Society of Auto- 
motive Engineers in Detroit. 
Participating in the discussion 
from the rostrum and from the 
floor was what one speaker called 
“the finest collection of cold extru- 
sion experts in the whole country.” 


The panel leader was D. J. Davis, 
vice-president of engineering re- 
search for Ford Motor Co., which 
has probably been the industry 
leader in this field. Panel members 
were Walter F. Eitel, of General 
Motors’ AC Spark Plug division; 

> oz o 









| James F. Leland, Parker Rust 


Proof Co., and Robert Sullivan,) 


General Electric Co. 
i 7 > > 
AlTsoucs far from being a 
new process, cold extrusion has 
grown rapidly in recent years be- 
| cause its numerous advantages can 
| produce savings of 40 to 60 percent 
while producing a better part, An- 
other important factor in this 
growth is that know-how concern- 
ing the process is increasing. 
Many products now are being 
cold extruded for less money than 
the raw materials cost with the 
previous processes, which were 
usually hot forging, some form of 
casting or screw machining. 


and still the surface of this field 
will not have been scratched. 

Cold extrusion consists of taking 
a well-lubricated blank of a special 
alloy and simultaneously squeezing 
and punching it into the desired 
shape with an extra-powerful press. 
The distinguishing feature of the 
process is that the “metal is moved, 
rather than removed.” 


| | Advantages Listed 


i 


i 


i 








New Areas Eyed gineers” (distinguishing them from 
poverRy insiders feel that| the regular production or industrial 

Ford Motor Co. will be the next| engineers) who were assigned to 
auto-truck maker to introduce| the Ford Division engineering staff 
in Dearborn. Each year at “pro- 
duction start” they would visit the 
assembly plant for several weeks 
and then return to Dearborn as 
soon as things were rolling rela- 
tively smoothly, If assembly “bugs” 
developed later, they would return 
to the plants. 

> > . 

at Cc MONJE, manager of Ford 

. Division’s organization and 
systems department, told AvTomo- 
tive News that the new program 
would have these principal ad- 
vantages: 

1.If the assembly plants run 
into trouble in putting the cars 
. together, the resident engineers 
Mack's Thermodyne— can quickly solve the problem in 

The Mack Thermodyne diesel engine| Many cases. 
that reportedly provides improved econ- 2. The resident engineers can 
omy, smooth and smokeless operation and decide whether material which is 
good starting ability. i (Continued on Page 19, Col. 1) 


(Continued on Page 18, Col. 3) 
. . . 






Engineers Showcase 


Big Three engineers are stepping up war on tunnel 
hump. One maker is delving into front-wheel drive 
to answer competitor’s rear engine. Five European 
makes feature front-wheel drive. 

Story on ’60 arrival of electroluminescence points 
up two significant facts: New system of lighting 


ability is concerned, he said he HEREW lie the many advantages will not increase costs, offers possibilities for use 
also didn’t subscribe to the ideas of the process. Among them in rear-end lamps. 

that engineers have particularly are (1) greater strength while : : ; 
“well disciplined or well organ- using less expensive metal, (2) less Aluminum wheel is latest breakthrough for light 
ised Satna” ox Ghat they are “tee | 6. os psadinn « N scrap, (3) less machining required metal. One of Big Three has ordered crash pro- 
technically minded and can’t talk ag ut— because closer tolerances and finer gram for possible ’60 introduction 

or get along with other people. A composite picture showing the three! finishes can be achieved, (4) better me : ; : 
Loofbourrow said, “I’m making] stages in which a Ford truck wheel nut| adaptability to automation and (5) Rising Diesel fuel taxes are one deterrent to wider 

socal —s this een I yi produced by cold extrusion. In the| often aay other improved physical use of engine on cars, as William Carroll’s recent 

very y that persons t step the diameter of one end of | properties. reed test disc 

who continue to mouth or write in| the blank is increased. Next, a flange| Most of the speakers cited spe- Me es-Benz overed. So , 

@ manner to stereotype engineers | and the hollow barre! are formed. Threads| Cific cases in which these advan- Dodge will announce three new diesel trucks in 

are doing a great disservice to the| on the finished nut are made by cold roil-| tages were experienced. Sullivan June. Ford diesel move may follow. 

profession.” ing it. (Continued on Page 29, Col. 2) 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I'm at ease even when taking the children to school.” 





FROM DENVER: “There's new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 





AGAIN .. . BRAKES ARE NEWS IN DEALERS’ SHOWROOMS! 


Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivtsios South Bend, IND. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece’’ for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


REG. U. 5. PAT. OFF. 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance . . . fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania . . . Tri-Ex refined three important eztra 
steps for extra life .. . extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
WoLrFr’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 
customer loyalty. 


Tor o 
ano .vees 


WOLF’S HEAD OIL REFINING CO., INC. 
OL CITY, PA. 


MORE PEOPLE 
READ 


THE HOUSTON POST 


DAILY 
THAN ANY OTHER 
HOUSTON NEWSPAPER 


The Houston Post Leads 
the Houston Chronicle 7,537 
im total daily circulation 


POST: 200,551. CHRONICLE: 193,014 


For basis of comparison see Audit Bureau 
Circulation report for year ending Sept. 30, 1958. 


W. P. HOBBY 
Chairman 


MEMBER 
OVETA CULP HOBBY & 
President and Editor 


Represented nationally by Moloney, Regan & Schmitt 


It’s Electroluminescence ... 


60 Cars to Introduce 
Radical Lighting Idea 


(Continued from Page 14) 


EL field is O. Howard Biggs, divi- 
sion vice-president of engineering 
and research, whose department, 
incidentally, is responsible for the 
development of 60 percent of the 
products which his division now 
produces. 


= = 
Anas: to Biggs’ research 
labs here is Sylvania’s special 
products plant where the EL 
parts will be produced in close co- 
operation with Paul F,. Cameron, 
special products manufacturing 
manager. This is something like a 
pilot production line at present, al- 
though there’s plenty of confidence 
that in the near future EL lighting 
will become so much in demand 
that a new, completely-automated 

plant will be required. 

Although Biggs and Cameron de- 
clined to discuss electrolumines- 
cence on the specific 60 cars, they 
did agree to discuss EL lighting in 
general. 

Biggs said it’s important to 
remember that EL lighting is a 
completely new form of lighting 
that employs an area source of 
light, not a line source as fluor- 
escent lighting uses, or a point 
source as incandescent lighting 
uses. He said Sylvania’s Paneles- 
cent lighting is as advanced from 
fluorescent lighting as fluorescent 


son’s incandescent lighting. 

He said the major reason that 
EL lighting is now suitable for 
cars is because a major break- 
through was made in 1956 that sub- 
stantially improved the brightness 
of the system. 

However, he added that EL light- 
ing is still a young source of light 
and that it still is a relatively low- 
brightness source, although this 
low-brightness level is satisfactory 
for many applications because it 
covers a wide area. An area type 
of light would often be too bright 
if it had a high-brightness level. 


Many Advantages 
Pears lighting has so 
many advantages for the 
low-brightness portion of the mar- 
ket that we feel it will sweep the 
industry,” said Cameron. 

“It’s particularly valuable for 
auto interiors because you don’t 
knock the exterior vision out of 
the driver—you don’t make an 
image on his retina that remains 
when he looks from his instru- 
ments to the road.” 

Biggs said the principal advan- 
tages of the EL lighting are: 

1. Its a rugged, stable light 
source that can stand great 
abuse, shock and vibration. 

2. It’s a flat source of light that 
can make any shape light up uni- 
formly. However, the present auto- 
motive applications will be largely 
flat surfaces. 

3. It has no shadows because the 
light comes from all directions. 

4. It has exceptionally long life 
—already it will outlast the car it- 
self. Sylvania’s present lamps (as 
each face and pointer actually are) 
will produce maximum light output 
for at least 10,000 hours. 

After this time, there will be a 
gradual diminishing of output until, 
at 40,000 hours, there may be only 
25 to 50 percent of the original out- 
put. This .extra durability cost no 
more in an EL lamp and there 
would be no cost advantage in 
making a unit less durable. 

7 2 + 


yas is in strong contrast to 
the typical auto electric light 
bulb which has a guaranteed life 


of 300 to 1,000 hours, depending on|}- 


the application. 


the lamp will function as usual. 
And these spots will be event- 
ually self-healed. 

7. It can be built thin—which 
can be a terrific advantage to the 
automotive interior designer. Be- 
sides eliminating all the bulbs, 
sockets, individual wiring, masking 
bezels and paint in the ordinary in- 
strument cluster, EL lighting can 
be made a part of the structural 
metal or it can be applied to a 


Early Application— 


The first use of electroluminescent light- 
ing in the auto industry wos this radio 


dial on the 1956 and 1957 Rambler. Ram- | 


bler later switched to a different type of 
radio. 

> * > 
piece of foil-like metal with a 
thickness as low ag 40/1000 of an 
inch. 


> > o 
Phosphor Lights Up 
T is electroluminescent 
lighting? 
Essentially, it is light produced 
by sending alternating current 
through two electrically-conducting 


surfaces, between which is a layer) 


of phosphor that becomes illumin- 
ated when excited by the current. 

Sylvania makes its EL lamps by 
(1) taking a piece of low-grade 
enameling iron that has been thor- 
oughly cleaned and punched with 
the desired holes; (2) applying and 
baking on two coats of a glass- 
based, electrically-conducting ma- 
terial; (3) applying a layer of 
ceramic material containing the 
electroluminescent phosphors; (4) 
applying another electrically-con- 
ducting layer that is transparent, 
and (5) finally applying a finish 
layer of transparent glass that 
hermetically protects the lamp 
from humidity and mechanical 
damage and provides an insulating 
outer surface. 

Total thickness of all these lay- 
ers applied to the metal backing 
is less than 1/50 of an inch. 

To demonstrate the ruggedness 


of the EL lamp, a Sylvania official | 


repeatedly slammed one panel to 
the floor, without damaging it, He 


finally broke off a portion of the) 


coating by bending it, but even 
then the rest of the panel lit up 
when current was applied. 
The only delicate parts are the 
> * = 


5. Another advantage, closely re-| 


lated to the above advantage, is 
that there is no sudden and often 
dangerous burning out of the EL 
lamp—only a gradual decline, 

6. It is electrically rugged, being 
able to withstand 100 percent more 
voltage than it is designed: for. By 
contrast, if you increase the volt- 
age of a bulb by 5 percent, you de- 
crease its life by 30 percent. 

If an EL lamp does receive 
voltage greater than the 100 per- 
cent safety margin, it may de- 
velop dark spots but the rest of 


— 


contact and ground wiring, which’ 
must be handled with ordinary 
care so they don’t get abused. 4° 
transistor and an oscillator ar: re. 
quired to convert a car’s normal 
direct. current to alternating cur. 
rent. 
a + * 

L. LIGHTING has become eco- 

nomically feasible for a car 
because of the recent reduction of 
transistor prices, It will cost about 
20 percent more than conventional 
instrument clusters, with further 
economies expected in the next 
four or five years when greater 
volume is obtained. 

Cameron predicted, “Panelescent 
light will eventually be a cheaper 
source of light if the part is en- 
gineered for it. Remember, these 
lamps are very rugged and an EL 
stamping will last as long as any 
other stamping.” 

Sylvania officials feel that a 
complete EL instrument panel 
will consume a little less elec- 
trical power than will a conven- 
tional panel. At 110 volts, a panel 
will use about 1/10 of a watt per 
square inch of surface. 

Commenting on Sylvania’s EL 
system, Biggs said, “We developed 
the ceramic method of EL lighting. 
We like it because it hermetically 
seals the unit and because it is 
more producible, not too expensive 
and is long lived. However, it does 
call for careful manufacturing.” 

= > ° 


Metal Backing Used 


YLVANIA uses metal! backing 

for its Panelescent lamps be- 
cause it is more workable and 
economical than glass ‘especially 
when holes are needed and be 
cause it provides a better seal 
against moisture than plastic. Plas- 
tic bases have a definite place in 
EL lighting, but at present, mois- 
ture sporadically penetrates it and 
shorts out the lamp. 


formance of the light is the prod- 
uct of the voltage and the fre- 
quency, Panelescent lighting can 
be used with many changes in 
voltage and frequency, In a car, 
where you can step up the volt- 
age, better brightness is possible. 

“The brightness has been almost 
doubling each year and there's no 
| reason to believe that it won't con- 
|tinue at about this rate. This in- 
| crease has been partly realized by 
the use of better phosphors.” 

> o 
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| N UNUSUAL feature of EL 
! lighting is that it is brighter 
|after the first few hundred hours 
|of operation than it is originally. 
| Asked if heat was produced by 4 
|Panelescent lamp, Biggs said a 
| slight amount of heat is produced, 
especially at high frequencies, but 
it’s not appreciable. He added that 
there is nothing in an EL lamp 
heated up like the filament in an 
incandescent lamp. 

Of course, electroluminescent 
lighting has numerous automo- 
tive applications in addition to 

, instrument clusters, Getting 
much attention now is an EL 
ceiling, that would shed a soft 
light over a car’s entire interior 
when the door is opened. 

Other applications are taillights, 
| floor lights and license plates. It is 
|currently being tried as a safety 
device on the back end of a truck. 


—JosepH M. CaLLAHAN 
> . > 


Sylvania Officials Discuss EL Lighting— 


Four officials of Sylvania Electric Products, Inc.; point out some of the electrolumi- 
nescent products made by their firm. . Sylvania will produce EL instrument clusters for 
two '60 cars. From left are Dr. Bernard Kopelman, manager-Panelescent engineering; 
Paul Cameron, manufacturing manager-special products; Fred Wolfe, Panelescent sales 
manager, and O. Howard Biggs, divisional vice-president-research and engineering. 












RAMBLER 


OUTSELLS U.S. TOTAL OF ALL 5 
LEADING FOREIGN CARS! 
... And With Sales Up 142% Over Last Year, 


Rambler Is The No. 1 Sales Success 
Of All U.S. Cars, Too! 
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Deluxe 2-Door Sedan 
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MAIL THIS COUPON TODAY 


We Have the Product for the : Sree of Dealer Dvalopmet 
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nchise. | understand that | a no 
ligation and my inquiry will be held in the strictest confidence. 
Rambler Franchises Available in Canada and Important Export Markets. 
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Vacuum Pump Designed 
For Obtaining Liquid Samples 


A vacuum pump for obtaining pure 
samples of liquids (and some powdered 
solids) from tanks, drums, crankcases and 
many inaccessible places by drawing the 
liquid into laboratory bottles or cans has 
been announced by W & W Mfg. Co., 
P. O. Box 9311, Chicago 90, Ill. 

Standard models of the unit, called the 
Golden Thief, are made to screw on 
botties from one ounce to one gallon, and 
on cans from % pint to five gallons, de- 


pending on size base of pump ordered.) 


Air is extracted from the container on the 


upword stroke of the plunger and the) 


liquid is sucked or siphoned through the 
base of the pump, it is said. The ma- 


terial pumped does not enter the cylinder, | 


therefore, it is an easy matter to keep 
it clean, it is said. 
ees 
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Five-in-One Drawing Device 
Announced by Smith-Drake 


Proco-Rule, a drawing instrument devel- 
opment of the Smith-Drake Corp., 1206 
S. LoBrea, Inglewood, Calif., is a five-in- 
One tool that does all the jobs of the 
protractor, compass, ruler, porallels and 
angles. 

A set of gripping wheels, assembled in 
the plastic body, is said to permit the 
Proco-Rule to roll and still hold exact 
olignment. The 6 by 2-inch unit is made 
of clear, green Lustron. Two of the edges 
have accurate scales in lé6ths; the other 
two edges are scaled in half 10ths for 
decimal dimensioning. 
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Tape Search Feature Added 
To Bendix Control System 


A tape search feature for avtomatic 
selection of up to. 100 specific parts or 
part reference points and for auxiliary 
on-off control functions is now available 
on an improved machine tool numerical 


system built by the Industrial 
Controls Section, Bendix Aviation Corp., 
21820 Wyoming Ave., Detroit 37, Mich. 

The tape feature for automatic program 
or part selection provides quick selection 
of any part program from a library of up 
to 100 parts stored on the reel of tape. 
This feature is said to permit the inclu- 
sion of many parts on one reel of tape 
and eliminates the necessity of changing 
tapes for each different part to be ma- 
chined, This reduces tape storage space 
requ and increases production op- 
erations, it is claimed. 

tee 


Gauging Device 


Tolimit Gauges, Ltd.; London, England, 
@nnounced-a gauging device, screw-ring 


. comparator, which it says gauges male 
threaded parts from 0 to % of an inch 


quicker, easier, better and at much lower 





cost than do conventional ring gauges. 
No screwing is required, said the firm's 
U. S. agent, W. G. Haddrell, 583 Cabot 


St., Beverly, Mass. 
* * * 


Ceramic-Tool Components 


Duramic Products, Inc., 262 Mott St., 
New York 12, N: Y., announced it is 
offering off-the-shelf ceramic tool com- 
ponents including a wide variety of bush- 
ings, washers, discs, plates, rods and 


v-blocks. 
ee 


Printing Calculator 


Adding feet and inches together with 
automatic conversion of inches to feet in 
the answer is easy and quick on the 
standard model Victor automatic printing 
calculator that also saves engineering 


ing, adding or subtracting, according to 
Victor Adding Machine Co., 3900 N. Rock- 
well St., Chicago 18, Ill. 

oe 


Cold-Mix Varnish 


A cold-mix technique for the produc- 
tion of wrinkle-resistant varnishes has 
been announced by Union Carbide Plas- 
tics Co., Division of Union Carbide Corp., 
New York, N. Y. This technique results in 
| phenolic varnishes with unusually high 
| resin-solids content which may be applied 





of wrinkling, the firm said. 


Technical 





The highest award that the 
American Society of Mechanical 
Engineers bestows has been 
awarded for 1958 to four men. 

Honorary membership has been 
given to John Blizard, research 
director for the Foster Wheeler 
Corp.; Howard Coonley, profes- 
sional engineer; James Gleason, 
chairman of Gleason Works, and 
Ernest L. Robinson, former struc- 
tural engineer for General Electric. 


> © > 
Cook Promoted to Manager 


Of Oldsmobile Production 


Robert J. Cook, 37, has been ap- 
pointed production manager for 
Oldsmobile. He had been a general 
superintendent 
for three years. 

A graduate of 
General Motors 
Institute in Flint, 
Cook joined Olds- 
mobile as a final 
assembly inspec- 
tor in 1946 and 
was made chief 
inspector in 1953. 
He was appointed 
Robert J. Oook general superin- 
tendent in 1955, with responsibility 
for the rocket engine, pressed 
metal, final assembly and paint 
plants. 







* . = 
Ford Appoints Bas 


Plant Manager on Coast 

Ford Motor Co. has named 
Donald J. Bastian as plant man- 
ager of. its Los Angeles assembly 
plant. 

He will be assisted by O. F. 
Marsal, who had been in charge of 
Mercury production at the plant. 

7 + a 
KW-Dart Promotes 2 

Darrel L. Bryan has been pro- 
moted to chief engineer at KW- 
Dart Truck Co., Kansas City, and 
‘Clinton A. Springgate has been 
named assistant chief engineer. 
The firm is a subsidiary of Pacific 
Car & Foundry Co., Renton, Wash. 
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Heintz Names Dittman 
Rebert C. Dittman has been 
named chief mechanical engineer 
for James C. Heintz Co., Cleveland. 
He formerly was with Thompson 
Products Co, 


4 Named Vice-Presidents 


At Thompson Products 
Directors of Thompson Ramo 


time by avtomatically dividing, multiply- | 


| at least at normal thickness without fear | 


Engineering and Production 
New Products 





Special Valve Controls 

"Hydro-Stop’ Cylinder 
| 
| The Densmore dovuble-acting hydraulic 
| “Hydro-Stop" cylinder is said to allow 
| the operator to change and maintain the 
| desired stroke hydraulically from a remote 
| station or location. it features a floating 
| Piston within the cylinder which is con- 
| trolled by a special valve. The valve is 
| used with any existing 4-way hydraulic 
system. 

The floating piston is hydraulically 
| positioned and set at any desired stroke 
length. it will continue to repeat this 
| stroke until the position of the floating 
piston is changed by the operator, it is 
said. Rod and base clevises are cast 
steel, chrome plated rod, and aluminum 
alloy pistons. Available in bores and 
strokes to suit specific requirements. Dens- 
more Engineering Co., Inc., 235 E. Green- 
leaf St., Compton, Calif. 
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Circular Slide Rule 
General Industrial Co., 5738 Elston 





Personnel 





Woolridge, Inc,., elected four op- 
erating executives of the corpora- 
tion’s Thompson Products divisions 
in Cleveland to vice presidencies. 

They are: Pierce T, Angell, en- 
gineering manager of the Tapco 
group; Robert E, Cummings, man- 
ager of the Thompson Products 
valve division; William M. Jones, 
manager of the Thompson Products 
commercial] electronics group, and 
Carl L. Kahlert, manager of the 
Thompson Products replacement di- 
vision. 





Ave., Chicago 30, Ill., has introduced a 
pocket-size circular slide rule. They will 
be sent free to engineers and business 
executives, the firm said. 

3 @ 


Thickness-Density Gage 


A thickness-density gage utilizing Cobalt 
60 or other gamma-emitting radioactive 
sources has been developed by nuclear 
systems division, Budd Co., 2450 Hunting 
Park Ave., Philadelphia 32, Pa. This in- 
strument utilizes a basic concept of scin- 
tillation counting in controlling thickness 
or density of any material while it is 
being produced. 
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Strapping Device Offered 


A fully automatic steel strapping ma- 
chine, the FlJ, has recently been an- 
nounced by Acme Steel Co., 135th St. 
and Perry Ave., Chicago. The FlJ applies 
strapping with uniform, predetermined 
tension to a wide range of sizes of 
packages without an operator, the com- 
| pany said. 
= *s 


|Anken Develops Material 
For Whiteprint Reproduction 
| Development of a low-cost emulsion 
a base for use in making positive 
intermediates and negatives for printing 
| engineering whiteprint intermediates, has 
| been announced by Anken Chemical & 
| Film Corp., Newton, N. J. 

Known as “Supertransiine,” the Anken 
product is printed by contact and can be 
handied safely in subdued light. It costs 
|less than litho materials designed for 
similiar uses in the blueprinting and re- 
production department, according to 
Anken. 





Diamond-Cutting Wheel 
Trims Loss, Maker Says 


Navan Products, Inc., 1318 Second St., 
Santa Monica, Calif., has announced 
diamond cutting wheels with diamond- 
cutting edges. 

The thin wheels, “Diatronic,” reduce 
the loss in cutting silicon and germanium 
crystals from 65 to 45 percent, the firm 
said, and last up to 10 times longer than 
conventional wheels in production cutting 
of silicon. 















Microfilm Reader Designed 
For Engineering Drawings 
The development of a microfilm reader 


for engineering drawings, featuring « 
number of specifications not found in pre. 
vious models, has been announced by 
Filmsort Co., Pearl River, N. Y., a division 
of Miehle-Goss-Dexter, Inc. 

Known as the Designer “184,” this 
microfilm reader has a screen size slightly 
larger than 18 by 24 inches with an opti- 
cal system that covers the entire microfilm 
frame within the Filmsort Military “D” 
aperture. With a nominal magnification 
of 15 times, the unit enlarges A, B, and 
C drawing sizes filmed at 16X reductions 
to almost full size, it is said. Larger draw. 
ings, filmed at 30X reduction, are en 
larged to half size. . 
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Taylor Liquid Spring 


A miniature Taylor Model 416 liquid 
spring using liquid compressibility he 
been announced by Taylor Devices Inc, 
180 Main, North Tonawanda, N. Y. 

By the use of an internal hydroulk 
levering principle, this Taylor liquid 
spring produces up to 20 times the force 
of a standard coil spring of the some 
diameter and length, the company soy. 

— . 


Two Power Transistors 
Introduced by Bendix Unit 


Two germanium power transistors sup 
plied in matched pairs have been intro 
duced by the Red Bank division, Bendix 
Aviation Corp. 

The transistors are electrically matched 
to provide low distortion in audio and 
servo applications requiring push - pull 
amplification, the division said. 


Diesel Boom Gets Under Way 


(Continued from Page 14) 


diesel trucks. Although Ford has 
done considerable development work 
with diesels and does have its own 
small diesel engine (for tractors), 
most observers still feel that Ford 
will use someone else’s engine. 
Chevrolet does not have trucks in 
this heaviest class at present. 


Now that the diesel-engine in- 
dustry is doing so well in the 
heavy-truck fieid, it is preparing 
to move toward new areas— 
lighter over-the-road trucks, mu- 
nicipal truck fleets, larger in- 
town trucks, shuttle trucks, home 
delivery vehicles and taxis. 

There are even some zealots who 
feel that a small diesel engine may 
be the answer for the family man 
or fleet owner who is looking for 
the ultimate in functional auto 
transportation. Mercedes-Benz pas- 
senger cars with diesel engines al- 
ready are available in the U.S. 

It’s possible that a diesel engine 
may fit into any or all of these 
applications, if there is enough 
mileage or payload to cover the 
additional initial engine cost. 

* ” = 


BxzrckE proceeding further, it 
might be well to define a 
diesel, Basically, its an internal 
combustion engine that gets its 
power from the rapid burning (not 
the exploding) of heavy oil in a 
combustion chamber, without — the 
aid of a spark-producing ignition 
system. 

In operation, air is first sent to 
the cylinder where it is compressed 
to 1/16 or 1/18 its former volume. 
In addition to greatly increasing 
the compression, this action by the 
piston also causes the air’s tem- 
perature to soar. 

When this pressure and tem- 

perature reach their peak, a 


small amount of raw fuel oil is 
sprayed by an injector into the 
cylinder. It’s immediately ignited | 
and the piston is sent on its 
power stroke that eventually 
moves the wheels of a truck. 
The diesel engine differs from 
@ gas engine in that it requires no| 
ignition or carburetion systems, al-| 
though it does need an expensive 
fuel-injection system and a gover-| 
nor (to control the diesel’s natural | 
inclination to run away with itself).| 
Incidentally, the lack of an ig- 
nition system does not reduce a/| 
diesel’s electrical demand, since) 
the high compression ratios require 
considerably more current for 
starting. 





> = > 
Advantages of a Diesel 
us principal advantages of a 
diesel. engine are: 

1. Diesel fuel costs one to three 
cents less per gallon than gasoline 
in most parts of the country. A 
maj6r concern in the diesel indus- 
try is that this differential is 
steadily being reduced. 

For example, the railroads began 
switching to diesels some years 
ago when diesel fuel oi] cost only 
four. cents a gallon, However, many 
users now say they would stick 
to their diesels even if the oil cost 
as much as gasoline because of 
other advantages. 


2. A generally accepted fact 
is that diesel vehicles get 25 to 


3. Greater durability. At one 
time the objective was to build a 
diesel engine that would go 100,000 
miles between overhauls, Now, 
200,000 miles between overhauls is 


almost common and 300,000 miles 
is sometimes achieved, 

4. A diesel requires less main- 
tenance between overhauls because 
of its more rugged and simple con- 


| struction, because all wearing sur- 


faces (including cylinder liners) 
are replaceable, because of the low 
piston speed and the lower exhaust 
temperatures. 

However, a diesel does require 
regular and frequent maintenance 
for a number of items, such as the 
injectors and the oil filters, Other- 


| wise, economical and smoke-free 


operation cannot be obtained. 
* * 2 


5 THE absence of ignition and 
* carburetion systems greatly 
reduces the down-time of a diesel. 
The American Trucking Assns. re 
cently reported that 6 percent of 
all road failures were caused by the 


-ignition system. In addition, the 


problems of flooding, float-valve 
sticking, choking, vapor lock and 
other carburetion problems are 
avoided. 

6. The high torque at low engine 
speeds is a very desirable charac- 
teristic for a truck. This results in 
fewer gear changes and better 
roadability in traffic. 

7. A unique feature of many 
diesels is their ability to use & 
wide range of fuels, including 
kerosene, gasoline, jet fuel, tur- 
bine fuel and many other types. 

Some diesels require slight ad- 

justments when fuels are 

switched, and some require none. 

8. It’s a safer form of power 
because diesel fuel produces no 
carbon monoxide and because 
there is little chance for explosion 
or fire because of its less volatile 
nature. These characteristics are 
of more value to boat operators. 

9. An advantage related to sev- 

(Continued on Page 29, Col. 1) 
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not entirely up to specifications 
should be used or discarded. 

3. If a serious production-en- 
gineering problem develops, the 
resident engineers can get word 
pack to the home office so that an 
engineering change can be started. 


4. The resident engineer can 
Jearn what a plant can and cannot 
do, Sometimes, an item might be 
very functional, but extremely 
hard to assemble, making it im- 
practical. 

“Suitability of a design for pro- 
duction is important,” Monje said. 
“Of course, this varies from plant 
to plant, partly because each new 
plant is improved over the pre- 
vious plants. Also, you have differ- 
ent people in different plants.” 

In this connection, an important 
part of each resident engineers’ 
job is to advise engineering design 
people in Dearborn about the pro- 
duction feasibility of a new design. 

> > = 


Liaison Booster 


HARLES A. TRUHN, one of 

four resident engineers at the 
Louisville Ford-Edsel plant, was 
one of the first assigned under the 
program, Truhn is concerned with 
the complete vehicle while Jack 
Hadwin keeps track of the body 
and C. E. Anderson is the resident 
engineer for hardware and acces- 
sories, A fourth engineer watches 
the truck situation. 

Truhn said elimination of the 
travelling engineer not only pro- 
duces superior and less costly en- 
gineering-production liaison, but 
also greatly improves working re- 
lations between the engineering 
and assembly people. 

Commenting on this, Truhn 
said, “We’re a part of the en- 
gineering staff and we have a 
direct tie with the engineers in 
Detroit. Formerly, five or six 
visiting road men tried to do this 





job. 

“Visitors really throw a plant 
into confusion. Now, if any en- 
gineering specialists are needed, 
they can deal directly with the 
resident engineer, without bother- 
ing the plant management. 

“Formerly, the plant manager 
would have to report his problem 
to his manufacturing supervisor, 
who would then contact the head 
of production engineering, who 
would then locate and send down 
the right man. 

“Now, if a special engineer is 
needed, I ask that a specific man 
be sent down for a day or so, This 
takes a load off the plant manager 
and his staff.” 

> > > 

E SAID that the new system 

was reducing the time required 


‘Call My Bluff,’ 
Holdenried Urges 
Dodge Prospects 


ST. LOUIS.— During his. floor 
presentation, Art Holdenried, presi- 
dent of Vicart Motors, Inc. (Dodge), 
eeely begs prospects to call his 

uff. 





“I make several superlative 
claims about the Dodge in the hope 
that he will ask me to prove them,” 
Holdenried said. 

“If he does, I immediately get 
him into a demonstrator. If he 
doesn’t, I say, ‘Well, are you just 
going to let me claim all these 

ntages, or are you going to 
make me prove them” 

“That usually gets him into the 
demo, and from then on I have the 
upper hand because Dodge lives up 
to every claim I make.” 

Holdenried’s demonstration ride 
includes a quick drive over a 
Seldom-used railroad track a few 
blocks from the dealership. He 
feels that this is an excellent way 
to convince the prospect of Dodge’s 
fine riding qualities. 


Talon Buys Paramount 


MEADVILLE, Pa. — Talon, Inc. 
has completed arrangements to 
purchase the assets of Paramount 
Die Casting Co., St. Joseph, Mich. 
and Seymour, Ind, Paramount pro- 
duces die castings made of alumi- 


_ num, magnesium and zinc, 


to solve a problem by 90 percent. 
In addition, it’s expected that the 
assembly will be able to hit its pro- 
duction peak with a new model in 
seven to nine days, rather than 
five weeks. 

Asked to explain how a resident 
engineer operates, Truhn said: 

“Well, it starts out with a prob- 
lem—something has gone wrong 
somewhere, It was OK yesterday; 
but it isn’t today. First, we have 
to isolate the problem. Is it an en- 
gineering problem or a quality 
problem? 

“Everything is done by back- 
tracking. We try to find out where 
it (the problem) occurs and where 
it doesn’t occur. 

“Very often, we find that a 
situation has been subconsciously 
itching a man for some time and 
then he just decided to report it. 
Often, a problem will cease to be 
an engineering problem, but we 
still work right along with the 
plant people until it’s solved.” 

Citing a specific problem that 
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was solved, Truhn said incorrect 
engine timing had been a recent 
problem on some cars, The engine 
plants claimed the timing was set 
at the correct “dwell,” but the tim- 
ing was defective when the car 
reached the end of the line. Engine 
activity finally was persuaded to 
revise the timing slightly, and the 
problem went from the critical list 
to the non-existent list. 

* * = 


No Excuse Now 


“RMJOW,” he continued, “The en- 

gineers can’t say ‘It’s just a 
foreman’s viewpoint, because one 
of their own engineers investigates 
the situation. 

“Also, we’re given a lot of lati- 
tude down here. We have the au- 
thority to take cost out of a prod- 
uct or put cost into it.” 

An important part of the resi- 
dent engineer program is the de- 
tailed index and record that is 
kept of every problem. This re- 
port defines the problem, tells 
when it occurred, who reported 
it and the final disposition, 
Several weeks before new-model 
start-up this fall, each of the resi- 
dent engineers will be brought 
back to the pilot plant to study for 
a few weeks how 
to be built. 


A Resident Engineer at Work— 


Charles Truhn, second from right, one of Ford's new resident engineers, points out 


the 60 cars are|an item on a car's firewall at the Lovisville plant. Right: Raymond Gibson, general 
| foreman of the passenger chassis line. 


Finest Finishes Deserve 
the Finest Protection 





Liquid Glaze was Formulated for 
Acrylic Paints and Super Enamels 


The manufacturers of Acrylic Paints and 
Super Enamels are to be congratulated on 
the long wearing qualities of their products. 


But, just as 


with quality flooring, furni- 


ture and appliances, the finer the finish the 
more it deserves careful care and proper 


protection. 


New Liquid Glaze and Cleaners were 
especially formulated for use with these 
new finishes, as well as conventional ones. 

A Liquid Glaze treatment protects the 
finish during the crucial drying out period, 
allowing it to breathe properly, then goes 
on protecting it for months and months. 





7TO4 SHERIDAN AVE., 


Liquid Glaze, Inc. 





LANSING, MICHIGAN 


It repels dirt particles, making it easier to 
clean, keeps it looking better, longer. 

And, as for lustre, impartial tests by 
South Florida Test Serv- 
ice, conclusively proved 
that Liquid Glaze adds 
up to 24.6% more gloss 
when applied—21% even 
after 60 days. 


LIQUID GLAZE, INC. 
704 Sheridan Ave., Lansing, Michigan 


o 
| 

| 

| (_) Please send me a copy of your “Dollars and Sense” booklet on the 
| operation of a car appearance department. 

1 ©) Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 
[-] Please invite us to your nearest clinic on the care of Acrylic Paints 
| 

| 

| 

| 

| 

| 





and Super Enamels. 
Make of Car Sold 
Dealer Name_____ 
Street Address 
City or Town 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 132 OF A SERIES 


GOING LIKE 


Since the “Buyer’s Digest” was introduced, more than 
1,400,000 new-car prospects have written, requesting copies 


of this informative 96-page automotive value euide. 














The “Buyer’s Digest of New Car Facts” was compiled to 
show automobile owners how to get more economy, serv- 
ice, performance and pleasure from their cars, regardless 
of make. Also included: complete price information on 
all Ford Models and options, together with a handy Car 
Selector to make choosing body style and accessory items 
entertainingly easy. 


Already acclaimed one of the most successful promotions 
in years, the “Buyer’s Digest” is one more demonstration 
of Ford Motor Company’s determination to back its 


FORD MOTOR COMPANY e 


dealers with an effective advertising and sales promotion 
program to increase our market penetration during the 
1959 model year. The immediate result of this hard- 
hitting campaign: more pre-sold prospects among your 
showroom traffic. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars! 


See the Ford Motor Company “Buyer’s Digest” insert in 
the May issue of Reader’s Digest, now at your newsstand. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD ¢ THUNDERBIRD © EDSEL ¢ MERCURY ¢ LINCOLN e CONTINENTAL MARK IV ¢ EINGLISH FORD LINE 


TAUNUS e¢ FORD TRUCKS ¢ FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"67 ean anne en uns usp unwpeeaenpauanse uve ep awe. 2.) 6. 
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Dec. 
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’ 57 "68 
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"68 °59 
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"5S "59 
April 
to Date 


"58 °59 
March 


Prices of 58s added and '50s dropped in December, 1957. Prices of '59s added and ’5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


WEST PALM BEACH, FLA. 


West Paim Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
Apr. 16. Enthusiasm ran high all day long 
im spite of the rainy weather with 83 
percent of the consignment changing 
hands 


BUICK—'59 LeSabre Riviera 4-dr., $2,700* 
(ps); Riviera 2-dr., $2,515* (ps). 
‘66 Special Riviera 2-dr., $945° (ps). 
‘65 Super Riviera 2-dr., $735* (ps). 
‘64 Skylark conv., $615* (ps). 


eee add ty 


ALABAMA 








JOHNSON AUTO 
AUCTIONS 

















DAYTONA BEACH — Florida Auto 





Auction. City Tues., 11 
A.M. Dealer: Dealers only. 
i INDIANA 


INDIANAPOLIS—Indianapolis Auto 





"53 Super 4-dr., $320*; Riviera 2-dr., 
$270*, $260 (ps). 
"52 RM Riviera 2-dr., $100* (ps). 
CADILLAC—'55 (62) coupe de Ville, $1,- 
390° (ps). 
"54 (62) sedan de Ville, $1,080* (ps). 
‘653 (62) coupe de Ville, $640* (ps). 


CHEVROLET—'59 Impala (8) conv., $2,- 

525° (ps); Hardtop 2-dr., $2,460° (ps); 

Hardtop 4-dr., $2,410° (ps); 4-dr., 
$2,350* (ps), $2,480° (ps) 

"58 Bel Air (8) Hardtop 4-dr., $1,775* 
(ps). 

"57 Two-ten (6) 4-dr., $1,120°. 

‘56 Bel Air (8) Nomad, $1,200*; One-| 
fifty (6) station wagon, $565; 4-dr., 
$580; Two-ten (8) 4-dr., $730. 

"55 Bel Air (8) 4-dr., $785*; station 
wagon, $885 (ps); Two-ten (6) 4-dr., | 


$595°*. 


‘54 Two-ten (6) 4-dr., $400. 


INDIANA 





SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, MAY Ist, 11 A. M. 


Checks and Titles Guaranteed 


12 Years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNien 5-2361 Chicage line: REgent 1-6181 





saitinctad sie ersta 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 
MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MICHIGAN 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 








“May 4th Issue” 


Ist day of National Auto Auction 
Week. Watch This Section For Top 


Auction, P.O. Box 8251. Wed. 11:00| U. S. Auctions. 


A.M. Dual Ring. CHapel 4-9546. 





North-East-South-West — Automotive News’ 
“Leading Used-Car Auction Directory" gives the sale day and time of top Auto 


Auctions EVERY WEEK. 

















OHRYSLER—’'52 Saratoga (8) 4-dr., $185* 
(ps); Town and Country (6), $280°*. 

"51 (6) Town and Country, $220. 

DeSOTO—'52 Firedome 4-dr., $225* (ps). 

DODGE — '57 Coronet (8) 2-dr., $1,080* 
(ps). 

’55 Coronet (8) Hardtop 2-dr., $575*. 

EDSEL—’58 Ranger Hardtop 4-dr., $1,- 
550° (ps); Hardtop 2-dr., $1,450°; 
2-dr., $1,210. 

FORD — ‘59 Thunderbird 2-dr., 
(ps); Fairlane (8) Victoria 4-dr., 
250° (ps); Custom (6) 300 2-dr., 
730. 

"58 Fairlane (8) conv., §1,680° (ps); 
Country sedan (8), $1,650°; Fairlane 
(8) 500 Victoria 4-dr., $1,625°; Cus- 
tom (8) 300 4-dr., $1,125° (ps) 

"57 Country Squire (8), $1,480* 
Custom (6) 300 2-dr., $1,000°. 

"56 Country sedan (8), $945*°; Fairlane 


$3,660° 
$2,- 
$1,- 


(ps); 


ee ee ee 
Fe eae Eas 
’ 


pee Bie at 1 —— a 


MICHIGAN 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
Fi a RING” 2 lines running simultane- 
y. 


Conveniently located in the heart of the 
automobile world. 





a 
i 
: 
[ 
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Always @ fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 


M. D. McCollum, Vice-President and M. 
3711 Western Road Phone CEdar 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

#. Louis, Mo. 

Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





NEW JERSEY 


FREE APPRAISAL scRVICE 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 
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(6) conv., $715* Custom (8) | 
4-dr., $775*, $700*. 
IMPERIAL—'58 4-dr., 
MERCURY 
Montclair 2-dr., 
"53 Monterey 2-dr., 
"51 conv., $120°. 
OLDSMOBILE — 
$2,425° (ps). 
"55 (88) Holiday 2-dr., $905* (ps). 
"54 (88) Super 4-dr., $590° (ps). 
"53 (88) Super 4-dr., $320°; (88) 2-dr., 
$450". 

"52 (88) 4-dr., $180°*. 
PACKARD—'55 Clipper 4-dr., 
"54 Clipper Hardtop 2-dr., 
PLYMOUTH — ‘59 Belvedere 

$2,150* (ps). 
"58 Belvedere (8) 4-dr., 
"S7 Plaza (8) 4-dr., 


(ps); 


| 

$3,050* (ps). | 

55 Custom 4-dr., 685°; | 
$675°. 

$315. 

| 


(98) 


"59 Holiday 4-dr., | 





$475°. | 
$485. 

(8) 4-dr., | 

' 





NEW JERSEY 


SS ol 
$e ——_| 
“ania a | 
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Pare iol 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


GREATER NEW — 
AUTO AUCTION, 
(Exit 31—Merrit —- 
Bedford-Banksville Road, Banksville, N.Y. | 
Sele Every Tvesday—12 Noon | 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 43100 








NEW YORK CITY'S 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & -PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


B. Spielman 
John W. Becker 


















NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM .ANSPACH INC. 


Dealer Auto Auction 
Albany 5, WN. Y. 
Monday — I! O'Clock 

80 car sale average 
All Titles and Checks Guaranteed 








— 


PONTIAO —’'55 Star Chief conv., $750* 


(ps). 
°63 Star Chief (8) Catalina, $425* 
’52 Chieftain (8) Catalina, $205*. 
STUDEBAKER—’58 Commander (8) sta- 
tion wagon, $1,480* (ps). 
’54 Land Cruiser (8) 4-dr., $330*. 
’53 Champion (6) 2-dr., $295. 


MISCELLANEOUS — ’57 Ford (6) Ran- 
chero, $950. 

56 Ford (8) %-ton pickup, $630* 

’55 Chevrolet (8) %-ton, $635*. 

DANVILLE, VA. 

Danville Auto Auétion. Sale every Wed- 
nesday. Prices are for sale of Apr. 15. 
Sales strong and active—little activity on 
1959 models. 

BUICK—’56 Special 2-dr., $1,090*, $1,-. 
075°. 

‘55 Special 4-dr., $795*; 2-dr. 2 at 
$705*; Century 2-dr., $740* (ps) 

*564 Century 2-dr., $485°. 

"53 Special 2-dr., $455* (ps). 

"52 Special 2-dr., $255*. 

CADILLAC—'56 (62) 4-dr., $1,805, $1,- 
725. 

"54 (62) coupe de Ville, $1,425*. 
CHEVROLET—’59 Impala (8) 4-dr., §2,- 
510; Biscayne (8) 4-dr., $2,495. 

*58 Station wagon (8) 4-dr., $1,905: Bel 
Air (8) 4-dr., $1,800* (ps); Delray 
(8) 2-dr., $1,375; Biscayne (6) 4-dr., 
$1,345. 

’57 Bel Air (8) 2-dr., $1,680*; conv 
2-dr., $1,655°; Two-ten (8) 2-dr., $1,. 
630, $950; Two-ten (6) 2-dr., $1,630; 
4-dr., $1,120, $1,105. 

"56 Bel Air (6) 4-dr., $1,055*; conv. 
2-dr., $855*; Bel Air (8) 2-dr., $965*; 
Delray (8) 2-dr., $965; Two-ten (8) 
2-dr., $905; Two-ten (6) 2-dr., $835. 

"55 Bel Air (8) 4-dr., $895, $880*; 2-dr., 
$505; Two-ten (6) 2-dr., $805, 2 at 
$705; 4-dr., $705; Two-ten (8) 4-dr., 
$740; One-fifty (8) 2-dr., $630* 

"54 Bel Air 2-dr., $465*; 4-dr., $325; 
Two-ten 4-dr., $370 

"53 Bel Air 2-dr., $530; 4-dr., $340, 
$305*; One-fifty 4-dr., $330; Deluxe 
4-dr., $310. 

DeSOTO—'57 Firedome (8) 4-dr., $1,485*. 

"56 Fireflite (8) 4-dr., $715*. 
FORD—'5S Fairlane (8) 500 4-dr., $1,790*; 


2-dr., $1,560*°; Custom (8) 300 4-dr., 
$1,505. 

‘57 Station wagon (8) 4-dr., $1,605*; 
Fairlane (8) 4-dr., $1,415*; 2-dr., 
$905; Custom (8) 4-dr., $1,135* (ps); 
Custom (8) 300 4-dr., $1,110; 2-dr., 
$1,055; Custom (6) 300 2-dr., $1,010, 
$890; 4-dr., $980. 


(Continued on Page 26, Col. 


1) 





NEW YORK 


LAFAYETTE—Syracuse Auto Auction 
Center of Empire State. Check 
Title Protection. (Wed.). 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 77 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lone Selling 
%& Auction Checks 
%& Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 








CORRY AUTO AUCTION 
Route 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 


“The friendliest auction with the most ac 
tion.” For reserved numbers call 
36-391. Auctioneers: Ray Austin, 

Odi Adcock. Owner: George 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 















s 


For Fast, Accurate Directions 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 




















Made in Russia*® 


Americans may never see this Russian “Moskvitch” 
automobile or its “Made in Russia” label in a neigh- 
borhood new-car showroom. But the fact that the 
U.S.S.R. plans to merchandise its cars outside the 
“Iron Curtain” is headline news to an industry vitally 
interested in every development in the world of 
wheels. 


In the competitive automotive industry, it’s often the 
story bebind the headlines that counts. That’s why 
AUTOMOTIVE NEWS devoted a recent article (one 
of a popular series on “Sales Testing” the new cars) 
to a report on two Russian automobiles. AUTOMO- 
TIVE NEWS’ Staff Correspondents drove the cars, 
analyzing driving ease and performance, construction 
features, materials and workmanship, citing the cars’ 
salable points and faults with equal objectivity. 


Authoritative reporting and thorough coverage have 
marked AUTOMOTIVE NEWS leadership in the 
automotive industry for 34 years. Today, 150,000** 
well-informed readers — manufacturing executives, 
engineers and designers, car and truck dealers, and 
other decision-makers — depend on the “Newspaper 


of the Industry” to deliver all the news while it 


is news. 


If there is a need for your product or service by the 
automotive industry, the men who can use it, recom- 
mend it, specify or purchase it should know about 
it. Put your important sales story where more of 
them will see it— in AUTOMOTIVE NEWS. Our 
Representative in your area will gladly give you 
complete details. Call him today! 
**44,000 paid subscribers, 85 percent of whom annu- 
ally renew their subscriptions at the regular $9 rate. 


The most influential publication in the automotive industry. 


The Rambler-size “Moskvitch,” Russia’s low-price car, 


sells for a reported $2,100 in the U.S.S.R. 


They're offered no premiums, cut-rates or special 
inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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Auto-Lite equipped cars | 
Economy Run winners: 


HERE IS THE MOBILGAS ECONOMY RUN PERFORMANCE 
RECORD OF LEADING CARS THAT USE AUTO-LITE 
SPARK PLUGS, BATTERIES OR ELECTRICAL SYSTEMS 


7 OF FIRST 10 
PLACES IN ACTUAL 
MILES PER GALLON 


1. Rambler American 25.28 MPG 


8 OUT OF 12 TOP PLACES IN CLASS— 
3 FIRSTS AND 5 RUNNERS-UP 


COMPACT-CAR CLASS LOW-PRICE CLASS—8 CYL. LOW-MEDIUM PRICE CLASS 


RAMBLER AMERICAN, Ist PLYMOUTH BELVEDERE, Ist DODGE CORONET, Ist 
WOODY BELL, DRIVER PIERCE VENABLE, DRIVER PATRICIA JONES, DRIVER 


25.28 MILES PER GALLON 21.15 MILES PER GALLON 21.74 MILES PER GALLON Rambler “6 22.95 MPG 


RAMBLER “6”, 2nd PLYMOUTH BELVEDERE, 2nd DODGE CORONET, 2nd . Studebaker Lark ‘‘6"" 22.44 MPG 


2. 
3 
LES VILAND, DRIVER MARY DAVIS, DRIVER LINCOLN PAOLA, DRIVER 
22.95 MILES PER GALLON 20.98 MILES PER GALLON 21.01 MILES PER GALLON 7. Dodge Coronet 21.74 MPG 
8. Plymouth Belvedere 21.15 MPG 
9 


. Dodge Coronet 21.01 MPG 


UPPER-MEDIUM PRICE CLASS HIGH-PRICE CLASS 


CHRYSLER SARATOGA, 2nd IMPERIAL CUSTOM, 2nd 
MEL ALSBURY, SR., DRIVER MEL ALSBURY, JR., DRIVER 
19.07 MILES PER GALLON 18.20 MILES PER GALLON 10. Plymouth Belvedere 20.98 MPG 



























RAMBLER AMERICAN (left) driven by Woody Bell of Sunland, 
Calif., captured first place in the Compact-Car Class with an average 
of 25.28 miles per gallon. This class-winning Rambler was equipped 
with Auto-Lite Spark Plugs and Batteries. This was the top miles-per- 
gallon scored by any car in the 1959 event. 


PLYMOUTH BELVEDERE (center) topped the Low-Price Class, 
Eight-Cylinder, with an average of 21.15 miles per gallon. Pierce 
Venable of Redondo Beach, Calif., was the driver. Here, Auto-Lite 
Resistor Spark Plugs with Power Tip, along with the complete 
Auto-Lite electrical system, proved outstanding in performance. 


DODGE CORONET (right) piloted by Patricia Jones of Wichita, 
Kansas, scored a brilliant victory in the Low-Medium Price Class 
chalking up an average of 21.74 miles per gallon. Again, Auto-Lite 
Resistor Spark Plugs with Power Tip and an Auto-Lite electrical 
system contributed to the efficiency and economical operation of this 
class-winning Dodge for the highest MPG of any “eight’”’ above the 
compact-car class. 


head Mobilgas 





AUTO-LITE SPARK PLUGS, 
BATTERIES AND ELECTRICAL SYSTEMS 
HELP MANY COMPETING CARS LOG 
OUTSTANDING MILEAGE 


For 1,898 miles of tough driving over blistering desert 
roads and through cold, rugged mountain country 
between Los Angeles and Kansas City, the 1959 
Mobilgas Economy Run provided a grueling test of 
automotive electrical equipment. When the 44-day 
run was completed, cars equipped with Auto-Lite 
Spark Plugs had won Classes A, C & D and finished 
second in Classes A, C, D, E & F—twice as many 
top places as all other spark plugs combined. In 
addition, on the basis of actual miles per gallon, 
regardless of class, seven of the ten leading cars— 


or 4! straight year 


including the first three—were cars that use Auto-Lite 
electrical systems, spark plugs or batteries. 


This is a grueling test of quality and performance 
under all types of driving conditions. Auto-Lite is 
proud to have once again proved to the world that 
“You're always right with Auto-Lite.” 


THE ELECTRIC AUTO-LITE COMPANY «+ TOLEDO 1, OHIO 


RUGGED TEST SUPERVISED BY 
IMPARTIAL ORGANIZATION 


The Mobilgas Economy Run, sponsored 
annually by Socony-Mobil, is rigidly 


supervised by observers provided by the 
Sports Commission of the United States 
Auto Club. Observers in every car make 
sure that cars operate at legal speeds, are 
never coasted, and observe all traffic laws. 








SPARK PLUGS 


ELECTRICAL SYSTEMS 


AUTO-LITE 23 
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NASH—'S5 Sportaman (6) 4-dr.,_ $505. 


dr., $780*, $685* (ps); Super Riviera 
(6) 4-dr., $240°. 


2-dr., $775* (ps); 4-dr., $660* (ps). Sportsman 

'S4 Special Riviera 2-dr., $600* (ps), Model Breakdown OLDSMOBILE’59 (88) Super conv., $3, 
$420"; fade $300"; Contury, Tae! OF Auction Averages | °ss'tss) cour “92,0007 tas tos) ay 
2-dr:, (ps); conv., a ; 7 conv. Pps); uper 
Super 4-dr., $385*; RM 4-dr., $330° 9 — $2,295* (ps); (88) 4-dr., $1,- 















































































































(ps). April, 1959 Mar., Feb., c 
CADILLAC—’59 Eldorado Biarritz, $6,000*| Model To Date 1959 1959 °S7 (88) Holiday 2-dr., $1,655° (ps); 
(Octtnned trem 23) (ps); (62) coupe de Ville, $8,450* $2,610 $2,775 (8) = 4-dr., $1,650 (ps), $1,- 
- va (ps). 1971 = 2,018 
: ’6S (62) conv., $3,650° (ps); sedan de ’ "56 (88) Holiday 2-dr., $1,185* (ps); 
Ta “nee Wea cae). sean, Os SM Sete CN) ee, ge Ree Gon), 8 ah CO” Gn, fe ee eo 
, , Ps); -dr., $3,380* (ps). jay 2-dr., $1, » $1,0 
$1,105* (ps), $755°; 4-dr., $1,125, 2) ‘55 (88) 4-dr., $955° (ps). ’57 (62) sedan de Ville, $2,900* (ps), 747 "57 $1,035*, $825°; Holiday 4-dr., $1,0408 
at $985°; 2-dr., $945, $685*; Country 54 (98) 4-dr., §$785* (ps); (88) 4-dr., $2,730* (ps), $2,600* (ps), $2,690*° (ps), $910*; (88) Super Holiday 2-dr., 
sedan (8) 4-dr., $1,005*; Custom (8) $680* (ps). (ps), $2,575* (ps), $2,450° (ps); coupe 461 474 $910° (ps); 4-dr., $830°; 2-dr., $665* 
sero. ee eee a ‘e2 ‘> 24s, $208° ¢ ) ee. oo 500 315 PLYMOUTH. 59 Belved (8) 4-dr., $2 
— ) 2-dr., ps). (ps), $2,660* (ps). om vedere -dr., $2,- 
"5 Fairlane (8) 4-dr., $935* ( * (Pa), 705°, PLYMOUTH—'58 Belvedere (8) 4-dr., $1,-| +56°%62) ‘coupe de Ville, $2,100* (ps); 218 225 290° (ps), sin 
$615; “yous. 8 650° (ps). sedan de Ville, $2,080* (ps). 58 Plaza (6) 2-dr., $1, 
a wales (8) ca "$825; Custom ’56 Plaza (8) 2-dr., $675. ’55 (62) coupe de Ville, $1,800* (ps), Av rag 089 1,079 ll "57 Savoy (8) 2-dr., $1,055*, , 2975", 
$n. seas, Sesoe, gases” | EE Savoy (a) oar, aso $1,670* (ps), $1,625° (ps); sedan de cenit : — 56 Suburban (8), $1160" (pa); P 
-dr., ’ ’ . voy (6) 2-dr., $330. Ville, $1,540° (ps). juburban ° . ps laza 
"54 Custom (8) 2-dr., $455; Main (6)| °53 Cranbrook (6) 2-dr., $330°; 4-dr..| 54 (62) sedan de Ville, $1,280* (PS);| ‘54 Bel Air Hardtop 2-dr., $400. hoa” aes 
a I TR I a a n> — (60) Special 4-dr., $1,230° (ps). CHRYSLER—'57 NY Hardtop 2-dr., $1,-| ‘55 Savoy (6) 4-dr., $445; Plaza (6) 
53 Custom (8) 4-dr., $420; alr PONTIAC— 56 Chieftain 4-dr., $ CHEVROLET — ‘59 Nomad (8), $2,625* 715* (ps): 4-dr., $1,375° (ps); Wind- 4-dr., $345. 
(8) Victoria, $375. 2,355 (SS Mar Chief Catalina, $1,006 Catal (ps); Impala (8) coupe, $2,480; Bel sor 4-dr., $1,365* (ps). PONTIAC—'6® Catalina 4-dr., $2,510 
eee ee woe. Se. an 8 Air (8) 4-dr., $2,250*. 'S5 Windsor Hardtop 2-dr., $925° (ps),| (57 Star Chief conv.. $1,870" | (ps); 
*55 Montclair con., $615 2 2-dr., $260°. —— '58 Impala (8) conv., $2,235° (ps); $855*: 4-dr., $745* (ps): (300) $850°. Safari, $1,630* (ps); 4-dr., $1,540 (ps); 
53 ey Hardtop, 4-dr., “ ses° STUDEBAKER— a (8) Sta- coupe, $2,150* (ps), 2 at $2,085* (ps); '54 Windsor Newport, $425* (ps). ,_ Chieftain Catalina, $1,380° (ps) p 
a ee Oe) Se Ste on Impala, (6) | coupe, $2,000; Brook | CONTINENTAL — "88 ‘Mark Il, $3,700¢| "SG, Chieftain, station wagon, $1,110, 
: a ? w ), , , ’ ; r (ps). ’ , a 
sae Oren, © ar, S1.O8S. (8) coupe, $1,750*; Bel Air (6) coupe, | DeSOTO —’57 Firefiite Sportsman 2-dr (ps). 
"SS (98) 4-dr., $1,280°; (88) Holiday CHICAGO $1,675*, $1,670; Biscayne (8) 4-dr.,| $1,460 (ps); Firedome 4-dr., $1,240°| "55 Star Chief Catalina, $570*. 
. 1,670* (ps), $1,540°, $1,470; 2-dr., (ps); Firesw Sport. 2-dr., $1,- (Continued on Pa 28, Col. 1) 
Greater Chicago Auto Auction. Sale pty Pp $ $ ae0* (ps): Gpertemen oe., chases, re ee i 
every Thursday. Prices are for ae of '57 Corvette, $2,300; Bel Air (8) Hard- '56 Firedome Sportsman 2-dr., $1,075* : . ? 
Aes. 38. Ges Gs cies fem CS aneE top 4-dr., $1,570°; Bel Air (6) 4-dr., (ps), $900° (ps); 4-dr., $870*. — Auctions in Brief — 
ments. | $1,350*; Two-ten (8) 4-dr., $1,290°. DODGE—’58 Coronet (8) Lancer 2-dr., 
BUICK—’59 Invicta Riviera 4-dr., $3,080*°| ‘56 Bel Air (8) Hardtop 2-dr., $1,265*; $1.795* (ps). BORDENTOWN, N., J. 
P 
(ps). conv., $1,230* (ps), $930*; Two-ten *57 Coronet (8) Lancer 2-dr., $1,410*. National Auto Dealers Exchange. Sale 
‘ST RM Riviera 2-dr., $1,660* (ps), $1,- (6) station wagon, $1,200; 4-dr., $1,- '56 Coronet (8) 4-dr., $820°. every Wednesday (Apr. 15). Both cars and 
485* (ps); Special Riviera 4-dr., $1,- 005*, $940°, $820; One-fifty (8) sta- ’55 Royal (8) Lancer, $820°: conv., | buyers were here in mass. Prices across 
ors 595* (ps); 4-dr., $1,575* (ps); Rivi- tion wagon, $1,125*, $1,100; 2-dr., $740* (ps); Coronet (8) Lancer, $600*. | the board were firm with 1958 and 1959 
era 2-dr., $1,540*, $1,385°. $720, $690°; Two-ten (8) 4-dr., $1,- ’54 Coronet (8) 4-dr., $200*. group at a new high and 1955 and 1956 
'56 Century Riviera 4-dr., $1,215* (ps); 030°, $1,025*; 2-dr., $930°. EDSEL —'58 Villager, $1,335*; Ranger|cars were also exceptionally strong. 
Super Riviera 4-dr., $910° (ps). ’55 Bel Air (6) Hardtop 2-dr., $950* Hardtop 4-dr., $1,300*. * * +. 
Alb ‘55 Special conv., $1,000° (ps); 4-dr., (ps), 2 at $855*; 2-dr., $755*; Bel] FORD — ‘59 Thunderbird, $3,755* (ps); CHICAGO 
any $660*, $625° (ps), $620° (ps); 2-dr., Air (8) Hardtop 2-dr., $950°; 2-dr., Country sedan (8), $2,275*. Arena Auto Auction, Sale every Tuesd 
Renasit—' -dr., t $750. $605*: Riviera 2-dr., $580*; RM Rivi- $785°: 4-dr., $745*: Bel Air (6) 2-dr., ’58 Thunderbird, $3,.250° (ps), 170° , sday 
ee oer. 1.375" era 2-dr., $975* (ps); 4-dr., $800° $755*; Two-ten (8) Delray, $700°, (ps): Fairlane (8) 500 2. (Apr. 14). Market strong. Sold 494 cars 
a (ps), $790* (ps), $700* (ps); Century $685*: Two-ten (6) 2-dr., $850°; Del- 2,260* (ps), 1,900° (ps): conv., | om 703 consignments. 
Volkswagen—'55 station wagon, $850. ps $ P x ps); , — -— «© 
‘ Riviera 4- dr., $950° (ps); Riviera 2- ray, $610; 4-dr., $495. $1.850* (ps): Victoria 4-dr., $1,690*, 2 
Chicago — $1,390*: Country sedan (8), $2,000° EBENSBURG, PA. 
(ps), 2 at $1,900° (ps), $1,750*; Ebensburg Auto Auction. Sale every 


Eaee— "58 Seer... $1,208. Fairlane (8) 4-dr., $1,550° (ps), $1,-| Thursday (Apr. 16). 195 
°° 5 ° , 3 , 54. 1955, 1956 and 
eee os Sde., 62,008. St d Fi ds C di f B 500*, $1,480° (ps): Victoria 4-dr., $1.-|1957 model ears a 
re I aoa ons ; + $1, ili idl 
he Ty u Vy in I uye Ss 265*; Custom (8) 300 4-dr., $1,505*, | prices are right. ee ee ae 


















































a en 8 ee Custom (8) 4-dr., $1,350°. “6 
Renaalt— . $835. " irl 8) § -» $1,535°; . 
Sanbeam—'58 Rapier, $1,750 9 d teria San. GLteer tpey” iden: NASHVILLE, TENN. 
Volkswagen — ‘58 Karmann-Ghia, $2,050; refi i i ers Victoria 2-dr., $1,350°: 4-dr., $1,230:| Nashville Auto Auction. Sale every 
2-dr., $1,445. 2-dr., $960* (ps): Country sedan (8),| Wednesday (Apr. 15). Weather was beau- 
"ST conv., $1,385; 2-dr. sunroof, $1,285; $1,400, $1,385°; Fairlane (8) Victoria oo ae Gay _ oo ae sale. The 
-dr., $1,205. i : > market was much stronger than in pre- 
. , . ANN ARBOR, Mich. — Credit|home owners and young married $1,000. + Custom (8) 300 4-dr.. | vious weeks. Price increase was more 
Danville, Va. buyers aren't big spenders. | couples, for example. ‘56 Fairlane (8) Crown Victoria, $1,200 | NOticeable with the 1957 models. Sold 182 
i (ps); Victoria 2-dr., $905*; 4-dr., | “27S from 297 consignments. 
= Stmen—S0 Arends 2-dr., $1,505. Among those with similar in- | Persons who feel their financial $900*, $805°, $795°, $710°: ‘Custom . eo 
4 Flint comes and background, people | position has improved or who ex- (8) 4dr. oe, Ste. OND: Ranch NEW YORK 
i ir i (8) ; ain (8) 2-dr 
, Renault—'57 4-dr., $700. who use credit spend no more | pect to increase their incomes in wagon , Pn. | aes Skyline Auto Auction. Sale every Tues- 
Votkswagen—'5S7T conv., $1,290. than those who pay cash for | the near future tend to spend more a? ee ey Oe See oe. Gay (Ape. 14). Red hot sale again hers 
Pestle’. Ore household appliances, home im- |on home improvements, appliances} 55 Fairlane (8) Crown Victoria 2 -dr..| cars. Demand for clean cars very heat 
’ * $880* ; , $850°; Victoria 2-d 
Renaalt—'57 Dauphine 4-dr., $1,000. ae , age N.M rn ed Mo reports, $820°: ja. $640; Countey sete 8). is oni Seid 107 cars from 
+ r ro . Mor- rgan $830; Ranch (6), $710*; Cus- : 
sipwagen — "86 Karmana-Ghia Hardtop a ee oe consumer behavior indicates that tom (8) 2-dr.. $630: Stems (8) aan, ae 
: 2-dr., $2,210. gan of the University of Michigan this kind of = is highly $365° MANHEIM, PA. 
Los Angeles department of economics in an ar- - of spending ‘54 Country sedan (8), $680; Fairlane| Manheim Auto Auction, Inc. Sale every 
. s ticle appearing in the American competitive with such forms of (8) conv., $580*°, $345; Custom (8)| Friday (Apr. 17). A bright clear spring 
cs Mneity sentstes, 02.508. Economic Review. His analysis is| *®¥imgs as cash in the bank, gov- 4-dr., $435*, $375, $310; 2-dr., $400°.| day. Sold 79 percent of 721 cars registered. 
Cnet. ie based on interviews with 16,000 ernment bonds, and so forth. | IMPERIAL — "S17, Hardtop 2-dr., "$2,235* ~ wm... 
_ “GE... OSs , (ps); 4-dr., $1,825° (ps). 
Ford a ae ae 4-dr., $340. | consumers in studies conducted by “People who use credit don’t ac-| °55 4-dr., $1.300° (ps). Conteet MASON CIrry, IA. i a 
Renaalt—'57 4-dr., $780. F the U-M Survey Research Center. | cumulate these liquid assets to buy | ~~ —'57 Premiere 4-dr., $1,905° Wednesday (Apr iS). ‘Wonderful weather 
Sunbeam—'57 Rapier, $1,250*. large items, but pay for them out! . “te —wonderful sale! More sharp cars avail- 
‘olkewagen—— 58 sunroof 2-dr., $1,560. Most consumers spend between 8 of income.” h lai But wh 56 c apri 4-dr., $1,240° (ps), $660°. able and buyers snapping them up. Every- 
"57 2-dr.. $1,525 and 10 percent of their income for Se Be cxpains. SU €N | MERCURY—'57 Monterey conv., $1,535*; | one looking for convertibles, Thunderbirds 
"56 sunroof 2-dr., $1,210. these items, Morgan reports, This such differences as income, family| = Montclair conv., $1,495* (ps). Corvettes and trucks. Sold 124 cars from 
54 2-dr., $730 proportion is remarkably stable for status, and home ownership are 56 Monterey Hardtop 4-dr., $1,325°; | 178 consignments. 
Volvo—'57 2-dr., $1,280, $1,150. , : ys tak “ Custom station wagon, $1,075* (ps), a. 
those with incomes ranging be- en into aecount, “the use of $875*; Hardtop 4-dr., $875*, $700°; 
Daytona Beach, Fila. tween $1,000 and $7,500 credit is not associated with a sig-| _—_2-dr., ‘$650 VALDOSTA, GA. 
, , i. nificantly higher proportion of in-| ‘55 Montclair 4-dr., $760*; coupe, $735*;| Tom Hewitt Auto Auction. Sale every 
Ford (English)—'59 2-dr., $1,185. When individual income in- me bei t i Monterey coupe, $690°. Friday (Apr. 17). We had another red 
"58 2-dr., $825. creases, this kind of spending in-| ve e ng open on consumer in- ‘54 Monterey coupe, $640; Custom 2-dr.,| hot sale today. Weather was real nice. 
F o. N. D ona even more rapidly. But | vestment items, Morgan notes. $405. Cars were bringing top prices. 
arg ,. ases - ———EEEE SS 
Renault—'57 Dauphine 4-dr., $760. when incomes fall, consumers are | 
. reluctant to reduce expenditures for | N C 1- . -R t ti 
Warehouse Point, Conn. | aopjiances, home improvements| ew ommercia ar egis rations, 
Volkswagen—'58 2-dr., $1,350. and cars. 
West Palm Beach, Fila. In addition to income, spending | 
: yn tates for Mare - 
Austin—'54 4-dr., $275. 
Fiat—'58 4-dr., $1,055 = on home ownership and 9 
iam—'55 2-dr., $710. amily status. For instance, 
ney Peg 4-dr., $1,000. young married coupl whe own | 
ane’ Aronde Hardtop oa $1,250.| their home and have no children 
: Aronde station wagon, $1, . Ss) come 
Sunbeam— 57 Rapier 2-dr.. $1,050. oo = eee their ime . 
Velkswagen—'57 sunroof 2-dr., $1,115. r taxes) for these items: eld- | South Carolina ‘s? | 326 2 8 my 6S) 3 6} 104] 
‘ erly couples living by themselves a a + Na ree a el 33 157 37 _62 an _ _ 6} Hh} 552 
Manheim, Pa. in rented quarters spend only 7 | West Virginie 59 | 183 a a | a a | 5 joj 47; ~«+10|~=SC«S 
Alfa Romeo—'58 conv., $2,250. percent for this purpose. eal es eae act ane 37|_ ee i nae 1i|___ 428 
Bristol—'58, $3,000. : Wisconsi "5?| | 412] 5 | 343 7| 221 17 15 3) 59| 38; 1302 
BMW —'57, $3,800. Almost none of the change from | © *“°"*" 58 | 350 3 62} 24] 77! sta] 5 9 b] 32} 631068 
Fiat—'57 4-dr., $1,020. 1947 to 1957 in “consumer invest-| J States Reported 59 \ 92i (2) 200) 760) 246 351 | “| 23 29| 106) 2) 2786 
Ford ein—'50 sport coupe, $1,600" 2dr, $1.- ment” spending appears to result| To Date for March i) a 6} 127] at 37) 16| 14) 74) 85| 2048 
—_. from changes in the composition of | Year 59| 141| 48239, 418; 7290) 4 10312; 1973; 9 944|—s«1971| += 3866) += 5964| 129250 
Hitman —'58 Husky station wagon, $1,-| the population, Morgan notes, But/_ Te Date 58) 113! 35273 450| 5973) on 14205} 1563) 683 1723| _2776| _ 3914) 103636 
= Gatien wennn, O10. on a long-term basis, there is a| “The information in this report has been compiled from official state documents. ed fle mesenetite _Procgation has been exercised to insure 
Jaguar 57. $2,000. trend toward more people in those | @ccuracy to the extent of the registrations received at the time the report is publ k & Co. cannot assume any liability by 
MG—'5S 2-dr.. $1,925. u which tend to s d more| "40" of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count cain =o iy the Oregon State Motor Vehicle Deport 
"55 conv., $1,290 groups e pen ment is ey in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R 
. of their income in this fashion—' Polk & Co, The 1958 figures for Oregon are Polk es. 


Opel—'58 2-dr.. $1,110. 
Peugeot—'58 4-dr., $1,500. 
Porsche—'55 sport coupe; $1,430. 


sca a New Passenger-Car Registrations, 7 States for March, 1959-1958 


Volkswagen—'58 Karmann-Ghia conv., $2,- 
050; 2-dr., $1,275. 









































"ST 2-dr., $1,300; sunroof, $1,240. Car registrations by AMC Cc , s-P iscel 
"56 2-dr.. $690. : Chrys- | Impe- \. : Mer- | FORD Cadil-| Chev-| Olds-| Pon- | G.M. Miscel- 

- cates G0, somstes Ram- | “ler | rial | Soto Edsel jLincoln) cury |TOTAL| Buick | “jac | rolet |mobile} tiac | TOTAL Stude-| lan. |TOTA 
Bordentown, m2 Pe - wel ker | eous 
Austin—'54 4-dr., $230. Idaho "59 135 i ig ul “| 77 | = 377 12 9 4 2) a 41} 341 | 123) 693 “| 141| 1607 
Flet—'s8 2-dr., $3,700; 4-dr., $1,060. ‘58 9 2i 4 2I 120 253 13 ul 63 4i| 286 89} 109| 597 115} 1389 
Soa—'52 4-dr Nebraska 59 207 a 17 31; «10 | 498 i331 16 105| 1478) «56 ~~ 1231| 268) ~—«250/ 2004) ~=«w3|~=«a292| «4592 
eee) Rarmaan-Giis 3ér., @,- ‘58 ‘a 41 17 nl | <l 2 16 97| 1063} 194 . 1114 | 190) 1794 2| —115| 3498 
an i a a ae 

Littleton, Colo. South Carolina 3) | ‘i im 479) ToRs| 35) aae| Tar Tag 4615 
Volkswagen —'59 2-dr., $1,850; Sunroof, m3 Z| &|_m|__0|_7er|__|__s  Z ee 
a sar a 

» Mason City, Ia. West Virginia 3 io) 4 ‘ | 100/202 a 7a a) 12 | Mal naa as 214) aaa itt] 300) 3328 
Volkswagen—'58 Sunroof, $1,260. 58 4l 24 6 26 72| 188) 316) 622 - % a 152} 40} += 622} —s«176) «128 Ni 30 %| 2377 
Wisconsin ‘59 1154 7 14 85| 259 2833 561| 249 2043) + +815) 813) 528i; 196)  527| 11359 

New York City ‘58 ra 2} 27] 08} 267 pa tia 708) 22 3 2712474 2474| ‘578 207| 240 769 a 4571 BR 287| (9273 
Volkswagen—'58, $1,330. 7 States Reported ‘59 7305, «348 oo) = 781 S| 7 = a 140 987| 10835| «1776 3) a i 15612; 803| —-2971| +35970 
Seattle To Date for March ‘58 1244| 353 68} 307} 795 289} 15! 939} -8134) 1711 7412 a a 13218] 249] «*1381| 28013 - 

, Year "59 45198) 8549) 2841 save ee aan) ss72| - 5172 net | "Seite 44229| 24526) 221735 403609|  19998|" 79666) 879275 

55 Hardtop, $650. To Date '58 18966} 11188| 3310 62271| 108313} 158424 5775| —21604| 194703] 50377] 21254) 203921 Sear? aver 373711} 6685] 41693] 744071 


’58 Microbus, $1,675; 2-dr., 
$1,530, $1,450, 12 at $1,375; sunroof; “The information in this report has been compiled — official state documents, Srare sestanaitto precaution has been exercised to insure goe to the extent of the registrations 
2-dr., $1,405. received at the time the report is: published. R. L. Polk & Co. cannot assume a liability vo reason of inaccuracies or Romy "—-R. L. Polk Co. 

"ST 2-dr., $1,315. The 1958 figures for Metropolitan and Packard are included in miscellaneous. stration count prepered Los the 2 Craeen State Motte Vehicle Department is included in 
’S5 sunroof, $960. this preliminary U. S$. summary. These figures have not been subjected to pom ey ures ; ually applied by R The 1958 figures for Oregon are Polk figures. 








where there-are the most marbles! 


You’re bound to win with General Outdoor. 
With GOA you can be sure of getting the out- 
door advertising coverage and penetration that 
sells most effectively. 

GOA’s ability to help deliver customers is a 
result of facilities—large plant size—a sufficient 
number of panels to provide you a poster show- 


ing with proper distribution and without com- 
petitive product duplication. 

To find out how General Outdoor Advertising 
can put extra effort, extra impact—extra depth 
behind your Outdoor campaign, just call your 
General Outdoor Advertising office or write to 
us in Chicago. 


Covers 1700 Leading Cities and Towns 


General Outdoor ACOA Mouery iene ei 


515 South Loomis Street, Chicago 7, Illinois 
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AUTOMOTIVE NEWS, APRIL 27, 1959 


Used-Car Auction Prices 


(Continued from Page 26) 


RAMBLER —'58 Ambassador (8) 4-dr., "56 (62) 
$1,610* (ps). (60) 
57 Rebel (8) Hardtop 4-dr., $1,290*° 


sedan de Ville, $2,260* 
Special 4-dr., $1,810* (ps). 
"55 (62) conv., $1,760* (ps). 
"54 (60) Special 4-dr., $1,050* (ps). 
—— Bel Air (8) 2-dr., $2,- 
"58 Impala (8) conv., §$2,300* (ps); 
Hardtop 2-dr., $2,050*; Biscayne (8) 
4-dr., $1,400; Delray (6) 4-dr., $1,060. 
'S5 President (8) 4-dr., $650; Champion ‘57 Bel Air (8) 2-dr., $1,450* (ps); 
(6) 4-dr., $560; 2-dr., $445; Com- Two-ten (6) 4-dr., $1,150, $1,105, $1,- 
mander (8) 4-dr., $540. 050, $1,025, $1,000; Two-ten (8) 2- 
MISCELLANEOUS—'59 El Camino (8), dr., $1,090; One-fifty (6) station wag- 
$2,085. on, $1,050. 
"57 Willys Dispatch, $705. "56 Two-ten (8) 4-dr., 
"55 Ford (8) %-ton pickup, $550. Two-ten (6) 2-dr., 


(6) 2-dr., $725. 
WAREHOUSE POINT, CONN. 


'55 Bel Air (8) conv., 
$690; One-fifty (6) 
Southern Auto Sales, Inc. Sale every ten (6) 2-dr., $700. 
Thursday. Prices are for sale of Apr. 16. | DeSOTO—'53 Firedome 2-dr., 
To put it mildly we had a wow of a 4-dr., $180* (ps), $160*. 
sale. Beautiful weather, a huge consign- | DODGE—'57 Coronet (8) 2-dr., 
ment and lots and lots of buyers. Next '55 Coronet (8) 4-dr., $625°*. 
week we expect it to be even better. '54 Royal (8) 2-dr., $440*, $375*, $360°; 
BUICOK—’59 LeSabre conv., $2,700°. Coronet (6) 4-dr., $275 
"57 Super 4-dr., $1,610° (ps); Special 
4-dr., $1,450°, $1,400°*. 


"52 Coronet (6) coupe, $160°. 
| EDSEL—’58 Ranger 2-dr., $1,340. | 
"56 Super Riviera 4-dr., $1,115*; Special 
4-dr., $1,000*, $910° (ps), $770°. 


FORD—'58 Country sedan (8), $1,800*, 

,750* ; & - > 

"55 Century Riviera 2-dr., $790*; Special oT Fairlane (8) 500 4-ér., $1. 
sedan, $715; Super 2-dr., $705* (ps). 


(ps); 


(ps). 
‘56 Custom (6) 4-dr., $1,240*. 
"65 Super (6) 4-dr., $665. 
"54 Super (6) 2-dr., $200. 
STUDEBAKER — '57 Champion (6) 2-dr., 
$720. 


$1,105*, $1,065°; 
$800°*; One-fifty 


$975*; 2-dr., 
2-dr., $850; Two- 
$195* (ps); 


$1,305°. 





675* (ps); Fairlane (8) Victoria 4-dr., | 
"54 Special 4-dr., $375°. 


$1,500* (ps); Custom (8) Ranch wag- | 
on, $1,525. 

CADILLAC—'57 (62) sedan de Ville, $2,- 

975° (ps), $2,950° (ps). 





ST? Fairlane (8) 500 Victoria 2-dr., $1,- | 
705° (ps), $1,500°; Fairlane (8) Vic- 


toria 2-dr., $1,435* (ps); Ranch wag- 
on (8), $1,330, $1,200; Custom (8) 
300 4-dr., $1,125*, $975*, $800*. 

56 Country Squire (8), $1,050*; Fair- 
lane (8) 2-dr., $900; Victoria 2-dr., 
$875*, $870*. 

’55 Fairlane (8) Victoria, $690*; Custom 
(8) 4-dr., $665. 

54 Custom (8) 2-dr., $515; 
4-dr., $400, $375. 

LINCOLN—’56 Capri Hardtop 2-dr., $1,- 
050* (ps). 

MERCURY— 57 
(ps). 

‘56 Monterey station wagon, 
Custom 4-dr., $670*. 

"54 Monterey 4-dr., $800*. 

NASH—'55 Ambassador (8) 
dr., $690. 

*54 Statesman (6) 4-dr., $290. 

"53 Statesman (6) 4-dr., $185. 

OLDSMOBILE — '58 (98) Holiday 4-dr., 
$2,500* (ps). 

"53 (88) 4-dr., $310, $300°. 

"52 (98) Holiday 2-dr., $150*. 

PACKARD—’'54 4-dr., $375*; 
dr., $150*. 

PLYMOUTH—’'58 Belvedere (8) 
2-dr., $1,930* (ps). 

57 Suburban (8), $1,475*; Savoy (8) 
4-dr., $1,110*; Savoy (6) 4-dr., $1,- 
010*; Plaza (8) 2-dr., $910. 

"56 Belvedere (8) conv., $1,040*, $1,- 
005°. 

"55 Belvedere (8) 4-dr., $640*. 

"53 Cranbrook 4-dr., $290, $160. 

PONTIAC—’57 Star Chief Catalina 4-dr., 
$1,300* (ps). 

"56 Chieftain Catalina 2-dr., $810°; 4- 
dr., $750*. 

"53 Chieftain station wagon, $425; 2- 
dr., $255*, $240°, $225°, $200°, $185*, 
$175*. 

"52 Chieftain conv., $140°*. 


RAMBLER—’55 station wagon, $740*. 
’53 station wagon, $315. 


Main (6) 


$1,560° 
$1,025*; 


Monterey conv., 


Hardtop 2- 


Clipper 4- 


Hardtop 


"52 2-dr., $105. 
’51 station wagon, $130. 
STU DEBAKER—’57 Silver Hawk (8) 2- 
dr., $1,200*. 
’56 Champion (6) 2-dr., $770*. 
53 Commander (8) Hardtop 2-dr., 
$245°. 
WILLYS—’57 Jeep, $1,350. 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $750. 
’49 Cadillac Hearse, $155; International 
walkin, $105. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 14. 


BUICK—’56 RM conv. 2-dr., $1,065* (ps); 
Special 4-dr., $750*. 

’55 Century Riviera 4-dr., $870* 
RM Riviera 2-dr., $1,065* (ps). 

654 Super Riviera 2-dr., $575* (ps). 

CADILLAO—’57 (62) Hardtop 2-dr., $2,- 
750* (ps). 
*56 (62) sedan de Ville, $1,850* (ps). 
*54 (62) conv., $1,225* (ps). 
CHEVROLET—’58 Impala (8) Hardtop. 
$1,915*; Bel Air (8) 4-dr., $1,890*. 

'57 Two-ten (8) 4-dr., $1,350, $1,125. 

’56 Bel Air (6) station wagon, $1,050*; 
Bel Air (8) 4-dr., $1,030*. 

"55 Bel Air (6) station wagon, $945; 
Hardtop 2-dr., $885*; Two-ten (8) 2- 
dr., $750; 4-dr., $710*; One-fifty (8) 
2-dr., $650. 

"54 Bel Air 2-dr., $450. 
CHRYSLER—’57 NY 2-dr., 
'54 NY 4-dr., $500° (ps). 
FORD—'58 Fairlane (6) 500 Victoria 2- 

dr., $1,450; Custom (6) 300 2-dr., $1,- 


(ps); 


$1,760* (ps). 


225. 

"57 Fairlane (8) 500 4-dr., $1,515* (ps); 
2-dr., $1,500* (ps); Victoria 2-dr., 
$1,445*, $1,370* (ps); Fairlane (6) 
2-dr., $1,000*; Custom (6) 300 2-dr., 
$950. 


ARE YOUR 


PROFITS 


HIDING ? 


Car dealers build profits every day with these Post-Master savings 


SAVES! No more time-consuming hand entries. 
Figures are entered as they're read — posted to 
all related records simultaneously. 


SAVES! No costly trial-and-error balancing. 
Posts — balances — proves each entry in one, fast 
operation. Automatic posting keeps costs low. 


SAVES! Simple 10-key keyboard saves time — 
increases posting speed. No more costly errors 
caused by hurried hand entries. No need to watch 
keys or select key columns. Real keyboard comfort. 


like wearing magic gloves!’ 
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SAVES! Eliminates end-of-month balancing and 
rechecking. Every entry is proved as it’s posted. 
Figures are accurate, available for reference. 


SAVES! Cuts operating costs— personnel. One 
girl and one machine for Accounts Payable — 
Accounts Receivable — Payrolls — General Ledger. 


SAVES! No late mailing or extra postal charges. 
Statements always go out on time. Correspondence 
is kept to a minimum — accounts are up to date. 
Ask for a demonstration today! 


*An Underwood Trademark 


2-dr., $1 
(ps); Co. 


’56 Fairlane (8) conv. 
Victoria 2-dr., $1,015* 
sedan (8) 4-dr., $940*. 

’55 Fairlane (8) 4-dr., $650*. 

’53 Custom (6) 2-dr., $260. 

’62 Ranch wagon (6) 2-dr., $300 

"51 (6) 4-dr., $195. 

LINCOLN — ’'56 Premiere Hardtop 
$1,540* (ps). 

NASH—’59 Ambassador Custom 4-dr 
515* (ps). 

OLDSMOBILE—’58 (88) Super 4-dr 
100* (ps). 

"56S (88) Super Holiday 4-dr., 990° 
(ps); (88) 2-dr., $785. 

"53 (98) Holiday 2-dr., $425* (ps) 

PLYMOUTH—’58 Belvedere (8) 2-dr., $1,- 
740; Hardtop 2-dr., $1,650*. 
’57 Plaza (6) 4-dr., $865. 
’54 Station wagon (6) 2-dr., $350 
PONTIAC—’57 Star Chief conv., $1.675* 
(ps). 
RAMBLER—’58 Super (8) Cross Country, 
$1,765 

"57 Super (8) 4-dr., $1,210*. 

56 Super (6) 4-dr., $905*. 

"563 Custom (6) 2-dr., $425; 
dr., $290. 

*51 Custom (6) 2-dr., $165. 


FARGO, N. D. 


Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of Apr. 16. 
Steady. Sold 59 cars from 110 consign- 
ments. 


BUICK—’'56 RM Riviera 4-dr., $760* (ps). 

CHEVROLET — ‘58 Biscayne (8) sedan, 
$1,680*° (ps), $1,630°; 4-dr., $1,625, 
$1,595, $1,590; Biscayne (6) 4-dr., $1,- 
100; Station wagon (6), $1,370. 

’57 Bel Air (8) 4-dr., $1,380*; Two-ten 
(6) 4-dr., $1,065*. 

"56 Bel Air (6) 4-dr., $945*. 

"55 Two-ten (8) 4-dr., $855; Two-ten 
(6) 2-dr., $715; Bel Air (8) 2-dr., 
$675. 

"54 Bel Air conv., $470; 4-dr., $450°*. 

*53 Special 4-dr., $245. 

’50 2-dr., $105*. 
CHRYSLER—’55 NY 4-dr., 

"53 4-dr., $215° (ps). 
DeSOTO—’52 Firedome (8) 4-dr., $175. 
DODGE—’56 Coronet (8) 4-dr., $745 

’51 Coronet (6) 2-dr., $115. 
FORD—’58 Custom (8) 300 4-dr., 

$1,435. 

"57 Country sedan (6), $1,360*°; Fair- 
lane (8) Victoria 2-dr., $1,350°; Cus- 
tom (8) 300 4-dr., $1,150°; Custom 
(6) 2-dr., $915; bus. coupe, $855 

’56 Fairlane (8) Victoria 2-dr., $1,010* 
(ps); 4-dr., $1,000*. 

’55 Country sedan (8), $910*; Main (6) 
2-dr., $475. 

"52 Custom (8), $115. 
MERCURY—’55 Montclair 4-dr., 
OLDSMOBILE —'57 (98) 4-dr., 

(ps); (88) 4-dr., $1,390°. 

"52 (88) 4-dr., $220. 
PLYMOUTH—’'57 Plaza (6) 2-dr., $675. 

’55 Plaza (8) 4-dr., $570. 

53 Cambridge (6) 4-dr., $190, 
PONTIAC—’57 Star Chief 2-dr., 

(ps). 

’56 Star Chief 4-dr., $950*. 

55 Chieftain station wagon, $805; 4-dr., 
$585. 

RAMBLER—’56 Custom 4-dr., $835; Hard- 
top, $830. 

MISCELLANEOUS — '55 Chevrolet 2-ton, 
$1,695; Ford %-ton pickup, $480 
’52 Chevrolet 2-ton, $540; International 
(160), $540; Ford %-ton, $395. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Apr. 14. 

BUICK—’57 Century Riviera 2-dr., $1,- 
815° (ps), $1,720* (ps); conv., $1,- 
690° (ps); Riviera 4-dr., $1,385*; Spe- 
cial. Riviera 2-dr., $1,475*, $1,450°. 

56 Century Riviera 2-dr., $1,235° (ps); 
Riviera 4-dr., $935*; Super conv., $1,- 
085* (ps); RM Riviera 2-dr., $1,025° 
(ps); Special Riviera 4-dr., $900*. 

’55 RM Riviera 2-dr., $1,025° 
$775* (ps); Special Riviera 2-dr., $1,- 
015* (ps), $795*; Century Riviera 2 
dr., $1,000° (ps), $935* (ps); Riviera 
4-dr., $800° (ps); Super Riviera 2- 
dr., $885° (ps), $775° (ps). 

’54 Special Riviera 2-dr., $760°, $740° 
(ps); Super Riviera 2-dr., $500* (ps). 

"53 RM Riviera 2-dr., $325* (ps); Spe 
cial 2-dr., $315. 

"52 Super 4-dr., $215*, $100*. 

CADILLAC—’'58 (62) coupe de Ville, %,- 
150° (ps), $4,125* (ps), $3,845° (ps); 
sedan de Ville Extended Deck, $3,- 
800* (ps), $3,410* (ps); conv., $3,- 
790° (ps). 

‘57 El Dorado Seville, 
(62) conv., $3,340* (ps), $3,035° 
(ps); coupe de Ville, $3,250° (ps), 
$3,050* (ps), 2 at $2,935* (ps); conv., 
$3,035* (ps); sedan de Ville, $2,850° 
(ps); (60) Special 4-dr., $2,955* (ps). 

"56 (62) sedan de Ville, $2,440° (ps); 
coupe de Ville, $2,220* (ps), $1,990° 
(ps); (60) Special 4-dr., $2,000* (ps). 

"55 (75) Limousine, $2,000* (ps); (62) 
coupe de Ville, $1,975* (ps); sedan 
de Ville, $1,525* (ps); conv., $1,500° 
(ps). 

"54 (62) coupe de Ville, $1,680* (ps), 
$1,550* (ps); sedan de Ville, $1,350° 
(ps), $990* (ps); (60) Special 4-dr., 
$1,170* (ps). 

"53 (62) coupe de Ville, 
$985* (ps), $905* 
Ville, $845° (ps); 
$685* (ps). 

"50 (62) coupe de Ville, $275*. 

CHEVROLET—-'59 Impala (8) Hardtop 2- 
dr., $2,800* (ps); conv., $2,600* (ps); 
Hardtop 4-dr., $2,675* (ps). 

"58 Corvette, $2,580; Impala (8) conv., 
$2,150*; Bel Air Hardtop 4-dr., $1,- 
890* (ps), $1,835* (ps), $1,800* (ps); 
Biscayne (8) 4-dr., $1,780* (ps), $1,- 
725*; Yeoman (6), $1,640; Biscayne 
(6) 2-dr., $1,570. 

"57 Corvette, $2,570, $2,400, $2,275; 
Two-ten (8) Townsman, $1,750* (ps); 
2-dr., $1,370*, $1,275*, $1,115*; Bel 
Air (8) conv., $1,725* (ps); Hardtop 
2-dr., $1,695* (ps), $1,650* (ps), $1,- 
585*; 4-dr., $1,540*, $1,485*; 2-dr., 
$1,480*; Two-ten (6) Townsman, $1,- 
480, $1,395; 4-dr., $1,025; One-fifty 
(6) Utility sedan, $1,250. 

"56 Bel Air (8) conv., $1,210* (ps): 
Two-ten (8) 4-dr., $1,000*; One-fifty 
(6) 2-dr., $675. 

’55 Two-ten (8) Handyman, $1,090*; 
Delray, $980*, $905*, $850*; 4-cr., 
$650; Bel Air (6) station wagon, $1,- 
025; 4-dr., $885*; Bel Air (8) conv., 
$1,020*, $985* (ps), $975; Hardtop 
2-dr., $935*, $770* (ps); 4-dr., $895*; 
2-dr., $740*; Two-ten (6) Hardtop 2- 
dr., $825*; 2-dr., $680*; One-fifty (8) 
Utility sedan, $735, $635. 

°54 Bel Air conv., $550*; 4-dr., $475%; 


(Continued on Page 31, Col. 2) 
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Predict 5 Years of ‘Greatest Growth’ .. . 


AUTOMOTIVE NEWS, APRIL 27, 1959 


Diesel Boom Is Under Way 


(Continued from Page 18) 


eral of the above is that a diesel 
engine almost always has some 
tradein value, regardless of its 
age. Ordinarily, a diesel can be 
made like new for about 20 per- 
cent of its original cost. 

* 


Some Drawbacks, Too 


ens a diesel engine has 
its share of drawbacks, many 
of which the manufacturers are 
striving mightily to eliminate, If 
they can’t eliminate them, they 
want to minimize them, And if 
they can’t minimize them, they 
want to gloss over them. Among 
the disadvantages are: 

1. Principally, it’s the cost, rang- 
ing often to 10 times what a gas- 
oline engine of equivalent horse- 
power would cost. Let’s face’ it— 
the diesel is a rugged monster with 
sensitive fuel injection system, 
making for high manufacturing 
costs. 

Also, this is a relatively low- 
volume industry that tailors al- 
most every engine to a specific 
application, resulting in high en- 
gineering charges. 

2. The noise level is higher and 
different than that of a gas en- 
gine, particularly at slow and 
idling speeds. However, this noise 
isn’t terribly objectionable and the 
manufacturers feel that it can be 
well kept out of the cab, 

3. Diesels are generally consid- 
ered to be “smoke wagons” but 
diesel engineers say that this is 
the most unjust criticism, caused 
by the operators who don’t main- 
tain their units properly. They 
claim that a properly maintained 
diesel will emit less smoke than a 
gas engine, but that a poorly main- 
tained diesel will emit much more 
smoke than a poorly maintained 
gas engine. 

= > 

POOR acceleration is a char- 
* acteristic of many diesels, al- 
though good acceleration is not 
needed for most diesel applications. 
Improved acceleration can be 

— for some economy of opera- 
ion. 

“Have you ever seen a Grey- 
hound bus take off?” is the re- 
joinder given by some diesel en- 
thusiasts when questioned on this 
subiect. 

5. Weight and size have often 
been a serious disadvantage, but 
this is being overcome by the use 
of aluminum, turbochargers, V-8 
blocks, stronger alloys and in 
many other ways. 

6. Diesel fuel odor is considered 
a slight disadvantage by some, but 
it can be masked by artificial 
aromas, if necessary. 

7. Engine vibration, arising from 
the diesel’s low r.p.m. and high 
compression, are another minor 
disadvantage in some engines. 
However, many manufacturers 
have pretty well minimized this. 

cz ” = 


8 New GM Engines 


O* ALL the recent developments 
in the diesel industry, surely 
the one that has been the biggest 
bombshell was the announcement 
by GM’s Detroit Diese] Engine di- 
vision of eight new basic engines, 
giving it a range of 20 to 1,650 
horsepower with only three cyl- 
inder sizes, The former range was 


30 to 893 horsepower. Detroit Diesel | 7 


now has 19 single and multiple 
engines. 

Included in the new lineup is a 
new “53” series, consisting of two-, 
three-, four- and six-cylinder en- 
gines, specifically designed for 
users of small trucks, buses and 
taxis. 

In addition, four new V-type 
engines were introduced in the 
“11” series, ranging from 252 to 
675 horsepower. Many of these 
new engines are smaller and 
lighter than other “in-line” en- 
gines of less power. 

The most distinguishing feature 
of GM’s “Jimmy” diesel is that it’s 
a two-cycle or two-stroke engine, 
meaning that there is a power 
Stroke every time the piston goes 
down, The rest of the industry 
relies largely on four-cycle systems 
for truck diesels. 

Detroit Diesel officials say their 
two-cycle engine gives faster ac- 
celeration, a smaller package, bet- 
ter breathing, cleaner exhaust, 








smoother torque flow, minimum 
vibration, long engine life, better 
performance at high altitudes and 
results in lower cylinder and ex- 
haust temperatures. 

The big disadvantage of this 
system, which requires a blower to 
pump in fresh air and to push out 
the exhaust, is said to be that it 
costs more to produce, although 
GM prices are quite competitive. 

+ * 


Hovraves, competitors say that 
the four-cycle is superior be- 
cause no blower or supercharger 
is needed, no oil cooler is needed, 
it has a better balanced crank- 
shaft, it requires no valve sleeves, 
it provides more complete combus- 
tion, there’s no need for an open 
chamber, it can idle for longer pe- 
riods and peak combustion pres- 
sures are reduced. 

Clyde W. Truxell, general man- 
ager of Detroit Diesel who worked 
closely with the late Charles F. 
Kettering in the development of 
the two-cycle diesel, told Automo- 
tive News that orders for the 
second quarter of 1959 are 100 
percent over the third quarter of 
last year. Earlier Truxell said, 
“We are loaded for bear,” and 
few in the industry are inclined 
to dispute this. 

Of course, it must be kept in 
mind that the vehicle market, 
while believed to be one of great 
potential diesel growth, is only one 
of many for Detroit Diesel and 
other diesel builders. 

At present the biggest growth 


market is probably the construc- 
tion industry. Other markets are 
agriculture (continuing strong de- 
mand), marine (coming back), 
pumps and welders (respectable) 
and petroleum (the only market 
currently depressed). 

Two other markets—railroads 
and earth-moving equipment—are 
supplied by another GM division, 
Cleveland Diesel. 

+ * * 


Cummins Developments 


N TOUCHING on the auto in- 

dustry, its worthy of note that 
there is considerable apprehension 
in some quarters of the diesel in- 
dustry about the possibility of the 
auto makers entering this field 
and bringing their built-in advan- 
tages of volume merchandising, 
mass production, nationwide serv- 
ice and research. 

Cummins Engine Co., which 
makes 56 percent of all U. S. 
diesels, also has recently intro- 
duced two new engines—the 70- 
horsepower J-70 and the 80- 
horsepower J-80—to compete for 
sales in the market represented 
by light trucks and buses, ve- 
hicles that hitherto have been 
powered almost exclusively by 
gas engines. 

This company, now celebrating 
its 40th anniversary, pioneered in 
the development of its own “pres- 
sure-time” fuel system and was the 
first company to put out a full line 

of turbocharged engines, thereby 
materially increasing the horse- 











Cummins J-80— 


The new 80-horsepower Cummins diesel 
that was recently introduced. It's designed 
for light trucks, buses and other light 


applications. 
oe 


power with only a slight gain in 
weight. 

Cummins, which supplies diesel 
engines to International Harvester, 
Mack Trucks, White Motor Co. 
and White’s Autocar division, also 


| provided the engines for the 11 


tractors that towed two semi- 
trailers each in a milestone-mark- 
ing demonstration last February 
on the New York Thruway. 


. * + 


ROMISING new economies for 


shippers and consumers, the 98-| 
units) 


foot-long “double-bottom” 
hauled up to 130,000 pounds gross 
weight over a 506-mile length of 
the superhighway. At the end of 
the Thruway, each trailer was 





Cold-Extrusion Process to Grow Rapidly 


(Continued from Page 14) 


said his company is now cold ex- 
truding a part for $3.07 that for- 
merly cost $9.03. The blank for this 
job now weighs eight pounds, com- 
pared to 13 pounds previously. 

Ford’s Davis said his people 
frequently have produced a better 
part by cold extrusion at less 
than the cost of the raw material 
with the previous process. He 
added that the greater strength 
in the part sometimes permits 
the elimination of heat treating. 

Commenting on the scrap reduc- 
tion, Eitel, of AC Spark Plug, said 
disposable chips from one operation 
at his plant were reduced from 
11,000 tons to 500 tons a year after 
switching to cold forming. 

AC Spark Plug now extrudes 
150,000 spark-plug shells a day, 
making it one of the auto industry’s 
leaders in cold extrusion. Much 
more cold extruding will be done 


at AC in the near future. 
- ° > 


OLD extrusion does have certain 
limitations, but most of the 
speakers felt that biggest drawback 
is that the people in the industry 
don’t recognize the potential of the 
process. Ejitel said the process can 
grow fantastically in the next few 


years—it’s all up to the engineers. 

An important drawback to cold 
extrusion is that a considerable in- 
vestment must be made for com- 
plete success, As one speaker said, 
“You have to stay out or jump in 
the water altogether.” 

To illustrate, a cold header is 
needed for producing the blank 
or slug, One speaker said that the 
heart of the problem is how well 
this machine does its job. 

Then, an annealing furnace is 
required for softening the metal. 
Also needed is a series of seven 
tanks for lubricating or “soaping” 
and for phosphate-coating the 
blank. The latter step provides a 
honeycombed surface that prevents 
the soap from being squeezed out. 

The cold forming is done in a 
heavy, sturdy press that should 
have at least 150 tons of force for 
each square inch of material 
worked. In some cases an ordinary 
press is suitable, but often a special 
press is needed to insure complete 
success. 

> > > 
Limitations and Problems 
CHING on this situation, 
Davis said that one drawback is 
that the presses are always a com- 
promise and that the process isn’t 





Detroit Diesel’s Dynamometers— 


Clyde Truxell, left, general manager of 


GM's Detroit Diesel division, and Walter 


Frederick, chief engineer of the division, examine one of their first new V-8 engines 
in the “largest dynamometer room in the country” at the Detroit plant. Detroit 
Diesel recently introduced seven other new ehgines and added 290,000 feet of 


manufacturing space. Every engine produced receives at least one test run here. 





realistic if each job requires a spe- 
cial press. A member of the audi- 
ence commented that May Co. of 
Germany, now has a press that has 
pretty universal application. 

A further limitation of the proc- 
ess was expressed by Alfred Braun 
of Braun Engineering Co., a Detroit 
firm that is an acknowledged leader 
in the field. He said that potential 
growth of the process is confined to 
symmetrical parts where metal can 
be saved. 

A problem for most users of 
cold extrusion is what kind of 
metal to use, Thus far, low- 
carbon steel has been largely 
used, since most of the demand 
is for steel parts. However, ex- 
perimental cold extruding has 
been done with iron, high-carbon 
steel, aluminum, brass and zinc. 
Pointing up the fact that the 

selection of the precise alloy can 
be a problem in itself, Eitel said: 
“We've tried many types of steel 
and we feel the steel we're now 
using, 1110 rim steel, is our best 
compromise, although we're not 
completely satisfied with it. 

“Usually, extrudible steel is hard 
to machine, and machinable steel 
is hard to extrude, You need a very 
strong steel with good machine- 
ability.” 

7 - o 
H® ALSO said that the costly 
and perishable tools needed for 
the process almost endangered the 
success of his company’s program. 

Eitel added, “Many of us are still 
beginners in the art of cold extru- 
sion, Much teamwork and research 
is necessary among the metallur- 
gists, the machine builders and the 
design, tool and lubrication en- 
gineers.” 

Die and punch life in the ex- 
trusion press is another problem 
at present. Ejitel said his plant 
was getting 100,000 to. 150,000 
pieces per die, but that the 
punches had a shorter life—15,- 
000 to 30,000 pieces. The punches 
don’t wear out, but they break, 

However, Braun said that many 

dies lasted for 500,000 pieces. Davis 
said Ford was producing a million 
pieces with one set of dies in some 
cases. 

Pieces now being extruded for 
production cars in the auto in- 
dustry include spark-plug casings, 
piston pins, many types of nuts, 
bearings, torsion-bar anchor hous- 
ings, switch bodies, oil-filter shells 
and a number of other items. 

In addition, Ford has produced 
many items experimentally by cold 
extrusion. Among these’ are shafts 
with splines on both ends, starter 
gears (that require no machining) 
and differential gears. 





with 68,000 pounds of freight, 
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hauled to its destination by a sep- 
arate tractor. 

This suggests another trend in 
the Eastern half of the country 
that will prove beneficial to diesel 
manufacturers, This is the trend 
toward raising weight and length 
limits on the thruways, paving the 
way for bigger trucks in which 
diesels are most economical, West- 
ern states are more liberal. 

Another development working 
for the diesel truck industry is 
the rapidly expanding network of 
superhighways, with their re- 
duced grades and limited acces- 
ses, permitting more hours of 
sustained operation, Diesel en- 
gine economy at par t-throttle 
operation offers the best fuel 
economy, according to the diesel 
manufacturers. 

Mack Trucks, Inc., Plainfield, N. 
J., not only is the oldest independ- 
ent truck maker in the U, S. 
(founded in 1900), but it also is the 
largest single supplier of diesel 
trucks—not engines. 

Mack produces about 40 percent 
of all diesel trucks in the U. S. 
and manufactures all the engines 
for these trucks, except for the 
power units for some off-highway 
vehicles and extra-large trucks 
which are supplied by Cummins. 
Mack also has built more diesel 
trucks than any other producer. 

Claiming a major technological 
achievement, Mack last week in- 
troduced a new line of lighter 
diesel trucks and tractors that are 
capable of pulling the heaviest 
freight loads over a U. S. road sys- 
tem, especially in the western 
states where higher gross weights 
are permitted. 

The new trucks, called the G 
models, have a specially-engineered 
power plant compartment that en- 
ables the vehicles to be fitted with 
a wide variety of diesel engines. 
The engines have a large number 


| of aluminum parts. 
| * * 
Mack Is Big Producer 


‘CH of Mack’s success, which 

has been in the heavy-duty 
truck field, is credited to its unique 
Thermodyne engine whose prin- 
cipal distinction is an improved air- 
swirl combustion system that re- 
portedly gives better thermal effi- 
ciency, smooth and smokeless op- 
eration and good starting. This is 
accomplished by rapidly dispersing 
the fuel in the combustion chamber 
air which is made to swirl at high 
velocity. 

Like many of the diesel manu- 
facturers, Mack has a weight-re- 
duced engine containing a number 
of aluminum parts, although it has 
no all-aluminum engine. 

Continental Motors, Muskegon, 

Mich., one of the U. S, firms pro- 
ducing replacement diesel en- 
gines, came out earlier this 
month with its new LDS-427 
multifuel engine, Its wide fuel 
tolerance has inter- 
ested the Army which favors 
units of this type because of their 
ability to surmount logistic and 
supply 

Cc. J. Reece, Continental pres- 
ident, said the engine represents 
several years of development, with 
the German MAN engine as its 
starting point. This engine created 
quite a stir in U. S. diesel circles 
about four years ago because of its 
exceptional fuel economy and ex- 


treme quietness. 
> * 


. 

NOTHER replacement diesel 
engine manufacturer is Wau- 
kesha Engine Co. which now makes 
six naturally aspirated and turbo- 
charged power plants that are suit- 
able for trucks, Waukesha also is 
on the verge of announcing a 
couple of other new truck diesels. 
Another starter in this field is 
the Utica division of Curtiss- 
Wright Corp., which is licensed 
to build and sell Mercedes-Benz 
automotive diesels in this coun- 
try. Curtiss-Wright is just at- 
tempting to break into the truck 
market with its four diesels, 
ranging from 36 to 200 horse- 

power. A 
The attractive U. S. market also 
is getting attention from diesel 
makers in at least three European 
countries which are offering diesel 
truck engines here, These are 
Perkins, Ltd., of England; Volvo, 


of Sweden, and Kamper, of West 


Germany. 
All in all, the diesel truck in- 


dustry has come a long way in the 


past 27 years. For it was in May, 
1932, that the first diesel-powered 
truck left its loading dock at 
Purity Stores in San Francisco 
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AIR CONDITIONER CHARGER—A port- 
able air conditioner charging-checking 
station for automobiles has been an- 
nounced by Kent-Moore Organization, 
Inc., 28635 Mound Rd., Warren, Mich. 
The K-M station combines a vacuum pump, 
freon supply, gages, valves, and a five- 
pound metering-charging cylinder which 
is said to eliminate the customary scale 
and hot water bucket. It is not necessary 
to maintain a separate air conditioner 
service group as part of a garage service 
progrom, according to Kent-Moore. Evac- 
vation, charging and gaging can be done 
on the cor. Air conditioner service is sim- 


plified and reduced to a basic procedure) 
of connecting two hoses and adjusting | 


clearly labeled valves, it is said. 
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IGNITION TESTER—The Scope-Analyzer, 
Model 27-09, requiring only 24 minutes 
in tuning the average cor, has been an- 
nounced by Allen Electric and Equipment 
Co., 2101 N. Pitcher St., Kalamazoo, Mich. 
The unit is said to combine the advan- 
tages of conventional metered equipment 
with the fast diagnostic ability of the ig- 


nition scope. in operation, ignition faults | 


are pinpointed on the scope. The individ- 
vol test instruments ore then used to tune 


the engine to recommended factory speci-| 
fications, The results of each tuneup can| 
be quickly proved to the customer by| 


using the scope to display the corrected 
pattern, it is said. 
- 
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BEAR PROMOTION —A promotional 
“Chase the Kil-Joys Out" program to 
help servicemen sell more wheel aline- 
ment and balancing service has been an- 
nounced by Bear Mfg. Co., Rock Island, 
iil. This program is said to include every- 
thing the serviceman needs to sell more 
jobs—signs, posters, and direct mail ma- 
terial. iran 


O.E.M. Products Offers 
Leaf Spring Pad Inserts 

A treatment for squeaky leaf 
springs has recently been an- 
nounced by O.E.M, Products Co., 
2342 N. Cicero Ave., Chicago 39, Ill. 
Called O.E.M. leaf spring pad in- 
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serts, these devices are engineered 
especially for leaf springs. 

An intricate weaving process is 
said to produce a sturdy one-piece 
body. Raised button or ridge design 
types retain their form indefinitely, 
the company said. 





WHEEL BALANCER—A wheel balancing 
“package,” consisting of the model 1040 
Acra-Speed wheel balancer and a supply 
of weights to balance 150 wheels, has 
been announced by John Bean Division, 
Food Machinery & Chemical Corp., Lan- 
| sing 4, Mich. Balancing with the Acra- 
| Speed is said to be accomplished by re- 
| moving the wheel from the cor and set- 
ting it on the balancer. An indicator on 
top of the machine registers the out-of- 
balance condition and shows the exact 
| position where the weight should be 
| placed, it is said. 
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VALVES—Valves designed to increase 
the revolutions per minute in the Volks- 
wagen engine have been announced by 
| European Motor Products, Inc., P. O. Box 
668, Riverside, Calif. Of lighter weight, 
these valves are highly polished and 
offer no resistance on intake or exhaust 
flow, it is said. The EMP! valves are said 
to meet the need for greater durability 
with broader seating (Y% mm oversize) 
which affords a better fitting valve job. 





CAR WASHER—A car washer, called 
the Dew Boy, has been announced by 
Hopkins Manufacturing Corp., 428 Pey- 
ton St., Emporia, Kans. When attached 
to a garden hose, the Swivel-T-Valve, 
built into the sponge head, automatically 
stops the flow of water at the sponge. 
As normal washing pressure is applied 
to the head, water flows through the 
sponge to the surface being washed. For 
rinsing, more pressure applied to the 
Dew Boy head releases a flood of water. 





LIFT—Joyce-Cridland Co., 2027 E. First 
St., Dayton 3, O., has announced a two- 
post model of its “Quick Spot” lift. The 
lift features movable arms thot fit all 
types of cars and light trucks. Joyce 
claims the lift will end lift obsolescence, 
handling all cars regardiess of make, 
model or yeor at prescribed pickup points 
without the use of adapters, The lift is 
available in two models—air, full hy- 
dravlic or electric, full hydraulic. Hand 
controls are standard equipment, but foot 


controls ore available. 
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SPRAY GUN —<A self-contained spray 
gun that can be held in one hand has 
been announced by Sprayon Products, 
Inc., 2075 E. Sixty-fifth St., Cleveland 3, 
©. Known as the Sprayon “Jet-Pok,” the 
unit can be used anywhere, it is claimed. 
Jet-Pak is powered by a replaceable can 
of propelient gas which delivers a steady, 
constant pressure from start to finish until 
it is used up, it is said. The Jet-Pok sprays 
ony liquid that can be thinned to proper 
consistency, including lacquers, stains, 
enamels and latex wall point, it is 
claimed, 


SCREENS—Mitchell Auto Shade Screen 
snap-in model is said to fit all conven- 
tional automobiles, including hardtops 
and convertibles. Easy to install, it snaps 
in between window glass and bottom 
window sill. Holds firmly in place, with- 
out sagging, yet does not interfere with 
window operation in any way, it is said. 
Mitchell Mfg. Co., Fort Smith, Ark. 
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LICENSE COVER—The one-piece, trans- 
parent Acrilonitrile license plate protector 
covers the entire plate and protects 
against salt, mud and rust. The cover 
has a metalized trim, Brittain Sales Corp., 


77 Copley Rd., Akron 20, O. 
oe: 2s 


4-in-1 Warning Device 
Announced by Tedcar 


“Flash-Glo,” a four-in-one warn- 
ing device that flags, lights, flashes 
and reflects, has been introduced 


by Tedcar Products Co., Box 1209, 
Union, N, J. 

Tedcar said the heavy-gauge steel 
device hag two-way top-flashers 
plus two-way steady flashlights, 
four-way circuit switch permitting 
all-on or separate lighting, collap- 
sible legs and uses a six-volt lan- 
tern battery. 


RACKS—Kee-Kiamps, slip-on malleable 


TIRE CHANGER—The finger-tip control 
of Big Four's P-58 Powair tire changer is 
| said to (1) lock tire and rim in working 
position, (2) break both beads at the same 
time, and (3) release tire and rim for bal- 
ancing. The design of the wedge-wing 
bead-breakers has been up-dated to han- 
die all tires and rims now on the roads, 
Standard equipment still are the safety- 
lift demount tool and bead-protecting 
mounting tool. Important accessories are: 
The safety-flate automatic inflator that 
| shuts off at preset pressure, permitting 
observation of bead seating at a safe dis- 
| tance, and Dri-Clean air filter to keep dirt 
and moisture out of air lines. Big Four 
| Industries, Inc., 5938 Carthage Ct., Cin- 
| cinnati 12, O. 





iron fittings, are said to make it possible | 


to construct adjustable tailpipe, exhaust 


pipes and muffler racks 


with ordinary | 


one and 1'%-inch pipe. Kee-Klamp Space- | 


Saver racks 
welding, drilling or bolting. Clamp-On 
dividers for the separation of stock in 


can be assembled without | 


horizontal or vertical positions are avail- | 


able. The racks are available with pre- 
assembled frames and connecting 


rails. | 


Gascoignes Industries, Inc., 1329 E. 289th | 


St., Wickliffe, O. 


TIRE REPAIR KiT—Greater speed and 
profit in the repair of tires—both tube 
and tubeless—ore said to be possible 
with the All-Service repair kit introduced 
by A. Schrader’s Son, Division of Scovill 
Mfg. Co., Inc., 471 Vanderbilt Ave., 
Brooklyn 38, N. Y. By combining all 


METALWORKING TOOL—A 4-in-1 tool, 
announced by Albert J. Tatu, inc., 5473 
| Main St., Williamsville 21, N. Y., punches 
burr-free holes in metals up to 16 gouge, 
ito one inch from edge of stock. It has 
| five round punch sizes: Yg, 5/32, 3/16, 
|7/32 and % inch. Square, oval and hex- 
| ogon shaped punches also are available. 
The unit also shears metals up to 16 
| gouge thickness, to one inch wide, at any 
angle; forms metal with bends up to 90 
degrees using rod or bar stock up to one 
inch wide, 16 gauge thick; rivets with 
| any type of solid or hollow rivet up to 
one inch from edge of stock and up to 
|a maximum of % inch in total thickness, 
| it is said. 


required tools and materials in a handy, | 
sturdy package, the Schrader No. 5072) 


kit is said to eliminate time lost in 
searching for special tools, patches, or 
fluids. In addition to eighty-1% by 1% 
inch patches and twelve-24%, round nail- 
hole patches, the kit contains six-3%, inch 
rd., four-5 inch rd. and two- 6 inch rd. 
Nylon-reinforced patches for repairing 
cuts and punctures up to Y% inch. A roll 
of special self-vulcanizing stock is in- 
cluded for use with self-vulcanizing fluid 
os G permanent filler. 
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PARTS CABINET—United Motors Service 
Division, General Motors Corp., Detroit 2, 
Mich., is offering a parts cabinet, de- 
scribed as bringing a “one cabinet ap- 
proach” to more efficient merchandising 
and better inventory control of replace- 
ment parts for automotive service shops. 
Available through UMS distributors, the 
cabinet is 6 feet high, 3 feet wide and 
one foot deep. Made of heavy-gauge 
steel, it provides nine adjustable shelves 
and a header sign. It is finished in medi- 
um gray. 


| 
| POWER BRAKES—Power 


brakes de- 
| signed to run whether the motor is run- 
ning or not have been announced by 
| Stage Matic Co., 4426 Vine St., Denver, 
| Colo. Available for all makes of cars 
| from 1952 to current models where 
cylinder is mounted on fire wall, Stage 
Matic power brakes operate independ- 
ently and do not affect engine efficiency, 
it is said. 


HUB—Kelly self-locking hubs are said 
to reduce front end wear, provide easier 
steering, increase two-wheel-drive power, 
permit front wheel balancing and elim- 
inate drag. Hub flange is the same size 
as original hub. Made of steel and cad- 
mium plated, the hubs are said to be 
noncorrosive. Kelly Mfg. Co., 503-505 
Broad St., P, O. Box 227, Charleston 21, 
W. Va. 
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i Need a Sales LIFT? i 
| If So... I 


Try the—Hard Sell— 


{ CHISHOLM SYSTEM 1 
of HOT Prospecting 


i % It gives management the tools 
to develop and train profit produc- 
ing salesmen—shows how to get 
§ prospects. | 


%& Gives positive contro! of owner 
contacting. 


%& Used by successful auto dealers 
| of all sizes for 23 years! 


For Free Details Write 


i CHISHOLM SYSTEMS 
Box 1352, Palo Alto, Calif. 
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FULL PRICE FOR THIS 
Portable OFFICE! 


You can have a better office at less 
cost—and can avoid building delays. 
Send coupon below for complete infor- 
mation on Model 710 as illustrated. 


© Completely prebuilt—ready for use. 

7’ x 10’ with 7’ high ceiling. 

® Large windows on all four sides. 

® Steel frame and skids—undercoated. 

® Attractive interior paneling. 

© Special metal exterior. 

® Choice of exterior colors. 

® Linoleum tile floor covering. 

* Ceilings and walls insulated. 

® Light plug—telephone jack. 

© Fluorescent ceiling light. 

® Portable towing loops welded to 
skids on each corner. 


PORTABLE STRUCTURES 
P.O. Box 38F3 
Osceola, Ind. 


Please send further information on 
PORTABLE OFFICE Model 710: 


f.o.b. 
ELKHART 


NAME 





ADDRESS 


—_—_—_—_—$$——_—$ 


FIRM 





city 


STATE 


CHRYSLER 


DeSOTO 


DODGE 





Used-Car Auction Prices 





(Continued from Page 28) 


Two-ten 4-dr., 
$385; One-fifty 2- 


2-dr., $430, 
$465*, $460; 
dr., $300. 

’53 Two-ten Townsman, $540, $380; 2- 
dr., $385; 4-dr., $360*, $355; Bel Air 
2-dr., $500; 4-dr., 2 at $400, $375. 

’52 Special sedan, $425*, $210*; Deluxe 
4-dr., $275*, $195*. 

’51 Special sedan, 2 at $305; 
dr., $250*. 

’50 Special sedan, 
conv., $240. 


"57 


$390* ; 
2-dr., 


Deluxe 4- 


$275, $220; Deluxe 


Windsor 4-dr., $1,545* 
(ps). 

°56 Windsvr 4-dr., $1,300* (ps). 

’55 NY Deluxe, $1,085* (ps). 

’54 NY Deluxe 4-dr., $505* (ps). 

’57 Firesweep station wagon, 
$2,100*; Firedome 4-dr., $1,615* (ps) 
'57 Saratoga station wagon, $1,- 
(ps); Coronet (8) 4-dr., $1,375* 
Custom Royal (8) Lancer, $1,- 





935* 
(ps); 


$870*. 


56 Royal (8) 4-dr., 
5 $600*; 


Royal (8) 4-dr., 

4-dr., $595°*. 

"54 Coronet (8) 

53 Meadowbrook 
4-dr., $280*. 

EDSEL—’58 Corsair Hardtop 4-dr., 
775* (ps); Pacer 4-dr., $1,675*; 
top 2-dr., $1,514* (ps). 

FORD—’'59 Thunderbird, $4,200* (ps), 
100* (ps), $4,050* (ps), $3,975* 
$3,900* (ps), $3,875* (ps), 
(ps); Galaxie (8) Victoria 4-dr., 
700° (ps); Fairlane (8) 
dr., $2,375* (ps) 

"58 Thunderbird, $3,490* (ps), 
(ps), $3,440* (ps), $3,425* (ps), 
400* (ps), $3,300* (ps); Fairlane 
500 Victoria 2-dr., $1,940* (ps), 
850° (ps); conv., $1,725* (ps); 
tom (8) 300 2-dr., $1,495* 

’57 Thunderbird, 2,710, $ 

s 
‘ 


Coronet (8) 


suburban, 
(6) 


$435 

club sedan, $295; 
$1,- 

Hard- 


$4,- 
(ps), 


$3,455* 
$3,- 
(8) 
$1,- 
Cus- 
2,700; Fair- 

lane (8) 500 Skyliner, $2,030* (ps); 
Victoria 2-dr., $1,575* ps), 

(ps), $1,445* (ps), $1,425*; 

4-dr., $1,540° (ps); 4-dr., $1,475* 

(ps), $1,425* (ps); Country Squire 

(8), $1,870* (ps); Country sedan (8), 

$1,740*, $1,640° (ps); Del Rio 

Ranch wagon, $1.655* (ps); Ranch 

wagon (8), $1,425* (ps), $1,410*; 

Fairlane (8) Victoria 2-dr., 

(ps); 2-dr $1,250*; Custom 

2-dr $1,225*, $1,185*, $1,085 

"56 Thunderbird, $2,300; Parklane 
$1,.230* (ps): Country sedan (8), $1,- 

165*, $1,070* (ps); Fairlane (8) 

conv., $1,065* (ps) $780; Victoria 

2-dr., $1,005* (ps), $985* (ps), $960*: 

4-dr $800* (ps); Main (8) Ranch 

wagon, $1,015* 

"55 Thunderbird, 


Victoria 


(8) 300 


(Ry), 


$1,775*; Country sedan 
(8). $950°; Fairlane (8) 4-dr., $825*, 
$735*; conv., $700*: Main (8) Ranch 
Wagon, $765*; Custom (8) 4-dr., 
$650*: Main (6) 4-dr., $580 

"54 Crest (8) Victoria, $550: conv., 
$525*; Custom (8) Ranch wagon, 
$465*; Main (8) business coupe, $385 

"53 Main (6) Ranch wagon, $410; Crest 
(8) Victoria, $360°, $350°; conv., 
$350*; Custom (8) coupe, 2 at $275°*. 

"52 Crest (8) Victoria, $210; Custom 
(8) 2-dr., $200 

"51 (8) Country Squire, 2 at 
Deluxe (8) 2-dr., $200; Custom 
2-dr., $180 

"18 Touring roadster, $900 

LINCOLN — ‘57 Premiere 
$2.535* (ps) 

"56 Premiere 4-dr., 
$1.385* (ps) 

‘55 Capri coupe, $535*° (ps) 

"54 Capri conv., $525* (ps) 

"53 Capri coupe, $485* 
$335° (ps) 

MERCURY—'5S Voyager, $2.450* (ps) 

"57 Montclair coupe, $1,690* (ps); Turn- 
pike Cruiser 2-dr., $1,620° (ps); 
Monterey 4-dr $1,525° (ps); coupe, 
$1,420° 

‘56 Custom station wagon, 
Montclair coupe, $1,060* 

‘5S Monterey coupe, $855* 
station wagon, $765* 
$675*° (ps) 

‘S4 Monterey 
(ps), $490°; 

"53 Monterey 

NASH 56 
(ps) 

"54 Statesman 

"53 Statesman 
4-dr., $225*. 

OLDSMOBILE—'59 Dynamic 
4-dr., $2,950* (ps). 

"58 (98) Holiday 4-dr., $2,415* 
(88) Super conv., $2,380* (ps). 

"57 (88) Super Holiday 4-dr., $1,985* 
(ps); (98) Holiday 4-dr., 
(ps); Holiday 2-dr., $1,795* (ps); 
(88) Holiday 4-dr., $1,870* (ps). 

56 (88) Super Holiday 4-dr., $1,325* 
(ps); 4-dr., $1,150° (ps): (98) 
day 2-dr., $1,320* (ps). 

"55 (88) Super Holiday 2-dr., $1,150* 
(ps); (98) Holiday 4-dr., $1,085* (ps); 


$220° ; 
(8) 


Landau 4-dr., 


$1,625* (ps); conv., 


(ps); 4-dr., 


$1,555° 
(ps). 

$800° (ps); 
Montclair con., 


(ps); 


conv., $635; coupe, $600* 
conv., $565*. 

coupe, $345°*. 
Ambassador (8) 4-dr., $1,070* 
(6) 
(6) 


club coupe, 
Country 


$395°*. 
club, $285; 
(88) Holiday 


(ps); 


(88) Holiday 4-dr., $930* (ps). 

’54 (98) 4-dr., $730* (ps); (88) Super 
Holiday 2-dr., $725* (ps); (88) 2-dr., 
$490". 

"53 (98) 4-dr., $325*; Holiday 2-dr., 
$200". 

*51 (98) 4-dr., $135*. 

PACKARD—'52 Mayfair, $145*. 

*51 (200) 4-dr., $145. 

PLYMOUTH—59 Fury (8) Hardtop 2- 
dr., $2,605*. 

’57 Fury (8), $1,800* (ps); Custom (8) 
Suburban, $1,540*; Belvedere (8) 
Hardtop 4-dr., $1,445*; Savoy (8) 
Hardtop 2-dr., $1,200*. 

"56 Suburban (8), $1,085*; Savoy (8) 
Hardtop 2-dr., $875*; Suburban (6), 
$835; Belvedere (6) 4-dr., $525*. 

’55 Belvedere (8) Hardtop 2-dr., $800*. 

’54 Belvedere Hardtop 2-dr., $490. 

53 Cranbrook 4-dr., $340; Cambridge 
4-dr., $240. 

PONTIAC—’'58 Bonneville conv., $2,350* 
(ps); Star Chief Catalina 4-dr., $1,- 
240° (ps). 


’57 Super Chief station wagon, $1,735°*; 


Star Chief Catalina 4-dr., $1,660* 
(ps). 
"56 Star Chief Catalina 2-dr., $1,060* 


(ps); Chieftain 4-dr., $800*. 

’55 Chieftain station wagon, $985* (ps); 
Star Chief Catalina 2-dr., $960* (ps), 
$935* (ps), $930* (ps), $850*, $785°. 

’54 Star Chief 4-dr., $445*; Chieftain 
(8) 4-dr., $210. 

’53 Chieftain (8) Catalina, $350*; 2- 
dr., $245; 4-dr., $230*. 

*52 Super (8) Catalina, $300*. 


$3,840* | 
$2,-|- 
Victoria 2-| 


$1,510° | 


(8) | 


$1,390° | 


$1,945° | 


Holi- | 


‘51 Chieftain (8) Catalina, $185*; 4- 
dr., $125*. 
RAMBLER—’58 Custom 4-dr., $2,135* 
(ps). 


’55 Custom (6) Cross Country, $940*. 
’53 conv., $250*. 
"52 (6) Country 
Country, $240. 
’51 Country club, $300*. 
STUDEBAKER—’55 Commander (8) club 
coupe, $730. 
54 Commander (8) 
$530*; 4-dr., $350*. 
’51 Champion (6) conv., $145*. 
WILLYS—’53 station wagon, $250. 
’52 Aero Wing 2-dr., $180*. 
*651 station wagon, $305*. 


club, $285*; Cross 


station wagon, 


MISCELLANEOUS—’59 Chevrolet El Ca- 
mino, $2,265*. 

’57 Chevrolet %-ton pickup, $1,030, 
$955; Ford Ranchero, $1,550* (ps), 
$1,350* (ps); %-ton pickup, $1,025; 
GMC \%-ton pickup, $1,050. 

56 Ford %-ton pickup, $850*, $785; 
GMC ¥%-ton pickup, $795*; Stude- 





baker %-ton pickup, $835*. 

’55 Chevrolet %-ton pickup, $865*, $825, 
$770*, $700; Ford %-ton pickup, $805*, 
$765*, $690*. 

’54 Ford Courier, $465*. 

'53 Dodge %-ton pickup, $475; GMC 
carryall, $395; Kaiser 4-dr., $200*. 

"52 Chevrolet %-ton pickup, $370. 

49 Ford %-ton pickup, $235. 

’47 International %-ton pickup, $115. 








| 


| CHEVROLET—’59 Brookwood 





FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Apr. 15. Market 
was real strong on sharp cars in medium 
price range—’58 and ’59 models were a 
little weak. Sold 199 cars from 302 con- 
signments. 

BUICK—’59 Electra conv., $3,525* (ps). 

’58 Limited 4-dr., $2,700* (ps); Super 

Riviera 4-dr., $2,430* (ps); Riviera 2- 


dr., $2,365*; Special Estate wagon, 
$2,300* (ps); Riviera 4-dr., $2,065*. 

’57 Special Estate wagon, $1,820* (ps); 
Riviera 2-dr., $1,535* (ps), $1,230; 
Riviera 4-dr., $1,500*, $1,010; Super 
Riviera 4-dr., $1,735* (ps), $1,495* 
(ps); Riviera 2-dr., $1,355; RM 4- 
dr., $1,700* (ps); Century Riviera 4- 
dr., $1,580*. 

’56 Super Riviera 4-dr., $1,200; Riviera 
2-dr., $1,065* (ps); Special 4-dr., 2 
at $1,100; Riviera 4-dr., $1,070*; Rivi- 
era 2-dr., $885*, $850; RM 2-dr., 
$730* (ps). 

'55 Special Riviera 2-dr., $710*, $700*; 
RM Riviera 4-dr., $540* (ps). 

’54 Special 4-dr., $500; Riviera 2-dr., 
$315*; Super Riviera 2-dr., $365. 

’53 Super 4-dr., $335*, $275°*. 


’52 Super 4-dr., $145*. 
CADILLAC—’58 (62) sedan de Ville, $3,- 
500* (ps). 
"57 (62) sedan de Ville, $2,665* (ps). 
(6), $1,990; 
Impala (8) 4-dr., $2,530*. 


*5S Corvette, $2,800; Impala (8) conv., 
$2,220* (ps), $2,175* (ps), $2,095*; 
Hardtop 2-dr., $2,090*; 2-dr., $1,850*; 
Bel Air (8) Hardtop 2-dr., $1,905*; 
Hardtop 4-dr., $1,860* (ps); 2-dr., 
$1,800, $1,725*; Biscayne (8) 4-dr., 
$1,735*, $1,695*, $1,650; 2-dr., $1,- 
695*; Yeoman (8), $1,670*. 

‘57 Bel Air (8) station wagon, $1,700* | 


ae 





(ps); conv., $1,690*%, $1,565*; 4-dr., 
$1,415* (ps); 2-dr., $1,400*, $1,390*; 
Two-ten (8) station wagon, $1,510*; 
4-dr., $1,390*; 2-dr., $1,370*, $995; 
Two-ten (6) station wagon, $1,460", 
$1,350; 2-dr., $1,255, $1,195; 4-dr., 
$1,115, $1,110; Bel Air (6) 2-dr., $1,- 
350. 

56 Bel Air (8) conv., $1,300*%; Hardtop 
4-dr., $1,100*; Two-ten (8) 2-dr., 
$965*, $915*; Delray, $915*; Two-ten 


(6) 4-dr., $825; 2-dr., $765; One-fifty 
(6) 2-dr., $775, $695. 
’55 Bel Air (8) station wagon, $1,005; 


2-dr., $780*, $635; 4-dr., $685*; Bel 
Air (6) 2-dr., $895, $715*; 4-dr., $335; 
Two-ten (6) 2-dr., $685; 4-dr., $625, 
$600. 

’54 Bel Air 4-dr., $450, $470*; Two-ten 
4-dr., $380, $355*. 

’53 Bel Air Hardtop 2-dr., $320; Two- 
ten 2-dr., $310*, $185, $100; One-fifty 
2-dr., $170. 

CHRYSLER—’57 Saratoga 4-dr., $1,635* 
(ps). 

'55 Windsor Hardtop 2-dr., $815* (ps). 

DeSOTO—’56 Firedome 4-dr., $815* (ps). 


’53 2-dr., $230* (ps). 
DODGE—'55 Royal (8) Lancer 4-dr., $725. 
’51 Coronet (6) 4-dr., $105. 

F OR D—’58 Thunderbird 2-dr., $3,075* 
(ps); Country sedan (8), $1,850*, $1,- 
§25°*. 

’57 Fairlane (8) 
510*; conv., 


500 Victoria 2-dr., $1,- 

$1,405*; 4-dr., $1,365*° 
(ps); 2-dr., $1,325* (ps), $1,180; 
Country sedan (8), $1,410*; Ranch 
wagon (6), $1,210; Fairlane (8) 2- 
dr., $910°*. 

"56 Ranch wagon 
Fairlane (8) 4-dr., 
dr., $860, 2 at $750. 

"55 Custom (8) Ranch wagon, $890*; 
Fairlane (8) conv., $825*, $725*; 4- 


(Continued on Page 32, Col. 3) 


(8), $1,025* (ps); 
$975*, $885*; 2- 


QUICK, EASY INSTALLATION 


YOUR PRESENT INVENTORY 
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AUTOMOBILE 
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BRIGHTWORK 


Stainless steel trim, unlike less versatile metals, is func- 
tional as well as decorative. Being tough, solid, inherently 
strong, it can resist the impact of parking lot bumps and 
garage door scrapes. Body moldings of stainless steel 
help to prevent paint from being chipped off doors and 
fenders. Protect body surfaces from dents and scratches. 

The high dent-resistance of stainless steel is a big point 
in your favor when it comes to costs of reconditioning 
cars for resale. The trade-ins that require the least amount 
of renovation—the ones that have kept their good looks 
—the ones that move fast—are the cars that shine with 
stainless steel brightwork. 


Know the stainless steel trim on your product. Then 
sell your prospects by telling them about all the plus 
values that only glamorous, durable stainless steel can 
provide. 


REPUBLIC 
STEEL 


GENERAL OFFICES + CLEVELAND 1, OHIO 
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Used-Car Auction Prices 
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dr., $680*, $600*, $500*; 2-dr., $590", 
$345; Country sedan (8), $775, $700*; 
Custom (8) 4-dr., $625. 

54 Crest (8) 4-dr., $420*, $375* (ps). 

53 Custom (8) 4-dr., $165*, $155; 2- 
dr., $155*; Main (6) 2-dr., $105; Main 
(8) 4-dr., $100 

IMPERIAL — ’58 Crown Imperial South- 

hampton 4-dr., $3,115* (ps). 


LINCOLN—'58 Premiere club coupe, $3,- | 


195* (ps). 

MERCURY—’58 Voyager, $2,205* (ps). 
'57 Monterey 2-dr., $1,355°*. 
‘56 Monterey club coupe, 

Custom 4-dr., $800* 

’55 Monterey 4-dr., $685. 

'54 Monterey club coupe, $490*. 

’53 Monterey 2-dr., $325* 

OLDSMOBILE—'58 (88) Super conv., $2,- 

550° (ps). 

"57 (98) 4-dr., $1,700* 
(ps); (88) Holiday 4-dr., $1,680* (ps); 
2-dr., $1,500*, $1,400; 4-dr., $1,445*. 

'56 (88) Super 4-dr., $1,215* (ps), $1,- 
065* (ps); Holiday 4-dr., $1,095; (88) 
club coupe, $1,000* 

'55 (88) Super 4-dr., $890* (ps), $600*; 
2-dr., $545*; (88) Holiday 4-dr., $630; 
2-dr., $375*; (98) 4-dr., $625° (ps) 

"53 (88) 2-dr., $390*; (98) 4-dr., $195*. 

PLYMOUTH—’'57 Suburban (8), $1,415*; 

Beledere (8) 4-dr., $1,375* (ps); 2-dr., 
$1,295; Saoy (8) 2-dr., $1,250*; 4- 
dr., $1,075*. 

‘56 Custom (8) Suburban, $850; 
(8) 4-dr., $470 

'55 Savoy 2-dr., $550 

’53 Suburban, $350. 

PONTIAC 59 Catalina Hardtop 2-dr., 

$2,625° (ps); 2-dr., $2,490° (ps) 

'57 Chieftain 2-dr., $1,300*. 

'56 Chieftain 4-dr., $915* 

'55 Star Chief club coupe, $720*; Chief- 
tain Catalina 2-dr., $700*; 4-dr., $595*; 
2-dr., $480 

'54 Star Chief 2-dr., $485*; conv., 

"53 Chieftain 2-dr., $190, $180 

RAMBLER—'58 American Deluxe 4-dr., 

$1,295. 

57 Custom station wagon, $1,470*; 
Super station wagon, $1,320; 4-dr., 


$950° (ps); 


(ps), $1,475* 


Savoy 


$300* 


$1,085 

STUDEBAKER—'56 Sky Hawk 2-dr., 
$950° 

MISCELLANEOUS — ‘55 Chevrolet panel, 
$425 


ALBANY, N. Y. 


Tim Anspach Dealer's Auto Auction 
Sale every Monday. Prices are for sale 
of Apr. 13. We had a very brisk sale 
here today. Throngs of good car buyers 
pulling both triggers and, boy, they were 
shooting the works for those nice clean 
low mileage cars the sellers brought to 
town. Sold 152 cars from 182 consignments 
BUICK—'59 Invicta 2-dr., $3,025° (ps) 

'SS Special 4-dr., $1,950°, $1,925° 

‘S7 Super Riviera 2-dr., $1,475* (ps) 

'56 RM 2-dr., $1,075* (ps); Special 2- 
dr., $1,050°, $960°; 4-dr., $1,025", 
$900*; Riviera 2-dr., $1,000° 

‘55 Special 4-dr., $900°; Century conv., 
$885° (ps); Riviera 2-dr., 7 

'S3 RM 4-dr., $280°; Special 4-dr., 
CADILLAC—’57 (62) sedan de Ville, $1,- 

990° (ps). 

"54 (62) sedan de Ville, $1,070° (ps) 

‘53 (62) sedan de Ville, $420° (ps) 

"50 (62) sedan de Ville, $150° 
CHEVROLET—'5S Impala (8) 2-dr., $2,- 

150° (ps); Bel Air (8) Hardtop 4-dr., 
$1,850°. 

'S7 Bel Air (8) Hardtop 4-dr., 
$1,500*; Hardtop 2-dr., 
4-dr., $1,400° (ps); Bel Air (6) 2- 
dr., $1,490°; Two-ten (6) station 
wagon, $1,470°; Two-ten (8) 2-dr., 
$1,075 

'56 Bel Air (8) station wagon, $1,450°; 
2-dr., $1,230°; 4-dr., $1,200°; conv., 
$965*; Bei Air (6) 4-dr., $1,120°; 
Two-ten (6) 4-dr., $900; 2-dr., $860°; 
One-fifty (6) station wagon, $890 

"S55 Two-ten (6) station wagon, $975; 
2-dr., $700; Bel Air (6) 4-dr., $950°; 
2-dr., $950°, $900°, $780°; Bel Air (5) 
Hardtop 2-dr., $875; 4-dr., $875*, 
$565* (ps); conv., $770*; 
Delray, $800; Two-ten (8) 4-dr., 


$570°, $535; 
Bel Air 2- 


$790", 


$550. 
"54 Two-ten 4-dr., 
2-dr., $400; 


‘53 Two- ten 4-dr., $450, $420; 2-dr., 
$200; One-fifty 2-dr., $335; Bel Air 2- 
dr., $220°. 

CHRYSLER—'55 Windsor Deluxe, $570* 
(ps). 

DeSOTO—'58 Firedome 4-dr., $1,575* (ps). 

*56 Fireflite 2-dr., $1,150° (ps). 

'52 Firedome 4-dr., $110* (ps). 
DODGE—'54 Meadowbrook 4-dr., $235 
FORD—’59 Fairlane (8) Victoria 2-dr., 

$2,390° (ps). 

58 Thunderbird 2-dr., $3,110° (ps). 

’57 Country sedan (8), $1,600*, $1,500*, 
$1,350; Fairlane (8) 500 conv., §$1,- 
500* (ps); Victoria 2-dr., $1,450*; 
Custom (8) 300 4-dr., $1,200*, $1,090; 
Custom (8) 2-dr., $950. 

'56 Fairlane (8) Victoria 2-dr., $1,150*; 
2-dr., $950*: conv., $450* (ps); Coun- 
try sedan (8), $875. 

’55 Fairlane (8) Victoria 2-dr., $800*, 
$750, $635* (ps), $610°; 4-dr., $650*; 
Custom (8) 4-dr., $730. 

’53 Country sedan, $400; Custom 4-dr., 
$290*, $130. 

‘52 Ranch wagon, $350*; 
$250*. 

HUDSON—’55 Hornet Hardtop 2-dr., 
$530°. 

’53 Hornet 4-dr., $225. 

IMPERIAL—’57 Crown Imperial 4-dr., 
$2,350* (ps). 

LINCOLN — ’57 Premiere conv., 
(ps) 

MERCURY—’ 58 Monterey 2-dr., $1,750*. 

’S7 Turnpike Cruiser 4-dr., $1,675*; 
Montclair 4-dr., $1,650*. 

"56 Monterey 2-dr., $1,010*; 
4-dr., $800 

’55 Monterey station wagon, 
2-dr., $910°; 4-dr., $650; 
2-dr., $740*. 

’54 Custom Hardtop 2-dr., $500*; Mon- 
terey 4-dr., $310. 

OLDSMOBILE — '57 (98) 4-dr., $1,650* 
(ps); (88) Super 4-dr., $1,465* (ps); 
(88) Holiday 4-dr., $1,400* (ps). 

’56 (88) 2-dr., $1,130*. 

"55 (98) 2-dr., $1,100* (ps), $1,050* 
(ps); (88) Super conv., $900* (ps); 
4-dr., $850* (ps). 

"54 (98) 2-dr., $650* (ps); (88) 4-dr., 


Custom 2-dr., 


$1,990° 


Medalist 


$1,040*; 
Montclair 


| STUDEBAKER ‘57 Silver Hawk 2-dr., | 


| WILLYS 
| MISCELLANEOUS—'57 Ford %-ton pick- | 


$1,650°, | 
$1,650° (ps); | 


Two-ten (6) | 


station | 


| MEROURY—'58 Commuter, 


| 
| 
i 
| 


| 
| 
| 


$570; (88) Super 4-dr., $500*. 
’53 (88) 2-dr., $320*; (98) 4-dr., 
"50 (88) 4-dr., $110*. 
PACKARD—’55 (400) Hardtop 2-dr., 
$800* (ps). 
PLYMOUTH — ’57 Suburban (8), 


$170*. 


$1,650* 


(ps), $1,400; Belvedere (8) Hardtop 4- | 


dr., $1,385*. 

’56 Plaza (8) 2-dr., $660 

"55 Savoy (8) 4-dr., $850; 
(8) Hardtop 4-dr., 740°; 
2-dr., $680; 4-dr., $675*. 

’54 Plaza 4-dr., $320 

"53 Suburban, $410, $360; 
2-dr., $340. 

*51 Concord 2-dr., $125 

PONTIAC ‘57 Star Chief conv., 

(ps); Chieftain Catalina 2-dr., $1,- 
450*; 2-dr., $1,180* 

"56 Chieftain station wagon, 
*55 Chieftain 4-dr., 
lina 2-dr., $690* 

"54 Star Chief 2-dr., 

Deluxe 2-dr., $475* 
'53 Chieftain 2-dr., $100* 
RAMBLER—’59 2-dr., $1,725 
’52 station wagon, $150 


Savoy (6) 


$1,050. 
$1,025* (ps); 


$510*; Chieftain 


$860 
"55 Commander (8) 4-dr., $480. 
"53 station wagon, $330 


up, $1,100* 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every | 


Tuesday 
BUICK 
(ps) 

"55 Special conv., 
2-dr., $785* 

"52 Special 2-dr., $195 

CADILLAC—'5S4 (62) sedan de Ville, $1,- 
275* (ps) 

"53 (62) coupe de Ville 795* (ps): 

sedan de Ville, $760* (ps) 

CHEVROLET—'59 Impala (8) Hardtop 2- 
dr., $2,615* (ps); Bel Air (8) 2-dr.. 
$2.235* 

"58 Impala (8) Hardtop 2-dr., 
(ps) $2.395* (ps): conv., $2,295* 
(ps) Brookwood (8), $2,095": Bel 
Air (8) Hardtop 4-dr., $1,850° (ps): 
4-dr $1.600* (ps); Biscayne (8) 4-| 
dr.. $1,785*: 2-dr., $1,610*. 

‘57 Bel Air (8) Hardtop 2-dr., 
$1,710* $1.675* (ps): 
station wagon, $1,695*: 
2-dr., $1,170 

‘56 Nomad (8), $1,350*: Two-ten (8) 
Delray. $1.300°; 4-dr., $1,085*: One- 
fifty (8) 2-dr.. $950, $850: Two-ten 
‘6) 4-dr.. g900* 
$890, S880 

‘55 Two-ten (8) station wagon, $1,185*: 
2-dr., $610; Bel Air (8) 4-dr., $1,085* 
(ps); station wagon, $1,060*; Hardtop 
2-dr.. $940°;: Two-ten (6) 2-dr., $975*: 
One-fifty (6) station wagon, $950* 

"54 Two-ten 4-dr., $455*, $350 

"53 Bel Air 4-dr., 
$320 

DeSOTO—'57 Firesweep 4-dr., $1,405* (ps) 

"56 Firedome 4-dr., $1,260* 

‘S55 Fireflite 4-dr.. $1,135° (ps): Hard- 
top 2-dr., $1,125* (ps) 

DODGE—'57 Royal (8) Hardtop 2-dr., $1,- 
610° 

"56 Custom Royal (8) Hardtop 4-dr., 
$1,240°; Sierra (8), $1,.145° 

"55 Royal (8) Sierra, $1,025*: 
2-dr., $970* 

$340° ; 


Prices are for sale of Apr. 14 
"56 Special Riviera 4-dr., 


$1,050*° (ps); 


$1,760*, 
Two-ten (8) 
One-fifty (6) 


‘59 Galaxie (8) Hardtop 2-dr., 
$2,.600* 

"58 Country sedan (8), $1,925*: Fairlane 
(8) 500 Victoria 4-dr., $1,835" (ps); 
Ranch wagon (8), $1.700*: Custom 
(8) 4-dr., $1,695°; Fairlane (8) 4-dr., 
$1,545° 

‘57 Country sedan (8), $1,745*° (ps), 
$1,350; Custom (8) 300 4-dr., $1,265°, 
$1,160°; 2-dr., $1,085; Custom (8) 4- 
dr $1,245° 

"56 Fairlane (8) conv., 
dr., $975° (ps); station wagon (8), 
$1,100° $990 Custom (8) Hardtop 
2-dr., $925°; Main (8) 4-dr $845, 
$800 

"55 Station wagon (8), $1,260*, $1,150*:; 
Ranch wagon (6), $870*; 
4-dr., $795* 


$1,200* (ps): 2- 


"54 Station wagon (8), $770*; Crest (8) | 


Victoria, $615* 
‘53 Crest (8) Victoria, $520* 

$1,930° (ps); 
Monterey conv., $1,695* (ps); Hardtop 
2-dr., $1,450°; 2-dr., $1,295*; 
clair 4-dr., $1,400* (ps). 
"56 Monterey Hardtop 2-dr., 
$1,150*; Custom 4-dr., 
‘55 Montclair 


$1,170*, 

$1,035*, $935° 

Hardtop 2-dr., $1,170* 
(ps), $1,045*; Monterey Hardtop 2-dr., 
$1,060*; 4-dr., $820°. 

"53 Monterey 4-dr., $425°*. 

NASH—’'55 Ambassador (8) 4-dr., $700° 
(ps); Statesman (6) 4-dr., $490*. 
OLDSMOBILE — ‘56 (88) Holiday 4-dr., 
$1,380* (ps); Holiday 2-dr., $1,150*. 
"55 (88) Super 4-dr., $1,155* (ps); (88) 

4-dr., $1,080*. 

"54 (98) Holiday 2-dr., $840* (ps). 

"53 (88) Super 4-dr., $450*. 

"52 (88) 4-dr., $235°. 

PLYMOUTH — '57 Suburban (8) station 
wegon, $1,645; Belvedere (8) Hardtop 
4-dr., $1,480*; Savoy (8) 4-dr., $1,- 
150°; 2-dr., $1,060. 

’56 Suburban (8) station wagon, $1,320*; 
Savoy (8) 2-dr., $775*; Plaza (8) 4- 
dr., $760*. 

"55 (6) station wagon, $810; Savoy (8) 
2-dr., $710. 

’53 Cranbrook 4-dr., $320*. 

PONTIAC — '57 Chieftain station wagon, 
$1,845*; Catalina 4-dr., $1,460* (ps). 

’56 Star Chief Catalina 4-dr., $995* (ps). 

"55 Chieftain 2-dr., $845*; 4-dr., $800*. 

’54 Chieftain Catalina 2-dr., $515*. 

’53 Chieftain 2-dr., $335*. 

*52 Chieftain 4-dr,, $200*. 

RAMBLER—’58 Custom (6) station wag- 
on, $2,115*. 

57 4-dr., $1,190. 

STUDEBAKER—’58 Scotsman (6) station 
wagon, $1,220*. 

’55 Regal (8) 4-dr., $520*. 

WILLYS—’50 station wagon, $310*. 

*49 jeepster, $245*. 

MISCELLANEOUS—’58 Ford %-ton pick- 
up, $1,220. 

"56 Chevrolet %-ton pickup, $895; Ford 
%-ton pickup, $850. 

"55 Chevrolet %-ton pickup, $680; Ford 
panel, $465. 

"51 Dodge %-ton pickup, $600. 


Belvedere | 


Cranbrook | 


$1,550* | 


Cata- | 


$1,245° | 


Riviera | 


$2,425° | 


Hardtop | 


Coronet (8) 4-dr., | 


Custom (8) | 


Mont- 


GROWTH 


The Morning Courier-Ex- 
press and the Sunday Cour- 
ier-Express are Buffalo’s 
two fastest growing news- 
papers, both from a circula- 
tion and advertising linage 
standpoint... good reasons 
why your advertising will 
pay in this progressive 
newspaper. 





ROP COLOR available both daily 
and Sunday 


Member: Metro Sunday Comics and 
Sunday Magazine Networks 


Buffalo Courier-Express 


Western New York's Only Morning 
ond Sunday Newspoper 


Representatives: Scolaro. Meeker & 
Scott 


Doyle & Hawley 


Pacific Coost 
— 


MAGNA-TATCH 


| The proven, original, successful 
| Magnetic way of INSTANTLY at- 
|taching dealer plates! 


One-fifty (6) 4-dr., | 


$525*; Two-ten 4-<dr., | 


Two powerful permanent magnetic holding 
assemblies produce a tremendous holding 
force of 48 pounds. . 


Will not jar loose or blow off! 


Permanent—needs no re-magnetiz- 
ing!—No paint scratching! 
No rusting! 


Join the thousands of enthusiastic dealers 
who now use Magna-Tatch. 


| Still only $2.85 per plate in lots of 6. 
| $2. 95 per plate less than 6. Shipped 
| prepaid if check accompanies order. 


At this low price you cannot afford the 
time required for old fashioned attachments. 
Many new cars cannot easily use the old 
spring clips—Magna-tatch is the answer to 
all your dealer plate attaching problems. 


Satisfaction Guaranteed 


MAGNA-TATCH 


P. O. Box 7 Richland Center, Wis. 


A PORTABLE ALL-STEEL 


Off:t= BUILDING 
for your 
CAR 
LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here's an attractive, all-stee! building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
P. ©. BOX 667-N WICHITA, KANSAS 


oe Valentine Buildings Are Seen Everywhere 
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Retailer’s Small-Car Plan Cited .. . 


Private Label Called 
Peril to Brand Name 


NEW YORK.— Montgomery 
Ward’s announcement that it is in 
the market for a small car to bear 
the store name was cited as one 
example of the threat facing manu- 
facturers of brand-name products. 

Henry E. Abt, president of 

Brand Names Foundation, Inc., 

told the firm’s annual business 
meeting that such private labels 

“for the most part ride the coat- 
tails, travel the well-blazed paths 


responsibility for its branded prod- 
ucts was approaching a crossroads. 

In his message then, he contin- 
ued, he emphasized that no prod- 


of private-label] invasion. 

At a banquet climaxing the 
three-day meeting, foundation 
awards were presented to “Brand 
Name Retailer-of-the-Year” in a 
number of classifications. 

C. Ed Flandro, operator of C. Ed 


ucts were safe from the omen, 
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Flandro (Ford), Pocatello, Id., re- 
ceived a plaque as the nation’s out- 
standing auto dealer in the founda- 
tion’s 11th annual retailer-of-the- 
year competition. 

Certificates of distinction were 
presented to the following runners- 
up in the dealer category: 

Gloria E. Taylor, Taylor Motor 
Co., Inc. (Dodge-Plymouth), King 
William, Va.; John A. Williamson, 
Williamson-Willey Pontiac, Bir- 
mingham, Ala.; Charles J. Whittey, 
Corwin-Churchill Motors (Chry- 
sler), Bismarck, N. D., and Walter 
B. Cooper, Cooper-Michael Motors 
(Chevrolet), Fort Collins, Colo. 


Walter L. Jeffrey, general man- 
ager of American Motors Corp.’s 
Kelvinator division, was elected a 
director of the foundation. Abt was 
renamed president. 





of makers’ brands.” 

But he said that in time the con- 
tinued growth of private labelling 
could prove to be disastrous to the 
stores that promote their own 
brands. 

“No private label, past or present, 
has ever pioneered a new product 
or improved an existing one,” Abt 
said. “No private label has devel- 
oped a market. Few private labels, 
charged with the costs of research, 
warehousing or market develop- 
ment could sell at their present 
price. 

“If one day it should become 
unprofitable to build or manu- | 
facture nationally advertised 
brands, on that day the coattails 
on which all private labels have 
travelled will be severed,” he 
added. 


DETROIT.—Ford Motor Co. last 
week announced a new marketing 
program which will display its 
products in shopping centers across 
the nation and provide a method 
of obtaining marketing-research 
information. 

The program will be known as 
the “American Road Shows,” ac- 
cording to Edward E. Rothman, 
general advertising and sales 
promotion manager. 

He said 48 nine-day showings 

“The disaster will be as great|already have been scheduled in 
to the private labelers as it will| cities from coast to coast. More 
be to the brand manufacturers,”|than a million persons a month 
he continued, “and the principal| will view the exhibits, he estimated. 
victims will be the consuming pub-| Four show units, each displaying 
lic.” |the company’s cars, trucks and 

Abt said that at a similar meet-| farm equipment in modern settings 
ing 10 years ago foundation mem-| with new gadgets and inventions, 
bers were told that manufacturer | will tour the nation, Rothman said. 


Pat’s Dodge Gets | ham th tae look So ponee oe 
22 MPG on Run 


sented a new challenge in auto- 
motive marketing, he added. 

From K. C. East 

NEW YORK —A. C. Pillsbury, 


“Shopping centers came into be- 
chief steward of the Mobilgas 


ing because of the automobile age,” 
Rothman explained. “Our studies 

Economy Run and director of the 

U. S. Auto Club, announced last 


showed many of them attract 220,- 
week that a 30-year-old woman 


000 or more visitors every week, 
and practically all those people 
driver in a standard Dodge won a 
club-sanctioned economy mileage 


come to the center in their cars. 
“This meant they are potential 
test from Kansas City to New 
York. 


customers for Ford products, and 
we decided we had better figure out 

Patricia Jones, of Wichita, Kans., 
averaged 22.05 miles per gallon 


a way of taking our cars to the 
people, rather than wait for them 
over the 1,215.7-miles from Kansas 
City to New York. Link Paola, a 


to come to us,” he continued. 
Two show units will feature a 
“design for suburban living.” An- 
other will present Ford’s “design 
close second in the man vs. woman | fr country living,” and the fourth 
mileage contest, averaged 21.39 = called “design for station-wagon 
miles per gallon in an identical car | “V'"8- 
over the same route. Each unit also will feature an 
Miss Jones and Paola drove to| ©xhibit called “Factron,” aimed 
@ one-two victory in their class on| &¢ locating new-car prospects for 
the 1,8984-mile Los Angeles-to-| dealers and obtaining marketing- 
Kansas City Mobilgas Economy 
Run. In that test, Miss Jones aver- 
aged 21.75 miles per gallon, while 
Paola got 21.02. 


research data for the company. 
Both cars were equipped with 


Cash prizes will lure show visi- 
tors to the “Factron” exhibits, said 
Robert J. Eggert, marketing re- 
search manager. Here’s how the 
standard 255 horsepower, 326 cubic | Program works: 
inch V-8 Red Ram engines, auto- 
matic Torque-Flite transmissions, 
7.50 x 14 tires, power steering and 
power brakes. Each vehicle carried 


Prior to show openings in each 
city promotion kits and specially 
750 pounds of weight. The cars 
were two-door sedans. 


designed tabulating cards will be 
distributed to shoppin g-center 

Miss Jones averaged 21.86 miles 
per gallon for the 3,114.1-mile 


stores. 
The stores, which participate in 
eerste run, while Paola got 
19, 








the prize awards, distribute the 
tabulating cards to their customers 
for presentation at the “Factron” 
exhibit. The card contains seven 





Road Show Displays Ford Products— 


Typical appearance of Ford Motor Co.'s American Road Show is shown in this 
view of a “design for station wagon living,” which appeared recently at Phoenix, 
Ariz. It is one of four show units which the company is sending on a national tour of 
the largest shopping centers this year, combining showmanship and salesmanship to 
reach more prospective car buyers. Attendance is expected to reach 1,200,000 monthly. 


Road Shows to Line Up 
Prospects at Ford Displays 





| gation. 


| bookkeeping device to induce fav- 


questions which can be answered 
quickly. 

The cards will be dropped into 
the “Factron,” an electrically op- 
erated depository similar to a 
tabulating machine. On closing | 
night the cards will be used to 
determine prize winners. 

The cards then will be forwarded | 
to Detroit for processing. From 
them will be chosen new-car pros- 
pects who will be invited to take 
a demonstration ride at their local | 
dealers—and later redeem their 
premium card by mail for a gift 
from Detroit. 

Selected cards will be mailed to! 
Ford division and M-E-L district} 
sales offices for distribution to) 
dealers in the shopping-center area. | 
The dealer then can follow up by 
phone or personal contact. 


FTC Price Order | 
Accepted by L. A. 
Jobber Group 


WASHINGTON. —Southwest 
Automotive Distributors, Inc., Los 
Angeles, and its 33 jobber members| 
have agreed to a Federal Trade 
Commission order to stop induc- 
ing and accepting discriminatory) 
prices from their suppliers of auto-| 
motive parts and supplies. 

The Commission adopted two in- 
itial decisions by Hearing Exam- 
iner Earl J. Kolb based on consent 
orders agreed to by the respond- 
ents and the FTC’s bureau of liti- 





In its complaint of Sept. 17, 1957, 
the FTC alleged that Southwest is 
operated by the jobbers as a mere 


ored prices, It is not the purchaser 
as purported but merely an agent 
through which members are billed 
and pay for automotive parts and 
supplies, the Commission said. 

The complaint charged the job- 
bers use their combined bargaining 
power to demand and get discounts 
not made available to competitors, 
and replace suppliers not granting 
discriminatory prices with others 
who do. 

The complaint alleged that sup- 
pliers granting quantity discounts 
must base them on the combined 
purchases of all group members, 
although competing jobbers are 
granted allowances upon only their 
individual purchases. 


Arvin to Offer 
Complete Line in 
Muffler Aftermart 


COLUMBUS, Ind.—Arvin Indus- 
tries, Inc., which plans to enter the 
automotive aftermarket about July 
1, said its replacement lines will 
include a “complete stock” of muf- 
flers and exhaust-system parts for 
cars and trucks manufactured dur- 
ing the last 20 years. 

Ken M. James, department sales 
manager, said, “Initially, in addi- 
tion to the conventional mufflers, 
there will be heavy-duty truck 
mufflers and ‘Hollywood-type’ pas- 
senger-car mufflers.” 

James claimed two: “firsts” for 
Arvin in the aftermarket field. He 
said all Arvin mufflers will be zinc 
coated and products will be mar- 
keted only through warehouse dis- 
tributors. 
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Dealers Win Brand Names Awards— 


C. Ed Flandro, left, president, C. Ed Flandro (Ford), Pocatello, Id., won top honors 
in Brand Names Foundation's 1958 Brand Name retailer-of-the-year competition. Cer- 


Taylor Motor Co., Inc. 
Whittey, president, 
B. Cooper, 


son-Willey Pontiac, 


Corwin-Churchill Motors (Chrysler), 
partner of Cooper-Michael Motors (Chevrolet), 
Birmingham, Ala., also received a certificate. The five firms were 


| tificates of Distinction honors went to, second from left to right, Gloria E. Taylor, 
(Dodge-Plymouth), King William, Va.; Charles J. 


Bismarck, N. D., and Walter 
Ft. Collins, Colo. William- 


among 140 in 26 retail categories honored for their presentation of manufacturers’ 


advertised brands to the public during 1958. 
> 


First-Time Winner .. . 


How Flandro Did It 


By John K. Teahen Jr. 
Staff Writer 


ED FLANDRO is batting 1,000) 


| 





Robert C., who is business manager 


| of both deals. 


| 


Both Flandros are former Ford 


* in the Brand Name retailer- | Motor field men, Ed was Lincoln- 


of-the-year competition. 


He en-| Mercury manager in Salt Lake City 


tered the event for the first time| before getting his Ford franchise 
this year and walked off with top| 14 years ago. He’s added the M-E-L 


honors 
category. 
Flandro is a Ford and Mer- 


cury-Edsel-Lincoin dealer in Po- | 


catello, Id. He received his 
Brand Names plaque in New 
York and discussed his prize- 


winning ideas with Automotive | 


News last week during a Detroit 
stopover on his trip home. 

The Detroit interlude also gave 
him and Mrs. Flandro a chance to 
visit with Ford Dealer Al Long, 4 
fellow NADA director, and to pick 
up a new Thunderbird for the 


| journey to Pocatello. 


Flandro’s retailing thesis is 
simple—“I sell the product, not the 
deal”—but it’s by no means stodgy. 


He has a keen sense of sales Pro-| fiandro will be able to help the 


motion and he spices his advertis- 
ing with four major campaigns 
each year. 
> > 
xeAner in the spring comes 
Flandro’s “Derby Day Sale,” a 
two-week affair which finds half 
the sales force attired in black 
derbies, ties and shirts, while the 
rest of the salesmen wear brown 
ensembles, The two groups com- 
pete for sales honors. 

In June, it’s the “orange trad- 
ing stick” campaign during which 
his staff blankets the city with 
orange canes, pencils and other 
favors. The salesmen dress ac- 
cordingly—even orange shoes, 

Flandro has been conducting this 
promotion 14 years, and last year 
Ford division picked it up and 
made it a national event. 

Late in the summer, salesmen 
don Indian headdress, carry toma- 
hawks and move tepees onto deal- 
ership property to relive “Days of 
Old Ford Hall.” 

Fort Hall was an Indian reserva- 
tion in the area. It becomes “Ford 
Hall” during this campaign. 

* © a 


[a= final event of the year is a 
Christmas sale, complete with 
Santa Claus and other Yuletide 
standbys. 

Flandro does all this on an ad- 
vertising budget of about $10,000 a 
year, of which two-thirds buys 
newspaper space and one-third goes 
to radio. There is no local televi- 
sion station. 

Fiandro believes in “picking his 
spots” for advertising. “If I have 
nothing to say, I don’t buy an ad 
just to keep my name before the 
public,” he explained. “Instead, I 
wait a while and advertise when 
I figure it will do the most good.” 

Advertising for both Flandro 
dealerships is directed by Carl 
Forsman, manager of the M-E-L 
outlet. Another key man in the 


in the automobile-dealer| lines in the last 18 months, 


== all smatbacan dealers, 
4 Flandro sometimes loses a sale 
|to a competitor in a metropolitan 
| area. He’s worked out a plan to 
| minimize this cross-buying. 

When a localite buys a car out 
of town, he receives a letter con- 


| gratulating him on being the owner 





| mentions 


of a new auto and asking him to 
stop in for his service needs. 

In a friendly way, the letter also 
the contributions Poca- 
tello dealers make to the city’s 
economy. Things like investment in 
land and buildings, number of em- 
ployes, total payroll and civic ac- 
tivities. 

It concludes with the hope that 


buyer select his next new car. 
Other dealers send similar letters 
to cross-buyers in their makes. 
” > 7 

ABour a year ago, the Pocatello 

dealers banded together in an- 
other venture that emphasized their 
role in the economic life of the 
city. 

The dealers paid their employes 
in two-dollar bills—$40,000 worth of 
them. Naturally, the bills showed 
up in virtually every retail and 
service establishment in the city. 
And everyone who handled a two- 
dollar bill was reminded of the 
Pocatello auto dealers. 

Flandro is strong on service, 
and he thinks the factories 
should cancel dealers who use 
wild advertising to move more 
ears than their service facilities 
can take care of. 

In addition to a 70-hour week 
running his dealerships, Flandro 
has found time to serve as presi- 
dent of the local chamber of com- 
merce and United Fund. 


Who’s Buying 


Into Jaguar? 


LONDON. — Speculation that 
Chrysler Corp. is trying to get into 
the expanding British auto market 
followed mysterious stock pur- 
chases which boosted Jaguar shares 
to a record high on the London 
Stock Exchange. The stock went 
from $1.89 to $9.80 in three months. 

Sir William Lyons, Jaguar’s head, 
said he was mystified by the share 
buying. “I have had no bid for my 
firm and I haven't heard of one,” 
he added. 

Chrysler, the only Big Three firm 
not in the British market, recently 
acquired stock in Simca, the 
French auto firm. British Motor 
Corp. was mentioned as another 


operation is Flandro’s brother,' possible buyer of Jaguar stock. 
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Morris Named President of Kinston (N. C.) Dealers 

KINSTON, N. C.—H. M, Morris| Other officers are: N. C. Fred- 
jr., Morris Brothers Motor Co.|erick, W. H. Jones Motors (Ford), 
(Lincoln-Mercury), has been elected | vice-president, and James A, Mid- 
president of the Kinston Automo-| gett, Thompson Motor Co, (Dodge- 
bile Dealers Assn. Plymouth), secretary-treasurer. 
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Tradein Exemption Continues .. . 


Pa. Boosts Sales Tax to 3%% 


HARRISBURG, Pa.— (UTPS).— 
Amended to continue tradein ex- 
emption on vehicles, Pennsylvania’s 
3% percent sales tax bill was 
signed by Gov, David M. Lawrence 
and became effective Apr, 15. 

Three weeks earlier the mea- 
sure was defeated in the House, 
then was revived with its objec- 
tionable features removed. 

Major objections included re- 
moval of the tradein exemption, 
vigorously opposed by the Pennsyl- 
vania Automotive Assn. and the 
newly-organized Pennsylvania In- 
dependent Automobile Dealers 
Assn. 

The tradein proposal was covered 
in a separate bill introduced in the 
House after its removal from the 
sales-tax bill. 

Pennsylvania’s automotive indus- 
try has pledged it also will vigor- 
ously oppose the new measure, 
which would discontinue the 
tradein exemption allowed under 
the former 3 percent sales levy. 

The increased sales tax was 
extended to repair and service 
charges, including auto washes, 
lubrication, etc., as well as to 
utility maintenance equipment 
and tools, and to electric and 
phone bills. 

The new tax on a $3,000 car for 
which $1,000 has been allowed on 
a tradein would be $70, being ap- 
plied only to the cash difference 
of $2,000. Under the defeated pro- 
posal to tax the full amount of 


$3,000, the levy would have 
amounted to $105. 

Enlisting public support to op- 
pose removal of the tradein exemp- 
tion, the PAA warned car and 
truck buyers they would face 
double or triple the tax they paid 
under the tradein exemption on 
both new and used vehicles if the 
proposal were given legislative 
approval. 

Both PAA and the PIADA 
warned that the proposal would 
increase the sales tax on a single 


2 Veteran Dealers 


Join Studebaker 


SOUTH BEND. —Two veteran 
dealers have added Studebaker 
franchises—John Dorschel (Buick), 
Rochester, N. Y., and John Well- 
ford sr. (Dodge-Plymouth), Mem- 
phis. Dorschel is president of the 
New York State Automobile Deal- 
ers Assn. 

A Studebaker dealer before ac- 
quiring a Buick franchise in 1952, 
Dorschel said the Studebaker line 


| will be handled by Dorschel Stude- 


baker Sales & Leasing, a division 
of Dorschel Buick, Inc. The new 
firm will concentrate on leasing to 
groups and individuals, he added. 

Wellford, a Dodge dealer for 20 
years, said his son, John Wellford 
jr., will manage the Studebaker op- 
erations. 


‘Good Businessman First’ 


Called Dealer’s Ideal 


(Continued from Page 6) 


him a more effective depart- 
ment head. 

There is doubt that each depart- 
ment head should be pulled into 
discussions of overall dealership 
policy—how much the dealer’s sal- 
ary should be, for instance. Many 
experts feel that the dealer him- 
self should pass on general policy 
matters and base compensation of 
department heads on the results 
in the department which the de- 
partment manager can control. 

- > > 


yas business of controlling ex- 
penses is the dealer’s responsi- 
bility first and the responsibility 
of the department heads only to 
the extent that it is delegated by 
the dealer. 

The first rule of controlling ex- 


AMC Profits 


(Continued from Page 2) 


the first quarter of this fiscal year 
(October-December). 

Romney pointed out that begin- 
ning with the second quarter, earn- 
ings were subject to income taxes, 
while the earnings in the first 
quarter and the first six months 
of fiscal 1958 were offset by the 
carryforward of operating losses of 
prior years— making no provision 
for income taxes necessary. 

Net sales reached a record high, 
Romney said, totalling $422,509,740 
for the six-month period, compared 
to $227,368,805 in the like period 
a year ago. 

Sales in the second quarter alone, 
totalling $228,766,065, were greater 
than for the full first six months 
period of last year. Sales in the 
comparable quarter a year ago 
were $108,770,303. 

“As the peak sales season in the 
automobile business normally oc- 
curs in our third fiscal quarter, 
American Motors anticipates an 
even higher level of production, 
sales and earnings in the current 
period than in the second fiscal 
quarter,” Romney said. 

AMC’s U. S. retail sales during 
the first six months of the fiscal 
year (corresponding roughly to the 
model year) totalled 154,920 cars, 
against 69,547 in the first half of 
last year. Sales in the second quar- 
ter were 75,854 units, against 33,- 
879 in the like 1958 quarter. 

Rambler production rate is now 
beginning to reflect the expansion 
program. begun during the first 
quarter to increase annual output 
capacity from about 330,000 to 
about 440,000, Romney said. 








penses is that the best control is 
that exercised before any money 
is spent. Those who consider 
each purchase before it is ap- 
proved are in a much better posi- 
tion to act than those who look 
over last month’s orders to see 
where they spent too much. 

Another big factor in controlling 
expenses is that long-term expenses 
must be much more carefully con- 
sidered than those which will be 
paid off in a relatively short time. 

A final general rule on expense 
controls is that cost slashing is no 
substitute for cost control. Ex- 
penses that are considered before 
they are approved will seldom get 
out of line. When they do, it is a 
question of looking at each expense 
and deciding what it should be. 
Across the board slashing usually 
accomplishes ‘little more than hurt- 
ing the dealership. 


transaction as much as over 300 
percent. 

In opposing the latest proposal 
on the tradein exemption, E. W. 
Parkinson, Harrisburg, PAA’s ag- 
sistant general manager, reiterated 
his opinion that a motor vehicle 
should not be taxed more than one 
time. 

* * * 


Illinois House Group OK’s 
Bill to Exempt Tradeins 

SPRINGFIELD, Ill—The House 
Revenue Committee has approved a 
bill to exempt auto tradein allow- 
ances from the State sales tax, It 
was sponsored by Rep. Paul 
Graham, a Mattoon auto dealer, 

The bill was supported by Willard 
Ice, revenue department, who testi- 
fied the State has not been collect- 
ing the use tax on tradein allow- 
ances since a Cook County Circuit 
Court granted an injunction last 
year against application of the 
1955 law. 


Chrysler Names 
Ad Manager 


DETROIT.—Chrysler and Imper- 
ial division has promoted Keith R. 
Matzinger to advertising manager 
and has named Harry C. Halstead 
to succeed him as sales promotion 
manager. 

Matzinger first worked for Chry- 
sler in 1939 at the corporation’s San 


K. R. Matzinger H. ©. Halstead 


Leandro (Calif.) plant, After serv- 
ing in World War II, he reentered 
the auto business at the retail level 
and then joined Plymouth as 4 
district and city manager. He re- 
joined Chrysler in 1955 and was 
named sales promotion supervisor 
in 1956. 

Halstead joined Chrysler in At- 
lanta in 1955 as area sales promo- 
tion manager, He was subsequently 
sales promotion manager and dis- 
tribution manager in the Chicago 
region and joined the division ad- 
vertising department in Detroit in 
1958, 





FROM THE MAKERS OF THE KELLY ALL-STEEL JEEP CAB... 


THE WLW, ALL- STEEL 
KELLY s24°40cK finds 


FoR WILLYS 4-wbD VEHICLES 


SOLD ONLY THROUGH 
FRANCHISED 
WILLYS DEALERS 


@ Automatically engages axie. 
(No axle positioning necessary.) 
@ Bolts on with original short bolts 
from factory hub. 
@ Cadmium picted to resist corrosion. 
@ Unconditional one-year guarantee. 
@ Product insured. 


@ Neo special tools or wrenches nec- 
essary. 


FOR INFORMATION AND PRICES WRITE: 


KELLY MANUFACTURING CO. 


Machine Parts Division 


503-505 BROAD STREET, P. O. BOX 227 
CHARLESTON 21, WEST VIRGINIA 
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Columbus Public Asked... 


‘Be the Ad Judge’ | 


By Ernest L, Arms 
Staff Correspondent 
COLUMBUS, O.—“The Case 
Rests! 


“The Crime: Unbelievable and 


Unscrupulous Automobile Advertis- | 


ing in Columbus. 

“The Guilty: A Handful of Un- 
principled Car Dealers.” 

With a gavel prominently fea- 
tured in a dominant newspaper 
ad published in the city’s three 
daily newspapers, the Columbus 
Automobile Dealers Assn, com- 
pleted an ad campaign designed 
to restore public confidence in 
auto advertising. 

The final ad summed up the 
case: 

“The Evidence: These Deadly 
Sins Taken from Local Auto Ads 
and Exposed in This Series of Six 
‘Read the Fine Print Advertise- 
ments.’ 


1.“Price Fixing? As a white-| 


wash, certain parties have accused 
the CADA of automobile price 
fixing. Local automobile dealers 
have never been guilty of this 
illegal conspiracy. Try and get 41 
competitive dealers to agree on the 
time of day, let alone the price of 
an automobile! 

2. “Who's on First? Who Cares? 


If you get a good deal—a clean/ ufacturers feel that this year’s In-| expressed confidence that sales will 
what do| ternational 
you care if he sells 100 cars &| even more successful! than last 


deal—from your dealer, 


month or two cars? Your daily 
papers publish the official Franklin 
County registrations each month. 
Go by this and don’t be misled by 
false dealer claims, Deal with a 
dealer you can trust. 

3. “Crazy Terms? The CADA 
pointed out in this series that 
there are certain pitfalls with 
low down payments and long 
extended terms. We repeat: Don’t 
buy more car than you can 
afford, and pay for it as quickly 
as possible, with as big a down 
payment as you can comfortably 
afford. 


4. “Fine Print? Look for the 


RP Service Sales 
Set New Record 


ROCHESTER, N. Y¥.—Service 
sales for March by Rochester Prod- 
ucts division soared to new highs 
for the second consecutive month, 
according to Russell 
director of sales and engineering. 

Total divisional service sales were 
32.6 percent higher than the pre- 
vious record-breaking month of 
February, Sanders said. Sparking 
the total increase was a 30 percent 
rise in carburetor service sales over 
February. 

Carburetor service sales have set 
new records in each of the last 


| 


|}eau or the Columbus Automobile | 





| 
} 
| 
i 





F. Sanders, | 


four months, Sanders said. The} 
March high was 75 percent above} 


the old record-holding month of | said. 


November, 1957. 





Banner Proclaims Auto 


Up goes the banner at Main St. and McBee Ave. in Greenville, S. C., proclaiming | Benz, 8; MG and SAAB, 7; DKW, 
the two-week “Live Better By Far In a Brand New Car” campaign by the city's new | Hillman and Porsche, 4; Borgward, 
and used-car dealers. Police Officer J. H. Grant, top, puts up the banner with the| Citroen and Lloyd, 2; Alfa Romeo, 


assistance of Boggs Attaway, president, Greenville Automobile Dealers Assn. 





Campaign— 





claim or an offer that has been 
made to you. WE MEAN BUSI- 
NESS!! Let’s restore common sense 
and credibility in automobile adver- 
tising. 
| “The 41 members of the CADA 
| hope by exposing the most common 
automobile advertising malprac- 
tices, they have created a new 
awareness in Columbus automobile 
| buyers. They have laid bare the 
| truths hiding behind the fantastic 
promises and come-ons which have 
been used so freely in Columbus 
| automobile advertising. 
“The CADA believes that the 
public has every right to demand 
a return to legitimate advertis- 
ing, that they should be told all 
the facts concerning terms, in- 


small print hiding behind the 
asterisk in many auto ads. CADA 
professional investigators have 
proven that few —if any — buyers 
ever qualify for the fancy deals 
that are advertised under the head- 
ing of ‘Look What We Allowed’ 
or ‘As Low As.’ | 

5. “What to Do? Call or write 
the Columbus Better Business Bur- 





Dealers Assn., 209 S, High St., if) 


you are in doubt about a dealer! 
service and guarantee, ‘Come-on’ 


automobile advertising is one of | 
the worst forms of cheating the | 
public without actually defying | 


Mass. Dealers to Meet 


BOSTON —The Massachusetts | 
State Automobile Dealers Assn. has | 
scheduled its 19th annual conven-| 


the letter of the law. Help the 
Columbus Automobile Dealers 


terest, what they can expect in | 
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| Assn. police this practice. Deal 


tion for May 12-13 at the Statler- : 
Hilton Hotel, James P. Mayo will) only with a reputable dealer. | 
discuss “Money—Its Use and Mis-| “You be the judge—the verdict is| 
use by Automobile Dealers.” Wil-| up to you!” 
liam J. Plunkett, executive vice-| The ad was signed with the 
president of the association, is in}names and addresses of CADA| 
charge of the convention. members. 


59 Import Show Hailed 
By British Auto Makers 


NEW YORK.—British auto man- | tor of the manufacturing division, 








Automobile Show was|continue to grow throughout the| 


year. He said he felt the Detroit} 
| smail cars would hurt the Ameri-| 
can medium-priced units rather| 
than the smal] British makes. 
has announced a pro- 


year’s. 

During the show, the British 
Automobile Manufacturers Assn. 
reported that orders for cars to 
be shipped to the U.S. in the gram of free cross-Channel air | 
second quarter exceeded $100 mil- | ttansportation for customers who | 
lion. Almost every maker has | Pick up their cars overseas, Cars 
requested or will request in- | 2md passengers are flown across 
creases in U.S, shipments, BAMA | the Channel to France in about 
said. . 20 minutes. 

aes | The flights are handled by Silver 
a erititt of the ‘shew it had ine|City Airways which has airlifted 
creased its June orders by 50 Og rer aye me ~~: Se el 
cent, and Jaguar said it had or-| & ross the nnel. Sum-| 


-.», mer demand is said to require up 
dered from the factory a special : 
allotment of 100 cars, each selling to 250 anpe per day. 
at more than $6,000. 
An independent sports-car maker| A] Sales Plans 
reportedly took orders in excess of | 


$150,000, and Daimler and Nobel.| 4 re Outlined for 


whose new models are not yet in 
full production, said they had been ° ° 
able to establish distributor ee | Distributor Group 
dealer organizations ass result of/ perRorT—The 11-member AC 
i Roots ‘ eee Spark Plug distributor council met 
ase ee ae ean bits com- | bere last week and wound up the 
y already hes nearly $5.5 session with a visit to GM’s Guide 
 iihen werth ef erdere for its |Lamp division in Anderson, Ind. 
: The Council, composed of AC 
new Singer Gaselle and Humber distributors from across the nation, 


Super Snipe models. : 
He said first-quarter sales of |COPferred with AC officials on fu- 
ture sales plans. 


$16,650,000 were almost double last Joseph A. Anderson, AC general 


year's and that total orders for manager, and E. H. Francois, gen- 


cars for delivery through June . 
amount to a record-breaking $25,- eral sales manager, were in charge 
of the meetings. 


819,000. 
The Rootes dealer organization a a e 

‘in_recent| Mack Sales, Profits 

‘Set Quarter Mark 


has added 72 outlets in recent 
weeks and now stands at 785, he 

Geoffrey Rootes, managing direc- | 

. . . | PLAINFIELD, N. J.—Sales and 
|}earnings of Mack Trucks, Inc., for 
the first three months of 1959 were 
higher than those of any previous 





first quarter, according to C. A. 
Johnson, chairman. 
Net sales reached $70,036,131, 


Johnson reported. Net income after 


509 in 1958. 


Renault Vaults to First, 


VW Sixth in Cleveland 


CLEVELAND.—Renault not only 
outsold all other imported cars in 
Cleveland last month, but also had 


in the standings. 

A total of 473 imported cars 
were sold in Cuyahoga County 
during March, or 6.2 percent of 
the overall registrations of 7,648 
cars, Import sales by make were 
as follows: 
Renault, 54; Simca, 51; Opel, 49; 
Fiat, 45; English Ford, 43; Volks-| 
wagen, 37; Triumph, 31; Vauxhall, 
23; Metropolitan, 19; Peugeot, 18; 

Taunus, 17; Austin, 12; Volvo, 10; 
Jaguar and Morris, 9; Mercedes- 


Elva, Goggomobil, Isetta, Riley and 


the satisfaction of seeing archrival | 
Volkswagen plummet to sixth place | 


compared with $54,709,535 last year, | 
taxes rose to $3,539,959 from $1,138,- | 





Sunbeam, 1. 


NEW PROFITS for 
CAR DEALERS 


EP TET 
@ Cars Unlimited is the only plan that offers the dealer 
the opportunity to lease single cars to individuals, 








@ Go into the car leasing business tomorrow ... with no 
capital investment ... no franchise or initiation fees 
. no additional overhead. Immediate profits. 



















@ Become a franchised dealer of the Cars Unlimited Long- 
Term Car Leasing plan ... at no cost to you. 








@ The only plan of its kind . . . non-recourse, non-repur- 
chase, no-capital-investment, complete long-term leasing 
plan ... geared to the needs of small or large-scale deal- 
ers, on local or national basis. 





Cars Unlimited offers a complete insurance plan and full 
maintenance. We also offer a plan which enables the 
dealer to own the leased vehicle. Choose either plan... 
no change in rate structure for either plan . .. no gim- 
micks .. . no extras. 








Offers at no extra cost to you advice based on long ex- 
perience for setting up or expanding your C.U.C, Plan. 
We supply the necessary forms, documents, suggestions, 
and sales-provoking promotional merchandising aids. 











To find out if you qualify for this unique plan 
CALL, WRITE OR WIRE TODAY 
for complete details and figures 


cak® Re. 

CARS UNLIMITED 
CORPORATION 
108 S. Franklin Ave., 
Valley Stream, N. Y. 
LOCUST 1-2299 


"See ,o* 












oratT 





If you now own a fleet or leasing company .. . 
ask for details about our special plan available 
to qualified dealers for the purpose of expansion 
or refinancing equities. 


America’s No. 1 
Multi-stop 
Truck Franchise 
Available 


Limited number of exclusive DIVCO franchises now available in key 
areas! DIVCO dealers make DOUBLE profits—sell body and chassis as 
complete unit. Well established product acceptance—big, growing 


market—sound leasing and financing plan—all make selling job easy. 
Aggressive factory sales assistance and advertising. Expanding 31 model 
line offers specialized truck for every type of multi-stop delivery. Little 
competition in many fields: (i.e. 75% of all retail milk is delivered in 
DIVCOS). Facilities and personnel to sell and service trucks necessary. 
Relatively small capital investment. Mail this coupon today for more 
information on a profitable DIVCO franchise im your area. 


DIVCO TRUCK DIVISION e« DIVCO.WAYNE CORP. 
22000 HOOVER RD., DETROIT 5, MICH. 


Please provide me with complete information on the Divco franchise. I understand 
there is no obligation and that my inquiry will be held in strictest confidence. 


Name ey 
Company 
Address 


City 





Dee-Jay Distributing Company is 
pleased to announce their appoint- 
ment as exclusive distributors in 
Michigan for Stromberg-Carlson 
fine line of custom auto radios. We 
will be happy to have a repre- 
sentative call to discuss your needs. 


DEE-JAY 
DISTRIBUTING COMPANY 
21930 Woodward, Ferndale 20, Mich. 


The Finest in Auto Radios 
and Accessories 


Your own newspaper for less 
than a letter and envelope. 
(8 pages, tabloid size.) 

This paper mails for only 1% cents. 
Excellent for direct customer contact. Un- 
usually fine for product display and HARD 
SELLING! 

A terrific merchandising medium. A pow- 
erful Public Relations tool, Loaded with 
interest appeal! 

Selis Used Cars Better than 
Local per and for Less! 
New low cost includes everything: Edi- 
torial, photographic, printing and mailing 

services. 


Exclusive purchase rights 


FARRAND PUBLICATIONS INC. 
103 West Fifth Street 
Reyel Oak, Michigan 


STOP TRAFFIC 
with 
PENNANTS 


price that will attract as much atten- 
as beautiful, colorful, pennants and 
you can buy them for as little as 3c 
foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


Build’ GuSINEss 


STEMAC INDIVIDUALIZED 


= 


Division of C. A. Norgren Co. 


S404 So, Delaware, Littleton, Colo. 
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State Courts Curbed .. . 


Peaceful Picketing 
Wins in High Court 


(Continued from Page 3) 


Federal question or a conflict with 
other court decisions is involved. 
When the justices refuse to review 
a case, the effect is to leave the 
lower court decision standing. 

In the minority picketing case, 
the court agreed to rule on so- 
called “blackmail” picketing 
which the Eisenhower adminis- 
tration seeks to outlaw. 

“Unions frequently use this eco- 
nomic weapon to further their 
goals,” the NLRB told the court, 
“and a decision as to its propriety 
would obviously have a significant 
bearing on the balance of power in 
labor disputes effecting commerce.” 

A lower court has ruled that 
minority picketing is legal as long 
as it remains peaceful and no ma- 
jority union has been certified as 
bargaining agent by the NLRB. 

* * * | 

7 ruling reversed an NLRB} 

order against the picketing of 

a Washington furniture firm by a 
Teamsters local two years ago. 

More recently, the NLRB has 
modified this stand somewhat by 
permitting minority picketing 
when it is used by a union for 
some other purpose other than to 
force recognition. 

At issues in the past-pay labor 
case accepted for review by the 
Supreme Court is a lower court 
ruling that it can order an em- 
ployer to rehire workers fired ille- 
gally but cannot force him to pay 
wages lost by the workers while | 
they are unemployed. 

Labor Secretary James P.| 
Mitchell urged the Supreme Court | 
to overturn this ruling on the 
ground it seriously “blunts” en- | 
forcement of the wage and hour} 
provisions of the Fair Labor 
Standards Act by giving employers 
an economic club over their work-| 
ers. 

Meanwhile, the United Rubber 
Workers was wrapping up the 
details of an agreement with the 
Goodyear Tire and Rubber Co. 
as Automotive News went to 
press last week. 

The settlement, which averted a 
strike of 23,000 Goodyear employes 
in 11 cities, was heralded as fore- 
shadowing labor peace in the rub- 
ber industry. The pact was expected 
to set the pattern for settlement 
of strikes by 57,000 union members 
at U. S. Rubber, Firestone and B. 
F Goodrich. 

> 


Ford Urges ‘Neutrality’ 


In Unemployment Pay 


DEARBORN. — Ford Motor Co. 
last week urged the Michigan Leg- 
islature to enact legislation to re- 
store the state unemployment com- 
pensation system’s neutrality in 
labor disputes. 

John 8S. Bugas, Ford industrial 
relations vice-president, said that 
the record is clear on unions’ 


Goodyear Outlets 
Now Will Handle 


Delco Batteries 


AKRON.—Goodyear Tire & Rub- 
ber Co, has added Delco batteries 
to the line of automotive accessor- 
ies it distributes through retail 
trade channels. 

Goodyear has been distributing 
its own private brand of batteries 
exclusively. These batteries have 
been made by Electric Auto-Lite 
Co, and Gould-National Batteries, 
Inc., it was learned. 

The Delco batteries are made by 
GM’s Delco-Remy division. Good- 
year did not say to what extent 
it was replacing its own brand with 
the Delco line. 

It was reported that many of 
Goodyear’s approximately 70,000 re- 
tail outlets had demanded that the 
firm handle a nationally known 
brand. 

The move also was seen as a fore- 
runner to Goodyear attempts to 
gain part of GM’s tire purchases. 
GM’s principal tire suppliers now 
are U. S. Rubber, Firestone, B. F. 
Goodrich and Genera! Tire & 
Rubber. 





technique of striking a key plant 
to win economic concessions and 
then claiming unemployment 
payments for workers idled by 
the strike in other plants and 
who stand to benefit from the 
concessions, 


In a letter to Rep. George W. 
Sallade, Ann Arbor Republican, 
Bugas branded a statement by 
Walter Reuther, UAW president, 
that the union had no intention of 
using state unemployment pay- 
ments for strike relief purposes, 
“as beside the point and meaning- 
less in view of the UAW’s record.” 


Reuther had said earlier in a let- 
ter to Sallade that any claim that 
the UAW would use unemployment 
payments for strike relief is “false 
and irrelevant.” 


Reuther offered as proof union 
expenditures in excess of $30 mil- 
lion in recent strikes against com- 
panies many of which have plants 
in the 37 states where the unem- 
ployment insurance law was in ac- 
cord with the Michigan Supreme 
Court ruling in the so-called Ford| 





| case. 


Bugas said Reuther’s purpose) 


was to oppose inclusion of provi- 
sions in pending legislation to re- 
store the rule disqualifying persons 
idled in labor disputes from unem- 
ployment compensation. 


The rule was knocked out by a 
recent Michigan Supreme Court 
ruling which said Michigan 
workers idled by a strike against 
Ford’s Canton (O.) plant could 
draw state unemployment pay. 

Ford, claiming this requires em- 
ployers to subsidize strikes against 
themselves, has appealed to the 
U. S. Supreme Court. 

Bugas said the Canton strike and 
subsequent claims for compensa- 
tion by Ford workers were “parts 
of a deliberate UAW plot and tech- 
nique.” 

“In the face of an established in- | 
stance of the use of this tech- 
nique,” Bugas said, “it is idle to 
assert that unions are above re-| 
sorting to it.” 

Bugas said that if Reuther’s 
statement is a pledge that the) 
UAW will not abuse unemployment 
pay, “then he should have no ob-| 
jection to a change in the law 
which would prohibit other unions 
from indulging in such actions.” 

Bugas pointed out that Reu- | 
ther’s letter “appears to care- 
fully avoid discussing the possi- 
bility of using this key-plant 
technique, and confines its so- 
called ‘pledges’ to the question of 
seeking unemployment benefits 
for ‘strikers.’ ” 

Bugas said there is no reason to) 
delay legislative action pending the) 
company’s court appeal. 








Rollert Takes Over Buick 


As Ragsdale Steps Out 


(Continued from Page 2) | 


is a 30-year man with Harrison, He 
was named chief engineer in 1956 
and took over the newly created 
engineering-sales post earlier this 
year. 

Ragsdale headed Buick during! 
three difficult years for that make 
and others in the medium-priced 
field. Unit sales declined, and Buick | 
lost its lofty third-place ranking in| 
registrations. | 


Known for his great capacity for | 


ation. Some high-level GM execu-| 
tives reportedly were not too happy) 
about the publicity that attended 
Buick’s search for an agency last) 
year. 

In registrations, Buick lost third | 
place to Plymouth in 1957, then lost | 
fourth place to Oldsmobile last | 
year. Two-month registrations for 
1959 show that Buick has slipped | 
to seventh place. 


On a unit basis, sales fell from 


| Perkins, 


| Knight, Medford, Ore.; 


j 
| 
j 


| forces, 


DeSoto Dealers 
To Meet with 
Factory Officials 


DETROIT.—Twenty dealer rep- 
resentatives from DeSoto’s 18 sales 
regions will open a three-day fac- 
tory-dealer conference here tomor- 
row (April 28). 

Paul Herpolsheimer jr., DeSoto 
dealer relations director, described 
the council as an excellent oppor- 
tunity to capitalize on the varied 
experiences of factory and dealers 
during the selling year. 

“The program provides an open, 
democratic discussion, and gives 
both factory and dealers the basis 
for policies which should prove 
mutually desirable and profitable,” 
Herpolsheimer said. 

Dealers who will attend the 
seventh annual meeting include 
Glenn Walker, Detroit; T, E. Min- 
gledorff jr., Tallahassee, Fla.; Rob- 
ert D. Hall, Brockton, Mass.; Wal- 
lace D. Alley, Church Hill, Tenn; 
John Lubotsky, Cudahy, Wis.; Dal- 
ton Howard, Marion, Ind.; Lloyd 
McKee, Albuquerque, N.M.; George 
Colorado Springs; Tom 
Dalbey, Huntington Park, Calif.; 
Ashley C. Dabbs, Clarksville, Tenn. 

Frank J. Unger, St. Cloud, Minn.; 
Nelson K. Mintz, New Brighton, 
N. Y.; W. C. Shelton, Washington; 
E. R. Rintz, Scottdale, Pa.; R. B. 
George 
Liesmann, Clayton, Mo.; Gaston J. 
Periat, San Mateo, Calif.; A. A 
Gambacurta, Rochester, N. Y.: N. 


: | J. Kovpy, St. Paul, and B. H. Rob- 


erts, St. Louis. 


‘Olin Unites Staffs 
For Puritan, Pyro 


NEW YORK.—The automotive 
products department of Olin Math- 
ieson Chemical Corp. has consoli- 
dated its Puritan and Pyro sales 
it is announced by James 
C. Laney, department manager. 

J. E. Moore, formerly sales man- 
ager, national brands, became con- 
sultant, national brands. Frederick 
W. Fitchen, formerly assistant sales 
manager for Pyro, became sales 
manager, national brands. Arnold 
E. Pommerening, who had been 
assistant sales manager for Puri- 
tan, became assistant sales man- 
ager, national brands. William B. 


hard work, Ragsdale did every-| 529,371 in 1956, to 394,553 in 1957 Stiles, previously western division 


thing possible to halt the slide. He) 


installed a new top-management | 


and to 263,890 in 1958. For the first 
two months of 1959, sales totalled | 


field supervisor for Pyro, trans- 
ferred to central regional field 


team, restyled and reengineered | 42,453 cars, down 12.7 percent from | supervisor, national brands. 


the car, changed the series names 
and even retained a new advertis- | 
ing agency. 

The advertising switch saw 
Buick fire Kudner Agency, its ad | 
counsel for 23 years, and pick | 
McCann-Erickson to handle its | 
account which is estimated at | 
$20 million a year. The latter | 
agency dropped Chrysler Corp. | 
and Chrysler division to take on | 
Buick. 
There ensued some grumbling) 
from newspapers when McCann-| 
Erickson went heavy on television 


the corresponding 1958 period. | 

Buick currently is the only GM 
make that is trailing its year-ago 
performance. The other four 
lines show rises ranging from 
Oldsmobile’s 2.5 percent to Pon- 
tiac’s 314 percent. Chevrolet is 
up 84 percent, and Cadillac, 15.4 
percent. 


Rollert’s job is to reverse that) 


sales plunge. With an all-new car, 
Buick started strong in the ’59 


model year. The slump hit about} 


January. 
Why the slump? Many reasons 


171 Cities Enter 
‘Soap Box Derby 


DETROIT.—A record total of 171 
American and overseas cities will 
hold Soap Box Derby races this 
summer. 

The racing event for boys ll 
| through 15 is sponsored nationally 
by Chevrolet. 

Champions from the 171 points 
will compete in Akron Aug. 16 for 
a total of $15,000 in college scholar- 


advertising for Buick. There is a| have been mentioned and price is| ship awards and other prizes. 
feeling in newspaper circles that|one of them. But Buick’s '59 prices| Previous high for entries was 160 
Marion Harper jr.. McCann presi-| bear the same relationship to Pon-| last year. 


dent, is “anti-newspaper,” but 
Buick recently instituted a healthy 
ad schedule in daily newspapers. 


Buick dealers also had com- 
plained in recent years of various 
contest schemes which allegedly 
penalized low-potential dealers. 
Buick lost 300 U.S. dealers last 
year. 

A division spokesman said last 
week that no change is anticipated 
in Buick’s present ad agency affili- 





Pa. Independents 
To Meet Monday 


SCRANTON, Pa —Independent 
auto dealers from 18 counties of 
northeastern Pennsylvania will at- 
tend a meeting on state and na- 
tional legislative problems at the 
Hotel Casey here May 4. 

It will mark the third of a series 
of meetings to discuss legislative 
problems confronting the state’s 
independent automobile dealers. 
Previous meetings were held in 
Pittsburgh and. Philadelphia. 


A. H. Schwartz, president of 
NIADA and acting chairman of 
the newly formed Pennsylvania In- 
dependent Automobile Dealers 
Assn., will preside at the meeting. 


tiac-Oldsmobile figures as in the| 
days when Buick was outselling its | 
sister makes by healthy margins. | 

Other observers say it’s a simple} 
case of too much Chevy. 


Another complaint is that “a 
six-footer can’t sit in a Buick 
with a hat on.” But there’s less 
than an inch of difference in the 
headroom and legroom figures 
, Buick, Oldsmobile and Pon- 


As a Buick man put it last week. 
“If .they can’t sit in a Buick, they 
can’t sit in other GM cars, either.” 

The problem is deeper than price, 
fenders or headroom. It’s up to 
Rollert to find the cause and cor- 
rect it. 

Rollert fits in nicely with the 
youth movement in the front of- 
fices of GM vehicle divisions. Only 
GMC’s Philip J. Monaghan (44) 
and Pontiac’s S. E. Knudsen (46) 
are younger than Buick’s new 47- 
year-old boss. 

Edward N. Cole, Chevrolet, is 
49, and James M. Roche, Cadil- 
lac, is 52. 

Oldsmobile’s Jack F. Wolfram, 
59, is the oldest general manager, 
both in years and tenure. He has 
headed his division since 1951. 
Monaghan took over in January, 
1953; Cole and Knudsen in July, 
1956, and Roche, in January, 1957. 
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MORE USED CAR SALES! 

MORE LUBE SALES! 
with AMALIE 


30,000 MILE 
BONDED MILEAGE 
GUARANTEE! 


FOR 30 YEARS THE 
REFINERY-BACKED 
LUBRICATION GUARANTEE 
requested most by 
new car buyers! 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Apr. 25, Week, Apr. 18, April, Apr. 26, Apr. 25, 
1959 1968* 1959* To Date 1958* 1959 
AMERICAN MOTORS 9,450 3,439 9,441 33,885 54,125 134,143 
MII - cicscsscrceniatovesdeins 7,310 2,551 7,305 26,019  40,929/()102,416 
RUNNION, shssoctemeeniecsuees 2,140 888 2,136 7,866 13,196 31,727 
CHRYSLER CORP. .. 22,475 10,577 23,198 82,984 202,095 260,781 
a 2,109 1,267 2,115 7,364 19,496 26,592 
ES 1,250 1,151 1,311 4,709 12,931 20,127 
III sicinaensiovevectannveitts 5,100 601 5,139 18,503 32,970 60,402 
EE 525 335 527 1,896 5,873 7,965 
SS se 13,500 7,223) «14,106 §= 50,012 130,825, 145,695 
FORD MOTOR ............ 37,700 22,104 36,364 132,974 405,254 598,732 
ge neta aN 950 10 966 @8©=6. 3, 409 4,396 17,143 
| Ne 31,140 16,783 30,695 111,401 334,696 , 491,662 
Thunderbird ............ 1,640 1,080 1636 5,469 11,598 ~ 23,930 
SI iss iemctbtuseoenennii 720 448 728 2,442 11,334 # 11,391 
MMI +c; ccaiquedsoinibidvcs 3,250 3,783 2,339 10,253 42,730 54,606 
GENERAL MOTORS .. 61,503 21,579 63,629 224,084 833,804 1,030,554 
OS oN ssctihaietces 4,730 4,992 4,649 16,632 96,989 104,423 
I sai tiinlducreoniintiete 3,360 2,570 3,392 12,183 50,604 58,300 
I ciieicnonsedesetes 34,300 2,478 36,107 125,926 471,400 | 567,365 
Oldsmobile .................... 9,113 7,312 9,324 33,532 126,266 ) 148,203 
is th acs ccacthtunsaloen 10,000 4,227 10,157 35,811 88,545 )151,763 
S-P CORP 
Studebaker 3,290 899 3,302 12,561 11,596 62,637 
Total Cars, U.S. ......134,418 58,664 135,934 486,488 1,508,150 2,086,847 








*Revised. 7 
**Totails for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Apr. 25, Week, Apr.18, April, Apr. 26, Apr. 25, 
1959 1958* 1959 ToDate 1958* 1959 
CHEVROLET. ................ 8,900 4,142 8875 31430 97,272 132,193 
cs 125 95 130 435 1,822 2,204 
DIVCO 80 66 81 235 966 1,060 
STD * cibvctenessssstescscesseents 1,650 1,317 1,632 5,780 17,756 28,457 
FORD 7,025 4,658 7018 25,271 75,172 108,037 
GMC a 1,391 1,883 6,389 21,374 29,305 
INTERNATIONAL. ...... 3,300 1,777 3,305 12,172 34,853 
ir dnseccnabinbe 360 295 358 1,262 4,992 5,652 
STUDEBAKER.  ............. 200 183 212 737 2,190 
WHITE*** 415 319 420 1,492 5,909 6,161 
I On Sciicintcicsinstitanes 2,350 1,880 2,447 8549 25,885 
MISCELLANEOUS** 86 86 86 317 1,119 1,297 
Total Trucks, U. S. .... 26,316 16,209 26,447 94,069 289,310 402,537 
Total Cars, Trucks, 
RYE. costntgss 160,734 74,873 162,381 580,557 1,797,460 2,489,384 
Total Cars, Trucks, 
Canada . . 10,160 8,955 10,341 36,286 130,476 149,542 
Grand Total, 
Cars and Trucks, 
U. 8S. and Canada 170,394 83,828 172,722 616,843 1,927,936 2,638,926 
*Revised 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 

***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 

N.B. All U. S. totals include cars and trucks for military orders. 


May Output Due to Hold 
At 580,000-Car Level 


(Continued from Page 1) 


lionth car on Tuesday, Apr, 21, 3,250 units, and Buick, from 4,- 
fell 42 days ahead of its 1958 | 649 to 4,730. 

counterpart, and the assembly of Off from the previous week were 
the millionth car of the year by | Chrysler, from 2,115 to 2,100; De- 
GM on the same day came 21 
days ahead of its 1958 counter- 


part. 527 to 525; Edsel, from 966 to 950; 


Soto, from 1,311 to 1,250; Dodge, | 
from 5,139 to 5,100; Imperial, from | 





44,984 | Duses amounting to $6,179,338. 





|; company’s record 
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Any 1958 Quarter... 


Profit to To 


Colbert Grilled Despite Upturn 


(Continued from Page 2) 


rather than on the basis of com- 
petitive bidding. 


Dann said that he had submitted 
seven resolutions on Chrysler man- 
agement for consideration at the 
anuual meeting. Colbert said the 
SEC ordered the proposals removed 
from the agenda. 

The lawyer then said that the 
resolutions would be submitted for 
a future meeting and promised a 
court fight, if necessary, to get 
them on the agenda. 

Dann ended his remarks after 
a number of suggestions from Col- 
bert that he sit down and allow 
the meeting to proceed. The flurry 
had little immediate effect as all 
directors were reelected, 

Next item of business was ap- 
proval of changes in the stock- 
option plan, Prices at which 
Chrysler executives could exer- 
cise their options under the old 
plan were above the market 
price. The proposal was that new 
option prices below the market 
value be approved. 

The proposal brought a number| 
of sharp comments from stock- 
holders, 

One wanted to know if this was 
the time to recognize manage- 
ment’s achievements in view of the 


i 


in the recent) 





past. | 
An unidentified stockholder asked 





why the corporation’s dealers 
weren't granted stock options, 
claiming that the dealers were 
chiefly responsible for the com- 
Ppany’s success. 

The stock plan was finally ap- 
proved but a rather large number 
of votes were cast against it. 

During the question-and-answer 
period, the man who said he was 
a Plymouth dealer questioned the 
company’s relations with dealers. 
He said that dealer relations “are 
quite strained” at the present 
time, 

Colbert said he had just attended 
meetings with dealers around the 
country and found relations to be 
— best since before World War 
— 

An even dozen stockholders had 





Functional-Design Trend 


Is Sighted by Grundy 


EDMONTON, Alta. — G. E. 
Grundy, president of Studebaker- 
Packard of Canada, told a dealer 
group here that “the automobile 
industry will tend toward func- 
tional styling in the future.” 

“The industry has gone through 
the stage of building cars for 
prestige only,” he said, “Now, 
functionalism will be the trend 
in cars and North Americans will 
get their prestige from swimming 
pools.” 


Neen nen EEE EESEESEEDEIREEEnEEEEEEEEEEEn 


GM Again Cuts Income 
Of 14 Top Executives 


(Continued from Page 2) 


and directors were awarded bo- 


These were 





payable in cash and 
common stock with an award value 


5,092 | of $248,162. 


The firm granted 253 execu- | 


38,095, tives options to buy 240,585 shares 


of GM common stock at $45.82 a 
share, which is somewhat lower 
than the current market price. 
The first options granted to 255) 
executives under the GM program 
in 1957 totalled 369,861 shares at 
$35.25. The options expire in March, 


1969. 


Other officers and their remu- | 


| 


Bayne Rejoins 


Dealer Board 
At Ford Motor | 


DEARBORN.—Joseph E. Bayne} 
has rejoined Ford Motor Co. as an| 
associate member of the Dealer 
Policy Board. As an associate 
member, he serves in an advisory 
capacity. 

A veteran sales executive, Bayne 


| resigned last July as Lincoln-Mer-| 


cury general sales manager for 
M-E-L division. He joined the com- 


ager for Lincoln-Mercury division 
after seven years as Plymouth’s 
sales chief. 

When Lincoln and Mercury be- 
came separate divisions in 1955, 


neration, exclusive of stock options, 
are: 

Louis C. Goad, 
president, $311,100. 

James E. Goodman, body and 
assembly group vice-president, 
$273,633. 

Carl H. Kindl, overseas and Ca- 
nadian group vice-president, $242,- 
250. 


executive vice- 


Roger M. Kyes, household ap- 
pliance and GMC truck group 
vice-president, $234,950. 

Cyrus R. Osborn, engine group 
vice-president, $256,933. 

George Russell, executive vice- 
president, $237,500. 

Sherrod E. Skinner, accessory 
group vice-president, $274,533. 
Charles G. Stradella, GMAC 
president, $225,000. 

The amounts paid to other di- 
rectors follows: 

Albert Bradley, who retired as 
chairman last Sept. 1, $92,867; 
Thomas H. Keating, vice-presi- 
dent, $314,974 and 976 shares of 
stock with an award value of 
$41,226, and the late Charles F. 
Kettering, $37,567. 

The bonus amounts are delivered 
in five annual installments if 
earned in accordance with the 


| terms of the GM bonus plan. 
| pany in 1947 as general sales man-| ——— 








Total industry output through 
last Saturday stood at an estimated 
2,086,847 units, or 38.4 percent ahead 
of the same date a year ago, when 
the industry had turned out 1,508,- 
150 cars. 

* * . 
HEVROLET declined from 36,- 
107 assemblies a week earlier to 
an estimated 34,300 units last week 
but still topped the field in indi- 
vidual output. 

Ford division, with its Thunder- 
bird unit and five other plants 
working six days, lifted its output 
from 32,331 units a week earlier to 
an estimated 32,780 units. 

Other makers that showed out- 
put increases over the previous 
week were Rambler, up from 7,- 
305 to 7,310; American, from 2,136 


to 2,145; Mercury, from 2,339 to 





Stuck 


HOUSTON.—What may be the 
last word in car stickers was noted 


_ On an auto apparently belonging 





Plymouth, from 14,106 to 13,500; 


Lincoln, from 728 to 720; Cadillac, | 


from 3,392 to 3,360; Oldsmobile, 
from 9,324 to 9,113, and Pontiac, 
from 10,157 to 10,000. 
* 7” a 
THE commercial-car front, 
output totalled an estimated 26.- 
316 units last week, compared with 
26,447 units a week earlier and 16,- 
209 during the week ended Apr. 26 
a@ year ago. 

Truck output for April was ex- 
pected to approach the 115,000 
level, or approximately 5,200 more 
than were. built in March, The 
109,820 trucks turned out in 
March marked the best month for 
commercial-car output during 
1959. 

Canadian car and truck manu- 
facturers assembled an estimated 
10,160 vehicles last week, compared 
with 10,341 cars and trucks a week 
earlier. 

The Canadian yield included 8,- 
475 cars and 1,685 trucks, The pre- 


| to a disgusted driver. It read:| vious week, output consisted of 8,- 
“Made in Detroit by Idiots.” 


536 cars-and 1,805 trucks. 


Bayne was named to head Mercury 
sales. He was appointed to the cor- 
poration’s Dealer Policy Board in 
September, 1956. 

A year later, Lincoln and Mer- 
cury were remerged and Bayne 
again became L-M general sales 
manager. He continued in that post 
when Edsel was absorbed to form 
M-E-L in January, 1958. 

Other members of the Dealer 
Policy Board are: Benson Ford, 
chairman; F. J. Spittle, secretary; 
D. D. Freese, A. S. Hatch and T. J. 
O'Neil. 





Licensing Bill 
Shelved in Texas 


AUSTIN, Tex.—A proposal to li- 
cense garages and auto repair men 
in Texas has been returned to sub- 
committee, a virtual death knell. 

Sponsor of the measure, Senator 
Doyle Willis, of Fort Worth, said 
he introduced the measure at the 
request of this city’s garage men. 
Since then, he said, considerable 
opposition developed. 


Mystery Car Hunt Starts— 











their say before the meeting was 
over. Rumors that DeSoto would 
be dropped were brought up. 


“There’s not a word of truth in 
it,” said Colbert. 

The advisability of a stock split 
was questioned, with Colbert reply- 
ing that it was under continual 
study. Plymouth’s market penetra- 
tion was questioned, Colbert said 
management did not consider 
Plymouth’s share of the market 
satisfactory, and efforts to increase 
it are being made. 

Other questions included: “Why 
does the company continue to 
spend money on the Imperial Ball? 
Why do factory officials hold so 
many meetings at times when deal- 
ers want to see them, and why is 
there no Dodge dealer in Wyan- 
dotte, Mich.?” 

Dann made another speech in 
which he urged improvement by 
the management and organization 
by shareholders to protect their 
interests. 


He told the management to get 
results “before it’s too late,” 
adding: “It’s just like what you’d 
tell the worker on the production 
line, either produce or get out.” 

Colbert said the industry will 
probably sell six million cars in the 
U.S. this year, including 400,000 to 
450,000 imports, He repeated an 
earlier statement that the company 
has an economy car ready for in- 
troduction at “the right time.” 

He noted that Chrysler built cars 
with shorter wheelbases in the 
early 1950s. 

“It now seems quite possible that 
we were just a little too far ahead 
of the trend,” he added. 

Colbert expressed satisfaction 
with the company’s working ar- 
rangement with Simca and said 
Chrysler would buy the 735,000 
new Simca shares to which it is 
entitled in a capital-raising move 
by Simca. 

He said the company is improv- 
ing its dealer structure and moving 
toward more single-line dealers. 
The company is not following a 
rigid policy in this matter, he 
added. 


U. S. Holders Can Buy 


Simca Stock at $5.61 


NEW YORK.—Holders of two 
million American shares of Simca 
have been offered an opportunity 
to subscribe for additional shares 
on a one-for-one basis, The sub- 
scription price is $5.61 per share, 
and the offer expires May 7, Simca 
stock was selling last week for 
about $9% on the American Stock 
Exchange. 

French capital shareholders also 
have one-for-one rights. The capi- 
tal shares are the equivalent of two 
American shares. Proceeds will be 
used to expand and improve pro- 
duction facilities in France, for ad- 
ditional working capital and for 
engineering and styling purposes. 

Chrysler Corp., Simca importer, is 
owner of 25 percent of the French 
producer’s stock. 





A “mystery car treasure hunt" promotion, sponsored by the Kern County (Calif.) 
Plymouth Dealers Assn., got under way with a full local newspaper ad schedule and 
dealer display materials. Discussirg the promotion plans at a dealer association kick- 
off sales meeting are, from left, John Urner, Jack Busch, Wayne DiTursi, Chrysler 
Los Angeles regional manager; Dick Stricklen, Jim MacKay, association. secretary- 
treasurer, and Ervin S. Fike. The contest offers a Plymouth Savoy two-door sedan at 
a special price to the person identifying the mystery car. 
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Dreyfus Is Unafraid ... 


Renault Needs Hike 
To Catch Volkswagen 


(Continued from Page 8) 


ever, it must now be directed| in its class. Sixty-three cars started | 
toward many different customers|in the rally and only half of them 
with different currencies, languages, | completed. Each of the DKWs fin- 
traditions, institutions and stand-| ished. 
ards of living, he added. The rally went for nearly 3,000] 

“Up till now our marketing efforts | miles through Kenya, Tanganyika) 
were mainly aimed at meeting the | and Uganda. 
home market’s requirements,” he | Pee 
— Japan 

gozzi said the Common Market | «me ange IN JAPAN” vehicles have 

offers “new opportunities to the| gone on display at the Japan| 


free world.” It is not, he added, “a| 
game preserve for the benefit of —— Center, 393 Fifth Ave.. New 


manufacturers in the six member Participating were: Daithatsu| 


states, closely guarded against | 1, 
‘ > ” gyo Kabushiki, maker of the| 
poachers we - ee | Daihatsu Trimobile: Fuji Precision | 
| Machinery Co., Ltd., maker of the 
Import Assn. Urged Prince Skyline; Nissan Motor Co.,| 
E establishment of a national) Ltd., builder of the Datsun and_| 
association of imported-car| Toyota Motor Co, maker of the| 


companies to increase the avail-| Toyopet. 
ability of parts and service has 
been suggested by Art Railton, 
automotive editor, Popular Me- 
chanics magazine. 

He said the association could 
require that dealers of member 
makes carry emergency repair 
parts for every make of car in 


> * * 


Moskvitch 


USSIA’S Moskvitch auto will) 
be marketed this fall in the! 
U. 8S. after display at a trade fair 
jin New York in June, according 
to N. N. Smeliakov, president of | 
Amtorg Trading Corp. Advertising | 
the group and that the dealers (will be used to promote the car, 
know how to install those parts. | the Soviet executive — 
At a New York luncheon, he told 7 
50 imported-car representatives Opel 
that parts and service availability . 
“is your Achilles heel—it is the one| FR ESPONSE to the German-built | 
major area where the upcoming) Opel Rekord sedans and Cara- 
Big Three small cars will be able| V8" station wagon shown at the 
to outshout, outadvertise and out- third annual International — 
| mobile Show in New York was un- 


— |usually keen, according to Edward 
C. Kennard, Buick general sales 
| manager. 

Demand for Opel vehicles ex- 
ceeds supply in the markets where 
it is available, both here and 
abroad, Kennard reported, The cars 
and station wagons are sold in the 
U. S. through Buick dealers. 


‘Chevrolet Shifts | 
2 Zone Chiefs 


INDIANAPOLIS.—H. E. Heath- 





> > . 


DKW 


URING Africa’s recent Corona- 
tion Safari, DKW captured 
first, second, third and fifth places 


Obituaries 


OC, Bailey 
MEMPHIS, Tenn.—Ace C. Bailey, vet- 
eran auto editor of the Memphis Com- 
mercial Appeal, died here last week. 
* . * 
E, C. Rider 
BATESVILLE, Ark.—E. C. Rider, owner 


of Rider Motor Co. (Ford), died of a : 2 
heart attack Apr. 20, He formerly owned|™an jr., has been named Indian- 


Ford outlets in Newport and Augusta, Ark.| apolis sales zone manager for 
He also was a former member of the| Chevrolet. 


state highway commission. | j 
a. | Heathman succeeds L. E. Craig, 
Peter Neilson Slipsager | @ veteran of more than 25 years in 
HOUSTON, Mo.—Peter Neilson Slipsager,| the Chevrolet wholesale organiza- 
70, a former dealer in Clyde, Kans., died| tion and Indianapolis zone manager 
Ape. 18. |for the last 10 years. Craig is tak- 
E. F on Binaue |ing a leave of absence because of 
Se 
‘ounder o joore, Inc, (Chevro-| me manager at Peoria, Ill.) 
dence in Ventoor city, Ny. ‘He nad been| Since September, 1956, Heathman 
in the automobile business since 1915. will be replaced there by Jack Iz- 
ee 's. ard, a Chevrolet assistant advertis- 
Frank A. Bacon Sr. ing manager of the division. All ap- 
pointments are effective May 1. 





CROWLEY, La.—Frank A. Bacon 
Crowley auto dealer, died Apr. 14 in 
New Orleans hospital. 

. * * 


Guernzo G, Mentzer 
PAWNEE, Okla.—Guernzo G. Mentzer, 
75, retired Ford dealer, died Apr. 14. He 
operated Mentzer Brothers Ford from 1910 
to 1950. 





John H, 0” 

MEDFORD, Mass.—John H. O'Callaghan, 
Ti, an auto dealer for many years, died 
Apr. 17. He had resided in Medford 51 
years and headed Federal Motor Co., which 
now has offices in Woburn and Winchester. 

* * 7 


Frank C. Sweeney 
CHARLESTON, W. Va.—Frank C. 
ar: 74, president of Kanawha Valley 
Motors, Inc., died Apr. 17. He had been 
with the pay since me. 
* 


Allen C. Ward 

HARTFORD.—Alien C. Ward, 52, vice- 
president of Resolute Insurance Co., died 
suddenly Apr. 14. Mr. Ward was recog- 
nized as an authority on claim manage- 
ment and technique in the auto physical 
damage insurance business. He joined 
Resolute in — 


HELP WANTED 


SALES MANAGER for old established, 
exclusive General Motors dealership and 
four foreign car lines. Dealership lo- 
cated in Denver, Colorado. Man must be 
aggressive and thoroughly experienced in 
developing and training salesmen, $900.00 
-$1,200.00 potential with fast expanding 
market. This is a real opportunity for 
the right man—salary open. Submit 
complete background and recent picture 
of self in first letter. Reply strictly con- 
fidentia!. Box 369, c/o Automotive News, 
Detroit 7. 


WHOLESALE PARTS & SERVICE MAN- 
AGER for one of the east coast’s largest 
imported car distributors. Must have 
complete knowledge of wholesale serv- 
ice and parts operation. Many company 
benefits. Send complete resume to Box 
370, c/o Automotive News, Detroit 7. 


Manufacturers’ Reps. 
WANTED 


Now calling on car dealers, to sell red 
hot new aluminum reinforced wire screens 
for ‘56-'59 Rambler station wagons. 99% 
of all calls made to date produced sales. 


Alfred King 
PHILADELPHIA.—Alfred King, 61, dis- 
tribution manager and supervisor of sales 
administration for Autocar division of 
White Motor Co., died Apr. 14. Mr. King 
had been with Autocar for 43 years. 
e J * 7 


Watt Moreland 
LOS ANGELES. — Watt Moreland, 80, 
former president of the Los Angeles Motor 
Car Dealers Assn., died recently. He was 
credited with building the first truck in 
1901. He built a truck body on a passen- 
-car chassis. He organized Moreland 
Truck Co. in mae. 
. * 


Newton C, Alsup Sr. 
PINEVILLE, La.—Newton C. Alsup sr., 
76, retired auto dealer, died of a heart 
attack March 30. 


Cal Corporation 


2945 Coolidge Highway Berkley, Michigan 
Lincoln 7-9707 











HELP WANTED 


Advertising 
and 
Specialty Salesmen 


We Have A Terrific Deal For 
Your Automobile Dealer 


Customers 
®@ Personalized newspaper (direct mail). 
® Salesmen selection and training pro- 
ram. 
les management consultant service. 
Pocket-sized tape recorder and show- 
room message repeater. 


Contact: 


Herman Farrand 
103 W. Fifth, Royal Oak, Michigan 
JOrdan 45555 





SALES MANAGER, powerful closer, able 
to train and direct salesmen. One who 
is well acquainted with merchandising 
new and used cars and knows used car 
values and reconditioning costs. This in- 
dividual must have excellent persona! 
habits and be able to furnish good ref- 
erences. Firm established 26 years, sell- 
ing Dodge, 
Simca, in a city of 400,000 population. 
There is just one other smaller ‘‘Dodge 
Only"’ dealer in the city. Average sales 
about 900 new cars, 1,800 used cars. 
This individual will have some assistance 
in this size selling program. For the 
right man the compensation plan is 
completely open for discussion. Please 
send complete resume of experience and 
latest photograph of yourself. All replies 
strictly confidential. Contact: Harold 
Queenan, Sole Owner, Hetfield-Queenan,. 
Inc., University at Oxford, St. Paul, 
Minnesota. Phone: MI 6-4011 


IMPORT CAR DEALER 
Dealer for most popular smal! car in Virginia 





Dodge truck, Plymouth and | 


| 


| 


| 


city of 55,000 will sell up to ‘4, interest for! 


small cash investment and pay good salary 
(bonus) to young career man experienced in 
sales management. First class facilities and 
established trade, but now lacking in compe- 
tent sales direction. Write in confidence de- 
tails of experience, esent connection. Give 
age and personal data. Interview promptly 
arranged. Address Box 345, </o Automotive 
News, Detroit 7. 


SERVICE MANAGER. Large Ford dealer- 
ship in midwest metropolitan area is 
looking for a service manager to assume 
complete direction and supervision of 
large, moderniy equipped service depart- 
ment. Monthly service potential $75,000 


Top salary to right man; other benefits. | 


Write giving complete information re- 
garding experience, qualifications, etc. 
Replies confidential. Write Box 358, c/o 


Automotive News, Detroit 7. 


EXPERIENCED 
OFFICE MANAGER 


Wanted by one of Southwest's 
largest and most aggressive Ford 
dealers. Must be thoroughly exper- 
ienced in account credit and office 
monagement, capable to assume 
complete responsibility. Prefer Ford 
experience or low-priced three. 
Send complete history and photo. 
Write Box 366, c/o Automotive 
News, Detroit 7. 


THOROUGHLY EXPERIENCED GMC 
Truck salesman for Florida dealership. 
Between 28 and 40 years of age. Reply 
giving full resume of experience, marital 
status. Excellent working arrangement 
according to qualifications. Box 373, c/o 
Automotive News, Detroit 7. 


SALESMEN to sell the book “AUTO 
COSTS”’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand, High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. 


OFFICE MANAGER—Experienced GM ac- 
counting, preferably Chevrolet. Detroit 
area. Good pay and incentives. Send full 
qualifications Box 329, c/o Automotive 
News, Detroit 7. 


YOUNG PARTS MANAGER wishes to re- 
locate in Rocky Mountain area. Ex- 
perienced in all functions of department, 
including factory claims. Four years de- 
partment manager, ten years background 
in automotive parts. Past employers’ 
references. Box 375, c/o Automotive 
News, Detroit 7. 


| 





| | CENTRAL 


POSITION WANTED 


| GENERAL MANAGER — Young, married 
man, 34 years old, with 12 years’ ex- 
perience same organization, completely 
qualified in all phases of dealer manage- 
ment, desires position with 300-600 new 
car agency. If you have need of a man 
who can increase profits, decrease costs 
and run an efficient organization, please 
write Box 359, c/o Automotive News, 
__Detroit 7 





CHEVROLET PARTS MANAGER “desires | 


change from present situation. 13 years’ 
of Chevrolet experience in all phases 
of parts department. Counter work, or- 
dering, buying and inventory manage- 
ment. Handling approximately 50,000 in- 
ventory. References furnished. Salary 
and commission working arrangement 
agreeable. Box 354, c/o Automotive 
News, Detroit 7. 


MANAGER—20 years’ experience success- 
ful salesman-—sales manager—-dealer and 


factory sales executive. Presently general | 


manager large ‘‘Big 3°’ dealership. Can 
obtain, train and supervise all depart- 
ment employes. Know expense control 
and how to operate profitably. Desire 
change with opportunity of eventual 
buy-in. Age 43. Write Box 351, c/o Auto- 
motive News, Detroit we 


SALES AGENTS. }— MICHIGAN. “Established 
corporation now selling auto dealers 
throughout Michigan. Planning to double 
our sales force to represent additional 
lines. If your product or service needs 
professional sales attention, please con- 
tact Box 352, c/o Automotive News, 
Detroit 7. 


EXPERIENCED WHOLESALE REPRE- 
SENTATIVE now disposing of interest 
in used car operation seeks city manager 
or district staff position. Ten years’ ex- 
perience in all 
retail 
sales training, 
salesmen, and distribution. 
gree, top references. Will 
357, c/o Automotive News, 


Age 34, de- 
relocate. Box 
Detroit 7. 





PILOT-SALESMAN desires position as 
salesman and/or pilot Bonanza and 
Navion experience. Box 371, c/o Auto- 
__Motive News, Detroit We 


su CCESSFUL CHEVROLET MANAGER | 


desires change to 
exchanged. Box 
Detroit 7. 


with proven ability, 
southeast. References 
374, c/o Automotive News, 


DEALERSHIPS AVAILABLE 


| DUAL DEALERSHIP handling Ford 
tomobile and Ford farm equipment in 
desirable section of Pennsylvania, avail- 
able together or separately, entire stock 
or partnership. Deal depends on factory 
approval 
per year. Box 363, c/o Automotive News, 
Detroit 7 





— | 
DEALERSHIP AVAILABLE HANDLING 


Let Milita 


Pennsylvania, | 


RAMBLER, excellent used car operation. 
Located in southeastern 
with good potential. Now selling over 
400 new and used units per year. Reason 
for selling partnership dissolution. 
Write to Box 360, 
Detroit 7. 


AGRICULTU RAL section of | 

Florida, handling Rambler and 
for sale, owner 

interests. Box 361, c/o 
Detroit 7 


finances. Reason 
too many other 
Automotive News, 





| HANDLING PL YMOU TH-D oO D G E- -Chry- | 
prosperous area, | 


midwest, 
Excellent location, fine | 
building. Equipment $10,000, inventory | 
parts about $10,000, can 
Present sale above region and 


sler-Imperial, 
wheat, cattle, oil. 


national | 


average. Box 362, c/o Automotive News, | 


Detroit 7. 


SOUTHERN NEVADA, handling MG, 
Morris, Austin, Sprite and Jaguar. Good | 
sales and service. Well stocked and 
equipped. 250 new cars last year. 


ity. No used cars, receivables or liabili- 
ties involved. Box 341, 
News, Detroit 7. 


EXCELLENT DEALERSHIP AVAILABLE 
handling Lincoln, Mercury, Edsel, English 


Ford in New York state, population 85,- | 
trading area over 150,000. Dealer | 


000, 
retiring due to illness. Box 345, c/o Au- 
tomotive News, Detroit 7. 


FOR SALE with American Motors ap- 
proval, dealership handling Rambler. 
Gaod location and good potential, within 
80 mile radius of Greensboro, North 
Carolina. Box 346, c/o Automotive News, 
Detroit 7. 








phases of wholesale and | 
including business management, | 
recruiting of dealers and) 


‘au- | 





Present volume over $500,000) 


c/o Automotive News, 


Willys. | 


Potential gold mine for man with proper | 
has | 


rent building. | 


c/o Automotive | 


DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four ip 
luxury. Only $2,495 retail F.O.B. Texas 
—less liberal dealer discount. Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars. Don 
Pierson Distributors, Eastland, Texas. 


DEALERSHIP WANTED 


GM DEALER past four years, under 30, 
married, family, wants buy out deal, 500 
or up (GM only). Has received national 
recognition for sales, sales management 
and general management ability from 
Chevrolet, Buick and Pontiac. Attended 
GMI and Chevrolet Post Graduate School. 
Can furnish finest references. Not 4 
gimmick dealer—believe in honest dealing 
and good relations. Will work as general 
sales manager or general manager until 
ability proven. South or southwest, 
Strictly confidential. Box 364, c/o Auto 


motive News, Detroit 7. 





LEASING 





Automobile 
Leases 
For Sale 


Maintenance, Net and Fi- 
nance Leases with Small 
Companies and Individuals. 
All makes and models. Lo- 
cated states. Replies 
requested from principals 
only. 


in all 


Box 368, c/o Automotive 
News, Detroit 7, Michigan 


DEALER SERVICES _ 


Acceptance 
Help You SELL 


MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
|} you make more auto sales to Military per 
ee - . . because: 

We finance up to % months. 

2 Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re 
finance, anywhere in world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades & 
and above . On @ simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApito! 6-268! 
| “Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 


A NRO OE 
going business, excellent profit opportun- | 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
AUTOMOTIVE INVENTORY & APPRAISAL co. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 


HELP WANTED 


DEALER FIELD REVIEW REPRESENTATIVES 


Major automotive manufacturer with headquarters in Detroit has opportunities for 





financial 


representatives to work with dealers on accounting and other business 


matters. Applicants must have bachelor's degree in accounting, accounting experi- 
ence with automotive dealers, ability to meet and work with people, and be willing 


to travel. 

location in one of the following cities: 
Minneapolis 
Kansas. City 
St. Louis 


Public accounting experience desirable. 


Present openings will require 


Dallas 
Memphis 
Pittsburgh 


Please submit confidential resume including experience, education and salary require- 
ments to Box 372, c/o Automotive News, Detroit 7, Michigan. 
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CARS FOR SALE 


‘MERCEDES-BENZ 
190s, 219s, 220s 


Used "55s, "56s, "57s 
In Perfect Condition. Supply on Hand, 


~ 


DEALER SERVICES CARS FOR SALE 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost, The book, “‘AUTO COSTS,’’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10— three year subscription $18 
(including all supplements). AUTO 
COSTS, Box 224, Dept. 3Z, New York 
aN. f. 


BUSINESS OPPORTUNITIES 
eo 
T FLORIDA PRIME OPERATION 
Owner's health requires disposal very success- 
ful, well established, large volume, four acre 
operation of sales, service, rentals, financing 
used cars-trucks, with adjoining parts and 
wrecking yard. Facilities and choice high 
traffic location, ideal for new car deal if 


MISCELLANEOUS 


1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 

a a me a trucks, Fo wren — 

—pilus all optional accessories — ws a 

KENT IMPORTS, INC. Standard Equipment for All Models—Yearl 

Mercedes-Benz Division subscription price—$10. 5% discount for enh 

29-11 35th Avenue, Long Island City 6, N. Y.| with order, All supplements free. DEALERS 

EMpire 1-1690 AND AUTOMOTIVE AFFILIATES ONLY — 

NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 





Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 





CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 
PARTS FOR SALE 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 








The “ORIGINAL YELLOW" 








































































— desired. Will sell, lease or divide. Inventory We Supply PACKARD PARTS, $7,000.00 inventory— A s . 
ional. @ 367, c/o Automotive News, ’ , : cs { { B K (j 

I. English Manuals wr aot for gg co, Bex sve, c/o Avte-|) AUUOMAUC DARIN TOW . GUIDE 
obile 7 Trade with America's on PARTS WANTED Is the ONLY—TOW BAR—TODAY With Universal Swivel 
-abin, - CARS FOR SALE ANTED: Chevrolet and Ford obsolete|{| WITH THE UNIVERSAL 
a | — Sargeet cae eet ral ee en eer weer eener. 99% ae 

- fi ’ Reliable Volkswagen ate orders to: Jack's Auto Parts, 606|] Incldg. BRAKE HOOK-UP Pn bat tom 
> on sas Anderson Ave., Cliffside, N, J. Phone: ° DEALERS’ SPECIAL (F.O.8, Factory Net) 
y ime x | Organization WHitney 3-6666. TowKinG 4 Point $4500 Q5 Fed. Tax inciaded 
= couse ent | KENT IMPORTS eee NG. = 

: aeerpetustipempramaeeenanmnpetenlindiial 
a8, |, men | TRAIL - KING $37.50 |/! Liberal Quantity Discounts 

4 CHEVROLET BEL AIRS, INC Saeiuieeh aah dilinen by he no 
7a FORD 500'S, . NEW AUTO RADIOS Americon'cers, Fits 2" Ball 
Fn BUICK SUPERS, Small Car Division, Write for Illustrated Catalog 
ion 
ment OLDS SUPER 88'S, ae cok ee ‘PARTS AT 50% DISCOUNT Factory Sales Division 
ended CADILLAC 62'S Long Island City 6, N.Y. PILOT DISTRIBUTING CO. 
a, —all hardtops with automatic transmission, EMpire 1-1690-1-2 Fede 2 pentane sets with rear speaker, BATTLE CREEK 9, MICH. 
—_ Gash and windshield  weshers’— Buick ie ides tae Phone WO. 2-5257 All Dept's 
‘al Olds and Cads with power brakes and 'S7 Plymouth, Manual Tow Bar Sales Co. “Leaders in the Industry 
west whitewall tires— "59 Lark, Manual Gudedve & Shere Since 1939” 
Auto- These are clean low mileage cars for Ba vo a — DE 2-0700 AN 3-8888 Nites: BA 1-8717 


sale in small lots—available for inspec- Canadian Distribytors 
tion in heated inside storage at 9 W. 


Kinzie, Chicago. 


40 So. Clinton St., Chicago 6, Ill. 





Volkswagens 


FIVE WHEELS, LTD. 


Write for complete catalog 
Mail and phone orders 
Fast C.0.D. shipments 


LIBERTY AUTO RADIO 
191 E. 161 Se. New York 51, N. Y. 
Wdlow 8-7111 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 


Chicago, Illinois 
Dilewore 7-7272 


Advertise in 
Our Want Ad Section 


TRUCKS FOR SALE 








TOD-O-CAR, INC. 
Immediate Delivery 











Don Miller —— 


SS 


BIG TRUCK AUCTION 


| “BUY OR SELL” 
DEALERS ONLY 


TUESDAY, MAY 5 


“STRICTLY COMMERCIAL”’ 
All Makes and Year Models. 


Regular Car Auction Every Monday. 









1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand ot Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


* 
Darlington, s. c. 
Clanton's Auto Auction 
Phone: L. D. 2 
Co eee ee WANTED: Information leading to where- " 


abouts of car salesman known as John 


Bank and trade references will Jank or Andy Layton. Last seen driving 
be furnished. a 1959 Ford retractable H.T., 


serial number C9EW137925. Please write 
Rudi Arons, International Agen- VOLKSWAGEN . | 





VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, "58 and "57 sedans, Ghias, 
Convertibles, Micro Buses. All 
commercial models. 


ALL CARS COMPLETELY 
AMERICANIZED 


i 
] 
{ 
1) 














Nappa Ford, Inc., 655 Newark Ave., 
— cies G.M.B.H., Neue Rabenstrasse Elizabeth, New Jersey or call collect: 
32, Hamberg 36, Germany. Sedans—Sunroofs—Convertibles 
FULLY AMERICANIZED, 


Elizabeth 4-8030. 
NAME PLATES 
Cable Address: 
RARONS HAMBURG ALL COLORS 
7 


Wire, Write or Phone 





CHROME '\) Call, Write or Wire, 
NAME PLATES |/ 


> 
= 
v. 









































outfit in good condition. What have you 
on either of these? Bentley Chevrolet 
Co., Fairbank, Iowa. 





—— AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


7 | nee ae alee COLORADO AUTO AUCTION 
ZINC DIE CAST—TRIPLE PLATED : 
out NANA TRADING CORP. i 
BUY DIRECT FROM 1 
ie WHOLESALE — — ag? MANUFACTURER ) 4285 South Santa Fe Littleton, Colorado 
= . . . | hi . se 
a 300 1959 MODELS BO 9-4747 TWX NY 1-4811 | NO DIE CHARGE i in “South Denver | 
a CHEVROLETS-FORDS-BUICKS $$$ SAVE $$$ Ii Phone: SUNSET 1-7821 \ 
a OLDSMOBILES-CADILLACS Write Mew fer $ nae entities \ } 
a Driven only 3,000 to 4,000 miles. 1959s LEONARD SMITH Company ||| FRANCIS CASSELL CARROLL KOPFER | 
Fully equipped. Delivery arranged. Ch let 2424 Amber St. Philadelphia 25, Pa. i Owners 
— | MORSE AUTO RENTALS, INC. SUTSISE, pepe a 
mums | 7726 W.E. 2nd Avenve, Miami 38, Florida Oldsmobile, Ford, aaa 
Plaza 7-2425 : . Ee en ee ee eee —_ 
E Triumph TR Fe eats See irre I 
. A RCN ENON Speedster Cleveland 3. Ohio.” 2 = 
Most modes with mite) mam | New Subscription Order 
ane USED MERCEDES-BENZ age up to 4,500. ferred with Holmes equipment. Interested || 
@ Selected Ist class condition in making purchase from the nine west- | : 
All models, 1951-1959 OLIN'S U DRIVE P.O. Box 465, Ashland, Oregon. Phone: | Send Automotive News to Address Below 
3 : mma Cubetatete our Specialty. 2830 N.E. 2nd Avenue MU 9-8381. ee | U. S., Canada and U. S. Possessions 
oC u d. Tel.: NEwburgh 2248 WANTED—CHEV. OR G.M.C.—2 ton, 48 
ao e.ces samomones monte INC. FRontlin 1-6591 “or later, with damp box, anow plow and | On , ow 99-[] 97 ue toms 314 6) 
ms || «(Box 508 Mdendcisnere, Mew Verk oe nee ae seas. See 3 ee All Other Countries — One Year $13°[] or Two Years $22 [J 
| 
WRECKER WAN TE D—a late model, | 
heavy duty. Send picture and full de- | 
1 9 5 9 tails to: Lew’s Garage and Body Shop,||] TO.......csesseececcccccccecescceeetnecessssssssssseesess eecceesoes 
VW R Fj Vv ol F 4025 Salem Ave., Dayton, Ohio. | 
i en Its- ae - GHOP EQUIPMENT FOR SALE |[o °°occrccccecsecceccccccccccccsceseecsccssesessececessceceesens Sncseg 
5 au lats vos tc. eee eee ee Dn. cacccccccsee Secccccccscccesseseseesesece daveaskendksseien pceaven 
Fully Americanized — Sedans, 2-doors, 4-doors, pA le nn Ae ae 
convertibles — All colors Major Chevrolet, Long Island City, New Street Addrees......ccccccsccccccccsvecesccccenccese Zone No......+++ 
ork. = e Tr. jumacher. 
IMMEDIATE SHIPMENT, WILL DELIVER ANYWHERE Saicas dt sbaak hueods be oe deen sae eats eecckamee Male. ooh ckasivaseann 


ANTIQUE CARS FOR SALE 
BUICK—'24, four cylinder roadster, new 
top, red-black fenders and shell. Beau- 
tiful. Very nice condition. $1,100.00. 


IN THE UNITED STATES 


For full details, information, prices 


TRADE CONNECTION: 


Phone, Wire, Write Upton Ward, Trading Wards, Stillwater, Car Dealer [) Truck Dealer [] Manufacturer [] 
ma. 
1928 CHEVROLET National Coupe in mint 
NANA TRADING CORPORATION Jobber [] Insurdnce [] Financial [] Supplier [] 
120 WALL STREET, NEW YORK 5, N. Y. eT een en Cen oe teeta he |! | Maho ef Car... cecssseee Kickinncaa sékanbabasciss 0 Wexneschantaneiaiiad 
BO 9-4747, TWX NY 1-4811 at McCaa Chevrolet Company, West 4-27-59 





Memphis, Arkansas. 


Rictsieneheedltittensdlinscanntinenemsicabisnaiairieiheauiaiatabidhinn ——_——_—_ oe oo ——_——_— eer er ee ee ee ee oo 


A ae 


ASAI AAA . in all 
Ca OUI COE if : Studebaker-Packard 
: KromeX Piston Ring Sets 


The new dimension in oil control 


Oo Easy to install 
0 Seat instantly 
be Hold their fit in the cylinder 


Krome X piston ring sets with 
stainless stéel oil rings* deliver 

unmatched oil control and last longer 1 Wistetntn Ciets cttinds Gemten 
for these 5 reasons— 8 Chrome-plated side-rails for extra life 


For outstanding performance, every KromeX set 
also has chrome-plated top compression rings. 
e Positive blow-by-.control e Factory-lapped for 


instant seating e Long life 


* Manufactured by Sealed Power Corporation, Muskegon, Michigan 


oS 
UPERIOR 
ERFORMANCE 








